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Business Men Must Study Public Questions 


Ak is the time for true men to get together, for 


the mean fellows seem to have a countersign.”’ 

This statement seems to be particularly neces- 
sary in the present condition. It is true that all mean, 
narrow-minded, one idea men, unable to see far 
enough to compass the width of the present neces- 
sities, have a countersign, for they seen to recognize 
the community of spirit between them and to get 
together at the expense of the orderly part ‘of the 
population. 

It is a time for true men to get together and to 
counsel with each other, discussing the intimate 
human necessities of industry and Government openly 
and frankly and arriving at some conclusions as 
to the orderly necessities of the case, conclusions 
as to the things which should be done to build ac- 
curately in the social reorganization that is upon 
us, and conclusions as to how the mean ideas 
of the futile reactionaries and the _ irresponsible 
revolutionists can be combated most effectively. 

There is danger in the new self consciousness of 
the masses. With the rise of that self consciousness 
has arisen a sense of power in the masses and unless 
that sense of power is accompanied by an equal sense 
of responsibility, it may be. difficult to pursue the 
reorganization without disaster, but it is possible 
to convert the danger into safety, and it is the pressing 
duty of true citizenship so to convert it. 

Already the old Europe is completely gone. Russia 
is dismembered and torn up to such an extent that 
it will be many years before there is a reasonable 
measure of unity in that country. The Central 


Empires are breaking and the breaking up has 
only begun. In Great Britain the demands for radical 
action are growing and there’ may be a near 
revolution in that country. At any rate, there will 
be a governmental revolution which will bring 
the Labor Party into power. France is on the verge 
of a general strike and in this country the radical 
Socialists and I. W. W. organizations and other 
organizations affiliated with the Bolshevic idea have 
grown so largely that they are at least between one 
hundred and one hundred and fifty per cent stronger 
than they were two years ago. They claim 5,000,000 
members. It is probable they have 2,000,000, and 
this is 2,000,000 too many. 

In every country which composed Western Civil- 
ization before the war, the programs of Government 
are more concerned with industry than they are with 
those items classed under the name of politics. 
Government has always been a practical operating 
matter anyway, but today the conditions in industry 
control the governmental necessities. The distribution 
of food is more important than the rearrangement of 
highway organizations, of license bureaus and other 
excise or health laws. The solution of the labor 
problem overshadows every other governmental 
necessity. Every new political party has a complete 
platform of industrial economic reorganization and 
even the old parties are obliged to recognize the 
necessities in their platform making. The worker 
represents 75 per cent of the votes in the industrial 
portions of the country and nowhere in his education 
does he receive any enlightenment on the conditions 
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of industrial organization today. Teachers know 
nothing about industry and the educational systems 
of the country contain many radicals, so that there is 
practically no such system that is free from socialistic 
opinions and no college which is without socialists 
upon its faculty. 

If we are to serve the industries which we reach, 
we must discuss public questions. We must go 
outside the operations of industry and discuss the 
larger questions which will either be solved by 
industry in the next generation or so, or Which will 
be imposed upon industry by politics. We cannot 
escape the responsibility of enlarging our editorial 
vision to take care of these necessities. It is up to 
us to call the true men to stand together and to come 
together in some sane and orderly consideration of 
the necessities of social reconstruction, so that we may 
move with wisdom, operate industry with human 
kindness but with sanity, so that we may be bold 
and optimistic in vision and conservative in action, 
to the end that civilization may pass successfully 
through this test and not be torn apart by endless 
experiments which have no virtue save that they 


are new. 





The Jazz in Prices 


HO put the jazz in prices—methinks it was 
St. Vitus, the new patron saint of the shoe 
industry. He has given good old St. Crispin a leather 
“lift”! You know, St. Crisp. was famous for stealing 
leather from Which to make shoes for the poor. 
Today—with its hectic music and its turbulent 
current of prices creating a condition—well, let’s say 
everybody is passing it on to everybody else, and 
there’s no end in sight. We can talk pretty frankly 
on the practice of putting everything up to replace- 
ment values, but in the end the Revenue Collector 
gets it in excess-profit and income taxes. 
Comes a time when Labor gets all it wants, and 
Capital, perforce, tacks on the cost—but where does 
the salaried and income man get off? He, for years, 


has been a bulwark of business in America’s retail 
shoe stores. Today, he’s “nigh onto bein’ cousin to a 
To soothe him in his trials and tribulations, 


goat.” 
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much argument must be spilled in store, business 
ournal and daily newspaper. 

The first symptom of his discomfiture is a letter to 
his Congressman. He is about the only class of 
Americans writing to Washington. Men who went 
down to the Capitol during the seething war days were 
often told of the room at the White House plumb full 
of letters kicking on the H. C. of L—and mostly, ’tis 
said, on the H. C. of Walking. After every morning’s 
mail, Friend Congressman’s pulse jumps a few thou- 
sand beats in his heartfelt desire to capitalize his job, 
so he talks first and hears the other side afterwards. 
Result: bills and resolves of utter futility in their 
effect. Watch out for them! 

The fact is, Labor is spending its money on high- 
priced footwear, and Capital has always had it. It is 
old Middle-of-the-World Man, whose weekly envelope 
must cover the budget of a modern American family, 
who growls and groans. 

Convincing statements on prices—and a silver and 
leather illustration are in this issue. The President of 
the Tanners’ Council says “the tanners are not prof- 
iteering.”’ There’s something from the National Shoe 
Retailers’ Association:on ““The Truth About Prices,” 
and a strong message from the National Boot and 
Shoe Manufacturers’ Association. Three sides on the 
Story of Prices! May they be food for thought, for 
the fundamental process of the mind is to seek en- 


lightenment. 





Discourage Publication of 
Treasonable Poison 


WO notable features may be observed, in the 
flood of matter which flows from the printing 
presses of this country. One is the tendency of maga- 
zines which were long devoted to the purely literary 
forms of matter, to make prominent use of informa- 
tive articles relating to business and industry. The 
other feature, of an opposite character, is the great 
increase in publications which are openly and crimi- 
nally anarchistic and revolutionary, a compound of 
lying folly intended to fire the minds of the all but 
brainless elements of the community. 
In the first list we have in mind such weekly pub- 
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lications as the Saturday Evening Post, and Collier’s 
Weekly, and such monthly magazines as Harper’s, 
Scribner’s, Century, etc. While the sum total 
of matter in such magazines includes a great deal 
which is to be read only for amusement or the grati- 
fication of literary taste, yet there is seldom a number 
issued of any one of them which does not contain one 
or many articles which are of near concern to any 
business man who wants to maintain a broad view of 
the important doings of the world, in matters of 
commerce, industry, material development of all 
kinds. 

They have catered to a demand, and have fostered 
a demand, for a most useful kind of printed matter. 
They could make no more valuable contribution to 
the general welfare than this spreading of knowl- 
edge. 

The other style of matter to which we have referred 
is of a character exactly opposite. The output of 
foolish theory, of rotten economics and of downright, 
point-blank lying, is amazing. Utter lies of the most 
flagrant sort are set down in bold black and white, for 
the misguiding of ignorance. The most dangerous and 
incendiary theories are bolstered up by brazen false- 
hoods, which the publishers must know to be false- 
hood. 

The worst of the stuff, however, is of the sneaking, 
sidelong, guarded and indirect reference, which in- 
timates a thing without saying it directly, so phrased 
as to avoid legal punishment—-so expressed that every 
reader knows at a glance just what vile treason the 
writer wants to suggest, but stated in terms which 
enable smart lawyers to quibble endlessly before the 
courts, in case the Government does manage to 
secure a conviction. 

Here, then, are two products of a “free press,”’ one 
healthful and useful, the other poisonous and destruc- 
tive. Have we not brains enough in this country to 
encourage the one and at the same time check the 
other more effectively? 

The trade press, which is always purely instructive, 
and which spends none of its efforts upon the merely 
literary or the amusing and entertaining, has no sins 
to be forgiven in the way of treasonable poison. The 
record is clean, in that regard. 
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Changing Styles Profitably 


/ E are now in the midst of “sample making time.” 
Styles are being designed for Spring, 1920. In 
another month the salesmen will be on the road and 
the testing of the fashions by the excellent measuring 
stick (the orders) will serve to carry on the develop- 
ment of style. 

With merchandise as high in price as it is, it is wis- 
dom to consider changes of style and also not to 
change them too fast for profit. 

For the average run of customers there are two 
times when they will not buy certain styles— 
first, when nobody is wearing them: second, 
when everybody is wearing them. 

Of course, somebody has to introduce the styles, but 
it is not the average customer who breaks new ground 
in this particular, it is the exceptional fashion leaders 
of the community. When the new ideas get under 
way, and, if the style has special merit, it works its 
way through the high grade goods, then is imitated 
in cheaper goods and then when everybody is wearing 
it, the style leaders and their nearest followers drop 
it and go on to something else. 

Someone has defined “fashion” as being the efforts 
of one woman in 100 to be ahead of everybody else, 
combined with the efforts of the other 99 to keep up. 

The natural human desire for change and variety 
expresses itself in the altering of styles, season by 
season. 

We are now entering the rational and sensible period 
when good taste and style prevail, but we must not 
forget that, sensible or not, humanity is constructed 
on secular ideas of what is style, and as long as people 
are willing to pay hundreds of millions of dollars a 
year for the privilege of changing, it is not the duty of 
either manufacturer or merchant to bar them from 
that privilege. 





‘Fashion wears out more shoes than the woman,”’ 


“ says a Lynn designer, paraphrasing a familiar quo- 


tation. ‘But fashion ic now restricted by price. 
Common sense is coming into influence again. Com- 
mon sense in styles, and care of shoes, wil! save them, 
by making them wear longer.” 
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FIRST RUMBLINGS OF CONGRESS 
Investigation Sought on “‘High Prices of Shoes”’ 


Rep. William L. Igoe of Missouri has intro- 
duced in the House of Representatives a bill 
that ‘“‘the Federal Trade Commission is hereby 
directed to inquire into the proposed increase 
in the price of shoes, to ascertain the cause 
and necessity for the proposed increase, to ascer- 
tain the manufacturer’s cost price and selling 
price and the retailer’s cost price and selling 
price for the years 1918 and 1919, and to report 
to the House not later than September 9.”’ 

The bill has been referred to the House Com- 
mittee on Interstate and Foreign Commerce. 


BIG HIDE CARGO 


’ Arrives in Boston from Buenos Ayres—More 
Coming 

Boston, July 31—Hides arrived in this port today 
on the British steamer Clan Cumming from Buenos 
Ayres. 

The cargo included 2,000 calfskins, 15,000 kipskins, 
45,000 cow and horse hides and 3,000 bags of tanning 
crystals. 

Other steamers laden with large quantities of hides 
are on their way to this port. They are due within 
the next ten days. 


BUSINESS MEN OF THE WORLD 


To Get Together in International Trade 
. Conference 


Washington, July 23—Invitations extended by the 
Chamber of Commerce of the United States to 
Great Britain, France, Italy and Belgium for a joint 
Commercial Mission to visit this country in the Fall 
have been accepted. This was announced today at 
the Washington offices of the Chamber of Commerce 
of the United States. Elliott H. Goodwin, general 


secretary of the Chamber, and Ben. H. Lambe, 
associate editor of the Nation’s Business, arrived in 
London today to complete final arrangements. 
The Missions are due to reach the United States 
the latter part of September to participate, at Atlantic 
City during the week of September 29, in an Inter- 
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national Trade Conference. This conference will be 
attended, according to present plans, by at least a 
thousand leaders in American business, who in meet- 
ings with members of the Missions will discuss many 
phases of international trade relations. At the con- 
clusion of the International Trade Conference the 
plan is for the Missions to tour the country, visiting 
the chief industrial and commercial centers. The 
return to Eurpoe will be about November 1. 

On the tour, which will be conducted under the 
auspices of the National Chamber and its member 
organizations, the Missions, through conferences 
and public meetings, will inform American business 
men of the part they can take in the rehabilitation 
of Europe. 

At least two of the Missions will be headed by 
cabinet members and a government representative 
will accompany each. Each Mission will include 
five principals and a number of assistants and secre- 
taries, making a party altogether of from fifty to 
sixty. The government departments at Washington 
are co-operating with the National Chamber in ar- 
ranging for the Missions’ stay in the United States. 

The main purpose of the visit and of the Inter- 
national Trade Conference to be held at Atlantic 
City is to acquaint American business men with the 
situation abroad and to bring about closer relations 
between this country and her European associates 
in the war. It is felt that unless the-European coun- 
tries can begin production on a large scale they are 
faced with a serious danger in that they may not, be 
able to pay for food and clothing which they need to 
support life itself, that it may be impossible for them 
to reduce their war debt and that there may be ~~ 
danger of social and political upheaval. 

The United States, it is pointed out, has a very 
deep concern in these possibilities, because it has been 
shown that serious social disturbances in Europe 
have a reaction in America. If Europe should not get 
back on its feet commercially and industrially in the 
near future, American business men believe it would 
mean American business would lose all. chance for 
a European market for the export surplus of manu- 
factured goods which it is believed will be available 
in the United States as soon as stocks depleted by 
war have been replaced. 
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BOLSHEVISM PERIL OF -WORLD 


Russian Ambassador at Salem Chamber of 
Commerce Outing 


Salem, Mass., July 30—Hon. David R. Francis, 
ambassador to Russia, and a resident of St. Louis, 
spoke at the annual outing of the Salem Chamber 
of Commerce, held July 30, at the Ferncroft Inn, 
Middleton, Mass. A large number of shoe and leather 
men were present. Mr. Francis told a thrilling story 
of his experiences in, Russia in the early stages of 
the war. He stated that the Bolshevist is the peril 
of the world; that Russia is going through one of the 
darkest periods in the history of the world. 

Ambassador Francis said: “‘Bolsheviki take a delight 
in destroying business men. If a gathering, such as 
the present one, were held in Russia, they would 
do their best to kill as many business men as possible. 
They have some sympathy with the monarchists, 
but hate the men engaged in industry and the edu- 
cated people. and practise untold cruelties upon 
them. 

Petrograd, with a former population of 2,000,000, 
has been reduced to 800,000 and the business of this 
city has been correspondingly destroyed. The gov- 
ernments of the world must join in a League of 
Nations to fight against this peril of Bolshevism 
which is rearing its head in this country. A new 
period in industrial and economic life is opening 
and new relations between capital and labor must 
be established—in brief, the world today and of the 
future must find a practical answer to the question: 
‘“‘Am I my brother’s keeper?”’ Mr. Francis is spending 
the Summer at Rye, N. H. 


THE “BIG FIVE” INVESTIGATION 
More Light On Meat Packing and By-Products 


Washington, D. C., July 29—The Federal Trade 
Commission has just sent Part 3 of its report on the 
meat packers to Congress. It is entitled “Methods 
of the Five Packers in Controlling the Meat Packing 
Industry” and deals with the big packers control of 
the stockyards and their related facilities, their influ- 
ence over live stock markets, prices, their dominance 
over the manufacture and distribution of meat prod- 
ucts with particular reference to their branch house 
and cold storage systems. 


MURRAY & DUNN 


Succeed The Whiteman Shoe Co. at 
Latrobe, Pa. 


One of the oldest businesses established in Latrobe, 
Pa., The Whiteman Shoe Store, passed into new 
hands July 22, when John F. Murray and H. Homer 
Dunn purchased the business from T. Lloyd White- 
man. 

The store located at 810 Ligonier Street was founded 
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in March, 1874, by the late Gary B. Whiteman 
and the late D. M. Denman. T. L. Whiteman 
secured an interest in the store in September, 1881, 
and was continuously in charge, first as a partner 
and for the past twenty-two years as sole owner. 

C. W. Hoffman, Joseph Hoffman and E. C. Richey 
are the only men still in business in Latrobe who 
were here when Mr. Whiteman entered the firm in 
1881. For the past few years Mr. Whiteman found 
that the confining character of .the business was 
telling on his health and this fact led him to sell. 

Messrs. Murray and Dunn are both well-known 
young men. For years the former was in charge of 
the Latrobe news stand as manager, while the latter 
is an experienced man in the shoe business. The 
firm is known as Murray & Dunn. The store was 
reopened on Saturday, July. 26, following stock- 
taking, under the name of the new owners. It will 
be their endeavor to maintain a thoroughly up-to- 
date establishment with “Quality” and “Service” 
as their mottoes. 


Quality the Motto 


Leonard Schaden, Vice-President, F. C. Pingree 
Sons Company, Busy > 


Leonard Schaden, vice-president of the F. C. 
Pingree Sons Company, Detroit, Michigan, is very 
busy at this time 
making arrange- 
ments with the - 
other members of 
his firm to in- 
crease its busi- 
ness. 

This company 
is enjoying a 
wonderful _ busi- 
ness, high prices 
notwithstanding. 

The output of the 

F. C.  Pingree 

Sons Company 

has been doubled 

since the first day 

of January, 1919. 

Their new beaver 

brown, for which LEONARD SCHADEN 
they have receiv- Vice-President, F. C. Pingree Sons Co. 
ed many orders, . 

seems to be the leading color for Fall. 

Mr. Schaden writes to the “Recorder” as follows: 
“Price has been a secondary consideration with us. 
Quality is our Motto on which we have built the 
reputation of the Pingree Sons Company — 
Quality first and then the price—that is the aim of 
the F. C. Pingree Sons Company.” 
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Illinois Shoe Retailers’ 
1918 Officers Re-Elected 
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A Record-Breaking Attendance 


HE Illinois Shoe Retailers’ Association con- 
T vention has met. July 28, 29 and 30 were 
three memorable days. The St. Nicholas 
Hotel, Springfield, was the scene of an active group 
of retail shoe men and others interested in good shoes 
and their merchandising. The attendance on each 
of the three days averaged 500 strong. 
Frank P. Meyer, as presiding officer, was an 
inspiration to the deliberations of the merchants 
present. 


Excerpt from President’s Message 


“Our Illinois Shoe Retailers’ Association is just 
four yearsold. In years buta fledgeling. In expereince, 
a wise old bird. 

“It is due to our strong shoe organization that we 
were able to meet successfully the most critical 
period of our commercial existence during this war 
period. Had we been the unorganized, heterogeneous 
crowd we were a few years back, unwise officials 
would have swamped our every prospect of profit 
for years to come. Crazy-cat legislation would have 
been passsed which would have eliminated every 
vestige of beauty from the shoe, and take it from me, 
boys, a shoe without beauty means a business with- 
out profit. 

“If we wotld swell our bank accounts, we must 
foster the fancy shoe. Let us persist in the perfection 
of organization until our business is as sure a producer 
of profit as an old-line life insurance company. 
We must strengthen our local organization. Our 
locals must co-operate to strengthen the state or- 
ganization and we must all labor incessantly to make 
our national organization the largest and the strongest 
of all commercial bodies. 

“To organization we owe the prosperity of the last 
four years. Without organization, I reiterate many 
of us would have been forced to the wall. During 
these four years we faced, I say again, the hardest 


conditions in shoe selling history and yet cold, cal- 
culating statistics show that 95 per cent of us were 
successful. Organization has driven the yellow out 
of our backs and made us braver, better merchants. 
We are no longer afraid to ask a profit. 

“The coming six months—well, get ready for them 
—that’s all. They will swamp you with business, 
if you don’t. Get your shoes in shape, get your stores 
in shape, you are going to sell more shoes than ever 
before. You are going to make more money. Don’t 
let prices intimidate you. The public are going to take 
pride in the high price they pay for shoes. 

“If you have $15,00, $18.00, $20.00 shoes, show the 
customer the top notcher first and don’t let your 
teeth chatter on the $20.00; speak it right up like 
you yell at your wife. Don’t whisper the price of 
swell shoes. Whispering is a bum habit, someone 
might suspicion you of making a date. 

“Anyway, shoes are dirt cheap compared to silk 
shirts or shirt waists at $10.00, $12.00, $15.00; 
neckwear at $5.00, $6.00, $7.00; ladies’ flimsy trans- 
parent Summer suits at $75.00; Summer furs, worth 
nothing at all, at $50.00-$100.00. Say, fellows, I © 
sometimes think we have not come to our senses yet. 

“This I. S. R. A. is something of which to be 
proud. I am proud to have been honored with your 
presidency. We are not the largest but I believe 
honestly, we are the lustiest. I believe for quality 
of ‘pep’ we have it on ’em all. Our members stick. 
Once a member, always a member. Only the live 
ones join us. Therefore we are composed of live ones. 
I would rather have two hundred live ones than 
five hundred dead ones.” 


Field-Secretary Sloane’s Death Announced 


While. a notably successful convention, a chord 
of sadness, which will always remain in the hearts 
of those who knew him, was sounded in a telegram 
which was received on Tuesday, announcing the 
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Association Convention 
Next Annual Meeting, Chicago, July 8 
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“Pep” The Predominating Spirit 


death of National Field-Secretary A. F. Sloane. On 
Monday, letters from Mrs. Sloane contained the sad 
news that her husband was in very poor health, 
but those present could not believe that the end was 
so near; however, at the very time that the con- 
vention opened, Mr. Sloane was 

unconscious and awaiting the 

last summons. 


Co-operation and Building 
an Association’s Future 
“Co-operation and Building a 

Future for State Association” 
was the subject of a paper by 
A. E. Schulein of Rockford, 
Illinois. Mr. Schulein said, “The 
present Illinois association is a 
monument of co-operation and | 
get-together spirit sure to win; 
the benefits gained by each in- 
dividual far outweighs the time 
and expense devoted to the 
cause. I would suggest a paid 
secretary with headquarters at 
Chicago, to be the head of co- 
operative buying methods for 
the association.” 

R. B. Hamblin of Monmouth, 
Illinois, had as a subject for his paper, “Making 
Real Salesmen.” Mr. Hamblin emphasized that 
only 5 per cent of the men who entered the shoe 
business succeeded; that failures in a large measure 
are due to poor salesmanship methods. Mr. Hamblin 
said that men spent years in preparation for medicine, 
law and other professions, but think that they can 
be salesmen without education or study. 

Mr, Hamblin continued, ‘‘Salesmen are made, not 
born; cultivation of talent is the biggest factor in 
real salesmanship. Honesty and ability combined, 


FRANK P. MEYER 
Re-elected President 


Bi 
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supplemented by hard work, spell: ‘SUCCESS.’ 
Impress salesmen with their importance in the suc- 
cess of the business with which they are connected. 
I would advise the commission plan with P. 
M.’s. With co-operation, merchants and_sales- 
men are sure to win. Trade 
journals should be carefully stud- 
ied. You should insist on your 
salespeople reading and digesting 
every issue of the shoe trade 
journals. Look for good quality 
mento help you in successful 
merchandising, . then cultivate 
them.” 

L. S. Abbott of Canton, Illinois, 
took for his subject “More Sizes 
or More Kinds.” Mr. Abbott 
said, “Goods well bought are 
half sold, but only one-half of 
the first 75 per cent sells easily. 
On the last 25 per cent depends 
your profit or loss. Odds and 
ends eat up profit faster than 
good sellers can make it. The 
average store is up against it 
for want of needed sizes, but 
has stock to spare. 


**Recorder’s’’ Size Schedule Recommended 


“The ‘Boot and Shoe Recorder’s’ size schedules 
are correct and dependable. I would advise merchants 
to study and adopt them. All buying should be based 
on pairs, not on dollars. Concentrate on. fewer 
styles, but more pairs on each. This will produce 
fewer odds and ends.” aed 

R. W. Ranney of Chicago, Illinois, who spoke on 
“Merchandising Broken or Discontinued Lines,” 
said that in order to properly buy, merchants must 
know the percentages being sold in each Jeather,. 


(%. 

















42 BOOT AND SHOE RECORDER 


Mr. Ranney emphasized the fact that stock records 
are essential to trace each shoe from the time it comes 
into the house until the last pair is sold; that the 
record of each shoe must be watched daily and slow- 
movers pushed hard; that P. M.’s should be used as a 
lever to pry them loose from the shelf. 

“The most essential point is to know your mistakes 
and correct them before it is too late. No patient 
was ever saved by a post mortem‘ examination. 
Don’t wait until inventory time for the vital informa- 
tion about your business.” 

W. H. Rodgers of Decatur, Illinois, spoke on 
“Store Service.”” Mr. Rodgers said, ‘“The interest of 
the customer is the first and biggest consideration 
in making adjustments. It costs money to win a 
customer for the store and a satisfactory adjustment 
is one of the best methods of holding a customer. 
It costs less to hold an old customer than to secure 
a new one. 

“Go over the ledger, figure the profits for a year 
on a good customer and from that judge what your 
loss is should you lose that customer by being dis- 
agreeable or unfair to him.” 

At the close of the very successful first day’s 
session, many merchants expressed themselves as 
sure to go to Boston in January to attend the big 
1920 convention. 


Deliberations of Lowden Day 
July 29, ‘Lowden Day,” reached the high-water 
mark in attendance. The meeting was enthusiastic— 


full of ‘“‘pep.” 
Albert H. Rankin who spoke on “Trade Accept- 


ances”’ expressed himself as doubting the advisability 


of shoe merchants using trade acceptances in the . 


general way. ‘Previous to the Civil War,” said Mr. 
Rankin, “trade acceptances were the general rule of 
business, but progress with hasty turnover of mer- 
chandise, stock and capital fostered more rapid 
payment of bills, shortening of terms and lessening 
of discount. 

“Cattle, leather and hides have a credit value 
until the finished leather reaches the manufactured 
state in shoes, when credit is dropped; it is not 
again resumed until the end of the term specified 
and invoiced from manufacturer to the retail merchant. 
The purpose of a trade acceptance, continued Mr. 
Rankin, is to fill in this gap and prevent the break- 
ing of continuity. It might he termed a time draft 
and take the place of a sight draft. It is practically 
the same as a note and must so be regarded and 
treated. The merchant who pays bills promptly or 
anticipates payments has no use for the trade ac- 
ceptance. I predict that the time will come when 
merchandise will be sold on longer terms and trade 
acceptances will become the rule of business. Just 
as it is a good rule to keep your watch five minutes 
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ahead to prevent missing a train, so it is a good rule 
to pay bills a little ahead of the time they are due 
to keep from missing your credit.” 


Harmony Biggest Factor in Store Service 


W. H. Rodgers of Decatur, Illinois, who spoke on 
“Store Service,” said that store service consists as 
much in service to salespeople as to customers. © 
‘The head of the firm should be an inspiration to sales- 
people to do the best thing in the best way. Harmony 
between employers and their salesforces is the 
biggest factor in producing satisfactory, intelligent 
and acceptable store service. Bear in mind that sales- 
people are human beings, love their wives and 
children and enjoy spending time with them as well 
as does the proprietor. The best of machinery will 
not run without lubrication and the best lubricant 
for a store is well-treated and well-paid help. The 
proprietor should be a leader and not a driver. The 
successful merchant is the one who says ‘come on 
boys’ rather than he who says ‘go thou.’ 

“T suggest a commission plan of payment and a 
division of profits as a means of putting joy into the 
work and success to the business. Many merchants 
become near-sighted by staying too closely inside 
of the four walls of their stores and not mingling 
with men of their own craft.” 






Rapid Turnovers and Stock Systems Advised 


Otto H. Keller of Davenport, Iowa, whose subject 
was “Turnovers,” said, “The only way to take full 
advantage of selling opportunities is to have invest- 
ment low enough to permit always being open to 
buy. A merchant turning stocks frequently can 
undersell his competitor who does not get a rapid 
turnover and make more money. Rapid turnover 
means a larger value on smaller stock and more net 
profits. Get a survey of the amount of merchandise 
of your class which is possible to be consumed in 
your community. Stock systems are necessary to 
know what merchandise is moving and what is stick- 
ing. As a rule 25 per cent of stock does not turn once 
a year. Ten per cent could be dispensed with and 
no sales missed. Negligent buying always causes 
loss—too many lines, too many styles, lack of at- 
tention to law of size averages. 

“The results of rapid turnover are—supreme stock, : 
volume, profitable operation, prestige for merchant 
and a balance sheet that looks good to your bankers. 
Right goods at the right time and right quantities 
at the right time turns the trick. 


Truthful Advertising Is Emphasized by Frank 
Siebert 


Frank Siebert of Davenport, Ia., who took for 
his subject “Truthful Advertising,” said, “The old 
adage ‘Let the buyer beware,’ arose from crooked 
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advertising. The Associated Advertising Clubs of 
the World, a powerful agency, is promoting and 
fostering truthful advertising. No man should print 
and pay for space to make a statement that he would 
not swear to in court. Fraudulent advertising is a 
boomerang not only to the man whose name is 
signed to it, but reflects on every man in his craft. 
Honest advertising will foster and encourage fair 
competition and is a direct benefit to the community 
at large.” 


The Afternoon Session—July 29 


The afternoon session of Tuesday was held in the 
Representatives’ Hall at the Capitol Building. 
Governor Lowden was called to Chicago on account 
of race riots, but was represented at the convention 
by Lieutenant-Governor John G. Ogelsby. 

The lieutenant-governor said, 

“Men are learning the lesson of 
co-operation not only in labor 
unions and in trade associations 
but in civic matters as well. It 
is right, proper and necessary 
for every man to do all in his 
power for the betterment and 
upbuilding of his community, his 
country and his state. In so 
doing, he kills the germs of strife 
and of Bolshevism.” 


Retail Shoe Trade as Affected 
By International Conditions 


Everit B. Terhune, treasurer 
and general manager of the “Boot 
,and Shoe Recorder,” who took 
for his subject “Retail Shoe Trade, 
as Affected by International Con- 
ditions,” made a very strong 
address which brought forth much 
enthusiasm on the part of the 
members present. Mr. Terhune said, ‘The facts 
of the foreign and domestic conditions of hide, leather 
and shoe stocks should allay any fear and bring about 
an early reduction in prices.”” Mr. Terhune compared 
the value of leather and silver and showed the bare 
condition of the shelves of retail shoe stores in England 
and the Continent, and also stated the comparative 
prices of shoes abroad and here. He gave a comparison 
of wages in England before the war and at present 
and emphasized the demand for American shoes 
abroad. 


A. H. Geuting Makes Stirring Address 


A. H. Geuting of Philadelphia gave a very strong 
talk. He said, “I was born and raised in Wisconsin. 
I know and glory in Western ‘pep’ and spirit: I 
have three stores and am organizing a fourth. A 


OTTO HASSEL 
Re-elected Chairman Executive Committee 
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few years ago I contemplated getting out of the retail 
business because there was no profit in the game. 
I decided to improve my own business and prospects. 
Organization and co-operation mean that the 
employed have won out. I am happy in business and 
prosperous, all from having put something into asso- 
ciation work and having received big returns on 
that investment.” 

Mr. Geuting explained the workings of the Allied 
Trade Council. ‘Merchants are making style,” 
said Mr. Geuting, “the features of which are dic- 
tated by the wants of their customers rather than 
by the whims and caprices of manufacturers. High 
prices are due to high wages. Ninety-five per cent of 
the cost of all manufactured commodities represents 
labor, consequently commodities are all on a parallel 
with labor prices. They always have been and 

always will be.” 

Mr. Geuting’s speech was con- 
sidered one of the best of his 
many excellent speeches. 


Next Convention July 8 in 
Chicago 

The next convention will be 
held in Chicago the week of July 8, 
1920, in connection with the Shoe 
Exposition. This was decided in 
accordance with the invitation of 
the Chicago Shoe Travelers pre- 
sented by Frank B. King, president. 
Decatur, Peoria and other cities 
made a bid for the 1920 con- 
vention. 


Sad News of A. F. Sloane’s 
Death Received 


The following telegram was read 
on the convention floor at the 
Tuesday session: “God has called 

his own. A. F. Sloane passed away at 4 a. m. Tuesday, 

July 29. Funeral, Thursday, 10 a.m.” Signed— 

Dwight Sloane. 

A deep hush fell over the convention when the 
announcement was made. Resolutions of sympathy 
were immediately adopted by the convention. Busi- 
ness was suspended for a time out of respect to the 
field-secretary of the N. S. R. A. 

In the evening there was a banquet at St. Nicholas 
Hotel. The speaker of the evening was Adjutant- 
General Frank S. Dickson, while F. P. Meyer acted 
as toastmaster. On Tuesday evening a style show 
was held, showing the latest footwear creations on 

- living models, for Fall and Winter. 

On Wednesday, July 30, R. Huber of Peoria, 
Illinois, gave a merchandising synopsis. : 

“The Salesman” was the subject of A. R. Daubau- 
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tanti. W.H. Ackerman took for his topic “Since We 
Last Met in Springfield.”” “Refund and Exchange” 
was treated by Harvey Bunnell of Bloomington, 
Illinois. 


Election of Officers—1919-1920 


All the 1918-1919 officers were re-elected by ac- 
clamation. The 1919-1920 officers and executive 
committee are, therefore, as follows: — 


The old maxim “Goods well bought are half sold” 
is true enough, but just half sold and that is all. I 
have always contended that a good buyer with 
a poor sales force might be superior to a poor buyer 
with a good sales force, though perhaps as a matter 
of fact there could be no difference under equally 
comparative conditions. 

It is true that the good buyer with the right mer- 
chandise in popular demand could get along with 
a poor sales force, on the theory that the right stuff 
sells itself; also that a good sales force could do much 
to make up for the unfortunate buyer. We will 
all agree that it is not a very difficult matter to 
dispose of the first half of a lot of new goods, some- 
times at three-quarters, the sales go right along, 
but the last quarter is difficult—due to broken sizes if 
for no other reason. 

Take it right now in our stores selling is difficult 
because of broken lines, it being impossible to obtain 
sizes in desirable merchandise, while all of us have 
plenty of shoes in bulk, if we just had a magic wand to 
transform the sizes at will. A few weeks ago one of 
our leading trade papers published an article dealing 
with this subject, showing composite size sheet taken on 
actual stocks, showing the loaded and badly balanced 
condition of a retail shoe stock. 


Fifty Per Cent of Women’s Shoes Sold on Three 
Sizes 


This article‘stated that 50 per cent of women’s shoes 
are sold on three sizes, 5, 5%, 6, leaving on a schedule 
of 12 lengths the other 50 per cent to be sold on three 
lengths. These figures without doubt are conservative 
and nearly correct. It is doubtful if the average store 
could show better figures. I question if a merchant 
present will rise to say that he has purchased Fall 
lines with schedules of sizes balanced in proportion 
to his probable sales. It would take too much capital 


in the first place, or if he did so, it would show such a ° 


limited variety that he would be at a disadvantage‘ 
with his competitor; yet, whatever view may be taken 
it must be admitted that sizes are of the first impor- 





““More Sizes or More Kinds’’ 
Speech of Lyle S. Abbott, Canton, Ill., Before Illinois Shoe Merchants’ Convention 
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President, Frank P. Meyer, Danville; vice-president, 
Lyle S. Abbott, Canton; secretary-treasurer, Leo S. 
Wynes, Moline; executive committee, Otto Hassel, 
Chicago; S. E. Murray, Clinton; W. C. Waegner, 
Aurora; G. N. Heintz, Quincy; Frank W. Seibert, 
Springfield; S. G. Auer, Mattoon; F. W. Holmes, 
Joliet; C. C. Terrell, Cairo. 

The convention ended with a ball game, basket 
picnic and aeroplane ride. 


tance in making our individual sales of pairs of 
shoes. 

For the woman who requires 3A it would not matter 
how many 5B’s you have, but there is a large and main 
difference in the greater number of opportunities you 
would have to dispose of size 5B, thus laying aside any 
question of style or other value. Suppose you are 
buying a new last and pattern, would you cut off 
all end sizes just because you already had such sizes 
on hand—don’t we usually ignore this when buying a 
new number? 


Shoe Buying Unit Is Unit of Pairs 


It is now generally coming to be conceded that the 
only proper unit jn shoe buying is the unit of pairs, 
not dollars; some manufacturers and even our National 
Association advised against buying upon a basis of 
pairs, pointing out the capital requirements of in- 
creased prices. Yet no caution was needed, for no 
store will ever suffer financial embarrassment by figur- 
ing strictly on a pair basis. It’s the pairs you put into 
your stock against the pairs that you take out of your 
stock that count. I can say with sincere truth that 
in all the years I have been a buyer I have yet 
to figure the amount of an order in dollars. If the 
salesman extends and puts the total on the copy it has 
no significance to me. In pairs, I know. 

Now to get connection with this matter of kinds and 
sizes, it is most essential that we have this pair in- 
formation. If we don’t have it, we merely estimate 
and guess; with it we can look into our “‘pet’’ schedules 
that we get into the habit of using and often make 
needed revision. Suppose that we would go into a 
store and figure up its Fall orders on women’s 
boots, finding there 40 styles to a total of 2,000 pairs 
ordered—an average of 50 pairs on each—this would 
give a base for figuring quantities that would provide 
for seven to eight lines 90 to 100 pairs and calling them 
base lines on which full and extended schedule of 
sizes be given, to be the backbone of the sales, to be 
re-sized early and not wait until the middle of season. 
While kinds and variety are mecessary to attract, the 
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idea suggested would be not to buy any medium or 
average sized lots, but rather buy either larger or 
smaller lots than your average. 


Lay Out Your Schedule Along Correct Lines 


In laying out size 
schedule along these 
lines you will always 
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them hard. These are the lines on which to have 
your extremes in sizes and if confined there you won’t 
get stuck, not meaning at all that they be bought 
in so-called “‘staples,” in fact on the contrary your 
whole effort should be put forth to have these your 
best and _ smartest 
styles. The large in- 
crease in the style 
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have certain shoes on 
which you are well 
equipped for business 
—as a black kid 
Louis heel boot, car- 
ried AAA—C, com- 
mencing at 5-4-3 up 
to 81% on all lengths, 
a black Cuban heel 
the same way, what 
would be safer AAA 
to D>? Same way 
in brown kid num-° 
bers. Ordinary help 
can sell this kind of 
merchandise, al! they 
need to know is the 
proper use of the 
size stick. I also 
offer the conclusion 
that we don’t need 
as many grades as 
we sometimes feel 
we ought to have, 
which would elimi- 
nate and avoid paral- 
lels and duplications, 
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turers the last few 
years has made it 
more difficult than 
formerly to discrim- 
inate in this matter of 
kinds; yet as each 
season rolls around 
the public “hops” 
into a few good num- 
bers just the same as 
they always have. 
Any plan, scheme 
or idea that will en- 
able the cutting down 
of kinds and add to 
the sizes will not fail 
to accelerate and 
speed up a turn- 
over that puts your 
money into the bank 
to stay. Turnover in 
relation of stock on 
hand in __ dollars, 
against cost of sales, 
does not always mean 
profits realized in 
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making it possible x 
and easy to go strong- : 
er on quantities— 
taking grades where 
pair records show up 
strongest and play 


FRANK MEYER, JR. 
Son of Frank P. Meyer, president of the Illinois Shoe Retailers’ 
Association. Little Master Meyer says: “If leather continues to go 
much higher we will use guinea pig skins.” cash. 





cash. Turnover in 
relation to pairs on 
hand as against pairs 
sold always means 
profits realized in 


** Merchandising Broken or Discontinued Lines’’ 
By R. W. Banney, Chicago, Before Illinois Shoe Retailers’ Association 


In these great days of the world. progress, events 
occur almost daily which a few years ago would have 
been termed miracles. The merchant of twenty-five 
years ago would have been shocked if he were asked to 
explain to his competitors the means by which he 
attained success. 

Today merchants in all lines meet in conventions 
and discuss with their fellow merchants plans which 
have proven suctessful and which might be of value 
to others. In presenting this subject, the speaker will 


explain how one organization has been successful in 
disposing of broken lots of shoes. By following the 
system that I will attempt to describe, the Chicago 
Walk-Over Stores have been successful in selling en- 
tire lines of shoes to the last pair at a profit. 
Eliminate Slow Sellers and Increase Turnover 
At the last inventory, July 1, our entire stock of 
broken lines and goods carried over from last season 
in our women’s low shoe department was less than 
three per cent of the women’s low shoes on hand. 
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Another notable thing is our rate of turnover. 
Elimination of slow sellers helps the turnover and our 
turnover last year was almost four times. It is un- 
necessary for anyone to tell you, gentlemen, that 
the success of shoe stores depends, to a great extent, 
upon whether every pair of each lot of shoes is sold at 
a profit. 

It is easy enough to sell what the public is clamoring 
for, but to dispose of your mistakes in buying is quite 
another thing. Nothing is easier than to go through a 
busy and an apparently profitable season only to find 
your profits tied up in undesirable and unsalable 
merchandise at inventory time. 

Great criminologists tell us that the best cure for 
crime is the prevention of crime. So it is with dis- 
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pairs sold during the fifteeri days and the pairs on 
hand at the end of the period. 


Stock Numbers Grouped as to Leathers 


The stock numbers are grouped according to 
leathers and a summary is made showing the move- 
ment of each division of leathers. Thus we can see the 
movement of every stock number and the activity 
of each division of leather during the fifteen-day 
period. This report is not only invaluable for detect- 
ing slow-moving lines but is of greatest value in buy- 
ing as it shows the preference to the public as to leath- 
ers. Inillustrating the summary of the fifteen-day 
report we will assume that we have a stock of 2,500 
pairs of women’s boots divided as to leather as follows: 








Patent Calf 


Tan Fancy 





On Hand Sold On Hand Sold 


On Hand Sold On Hand Sold 





Pairs | % | Pairs | % | Pairs | % | Pairs | % 











Pairs |} % | Pairs | % | Pairs | % | Pairs | %~ 





250 | 10 45 5 | 200 8 45 5 
































900 | 36 | 313 | 35; 250 | 10] 89 10 
































posing of slow-selling footwear—the best way to sell 
this kind of footwear is to sell it before it becomes 
unsalable. The most common fault among shoe men 
is that the sales of certain lines will fall off and finally 
stop before the proprietor or manager realizes it, and 
the result is a lot of undesirable shoes. 


Secret of Success Lies in Accounting System 


The secret of our success in eliminating slow sellers 
is the system of “Accounting” used. Let me digress 
here just a moment to explain how we determine how 
long a shoe has been in stock. A terminal letter is 
used as a part of the stock number and the letter 
denotes the season. Goods for this Fall are marked 
with the terminal letter “E.’’ The past season the 
letter ‘“‘D” was used and a year ago the letter “C” 
appeared in connection with all stock numbers. The 
same stock numbers are often used from one season 
to the other and the letters used in connection with 
stock numbers show the age of the shoe: For example, 
7367C was received in the Fall of 1918, 7367E is the 
new one for this Fall. 

The stock is divided into four divisions, men’s 
high, men’s low, women’s high, women’s low, and each 


of these divisions is subdivided into five departments 


according to leathers: patent, dull, kid, tan and fancy. 
The office gets out a report every fifteen days showing 
the activity of every stock number, the pairs on hand 
at the beginning of the period, the pairs received, the 


In this layout 250 pairs are patent leather, the 
250 pairs being 10 per cent of the entire stock; 200 
pairs or 8 per cent are calf; 900 pairs or 36 per cent are 
kid; 900 pairs or 36 per cent are tan and 250 pairs or 
10 per cent are fancy, which includes white, gray and 
all leather not otherwise classified. 

If the stock is properly proportioned as to leathers, 
the sales of each division of leather will be in the same 
proportion as the stock on hand. Thus if 10 per cent 
of our women’s boots are patent, 10 per cent of our 
women’s sales should be patent, but if 10 per cent of 
our boots are patent and the sales for the period are 
only 5 per cent patent we immediately set about to 
determine the reason. Possibly they are not properly 
displayed in the window. Perhaps they are priced 


‘wrong or worse still the public may prefer other 


leather. Steps are taken to force their sale. This may 
be done by P.M.’s, price reductions and by featuring in 
the window, or by newspaper advertising. When 
price reductions are made no mention of this fact is 
made either in the advertising or in talk to the cus- 
tomer. The public is suspicious of goods on which 
prices have been cut and we make no mention of their 
reduction except at our semi-annual clearance sales. 


Arriving at the Proper Balance of Sales 


If the sales of any division of leather fall below 
the percentage of stock on hand the sales on the better 
(Continued on page 50) 
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Field-Secretary of National Shoe Retailers’ Association Succumbs 








organization. 


work is completed. 
Retailers’ Association stands as a memorial 


to his national efforts in creating a state by state 


Bo yrew SLOANE is dead. His life’s best 


The National Shoe 


to Bright’s Disease 






to portray in words what he saw was the future in 
association work. He was a preacher of merchant 
betterment through co-operation. 


From Editor to Shoe Merchant 


Death came at 4 a. m..Tuesday morning, July 29, A. F: Sloane was born on a farm in Kansas. He 


at his home in Oxford, Ohio. He was unconscious for 


the last three days 
of hi; life. For 
months he had been 
ailing and during the 
last eight weeks had 
been confined to the 
house. All along he 
was fighting a good 
fight, believing that 
he would conquer the 
impossible. Despite 
his suffering he went 
to the extent of out- 
lining an itinerary of 
trips for intensive or- 
ganization work this 
Fall. He was one 
of the best loved men 
in the retail shoe in- 
dustry and his death 
comes as a_ bitter 
blow. Tribute is 
paid to his memory 
by the entire retail 
industry, for largely 
through his efforts 
the N. S. R. A. was 
put into national 
formation. 

As one of the fath- 
ers of the National 
he saw with a clear 
vision the possibility 
in organization of the 
craft and for the past 
three years devoted 


his life to the development of the N. S. R. A. 


*‘Daddy”’ Sloane a Beloved Worker 


“Daddy” Sloane was one of those good-natured 
and beloved merchants whose business in a small 
town did not prevent him from becoming a national 
figure because of his vigor and vision and ability 





A. F. SLOANE 
Field Secretary N.S. R. A. 
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later entered a newspaper office, becoming owner 


and editor of the 
paper. He later 
moved to Oxford, 
taking charge of Ad- 
ams & Co.’s store. 
He had been in the 
merchandise business 
in Oxford for over a‘ 
quarter of a century 
and in the shoe busi- 
ness about twelve 
years in his own 
store. 

For several years he 
was director of the 
Ohio Retail Shoe 
Merchants’ Associa- 
tion, then president. 
Upon election to the 
office of Field-Sec- 
retary of the N. S. 


‘R. A. he was made a 


director for life of 
the Ohio association. 

Mr. Sloane — prob- 
ably knew more retail 
shoe men than any 
other man in the in- 
dustry. He was held 
in the higest esteem 
throughout the coun- 
try. He had put his 
whole heart and soul 
into his chosen work 
—the promoting of 
better conditions in 


retail shoe merchandising through co-operatiye effort. 
He was a Knight*Templar and a Shriner. He 
was always active in Masonic work, especially 
ritualistic work. 
The funeral was held at 10 a. m. on Thursday 
from his late home at Oxford, Ohio.’ Mr. Sloane 
leaves a widow and a son, Dwight Sloane. 
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American Shoes For England 


Kate Brown Has Sailed With Nine Manufacturers’ Lines— Wishes 
Further Development of Good International Relations 


shoe manufacturers’ agent, left Boston for 

overseas on the Bohemia, July 24. Miss 
Brown was very successful in obtaining just the right 
lines for her extensive trade in Great Britain and 
Ireland. 

A full list of the manufacturers and lines she will 
sell are: Endicott-Johnson & Co.—men’s, women’s, 
youths’ and boys’; Curtis & Jones 
Co., Reading, Pa —*Kiddies” 
turns and stitch-downs; Slater & 


Mi KATE BROWN of London, American 


land being able to secure all of the leather she has 
required from America, will gladly do anything in 
reason which the American nation requires her to do 
in the way of lifting the embargo. 

“‘The prices of American shoes will protect the British 
manufacturers and a question of exchange at present 
constitutes a sufficient handicap in itself. The con- 
sumer in Great Britain who wishes American shoes, if 
prepared to pay the price, should 
certainly be able to get them, as 
England has always been a free 





Morrill, Inc., South Braintree, 
Mass.—women’s and children’s 
“Kippy-Kips”’; Chesley & Rugg, 
Haverhill, Mass.——women’s high- 
grade turns; A. F. Bates Co., 
Webster, Mass.—women’s welts; 
M.N. Arnold Co., North Abington, 
Mass.—women’s high-grade welts; 
Thomson-Crooker Shoe Co., Bos- 
ton, Mass——women’s medium Mc- 
Kays and welts; Williams-Hoyt 
& Co., Rochester, New York— 
“Plamate” high-grade shoes for 
children; Mayflower Shoe Co., 
Lewiston, Maine—‘‘Little Shoes 
for Little Dears.” 

Miss Brown spent two active 
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country. 

“T am most desirous to see a 
further development of friendliness 
between this country and Great 
Britain; I earnestly wish to see 
more American business men come 
to England, as well as to see more 
English commercial agents come to 
America.” 





Delton Mfg. Co. 
Formed by F. Blumenthal Co. 
with Capital of $100,000 

Another new company with a 
capital of $100,000 and the name 
of Delton Mfg. Company, Wil- 
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months in this country, arriving at 
Philadelphia on May 24. On May 
31 she came to Boston, where every 
moment of her time up to her de- 
parture was filled with business 
enagements. 


Enthusiastic Over Her Lines 


Miss Brown attended the Boston Shoe Style Show 
and was very much impressed with the exhibits. She 
is most enthusiastic over the lines which she is to sell 
to her trade, and feels confident that there will be a 
great demand for American shoes, as the English 
public has been practically without our products for 
more than two years. 

“Despite of war and post-war conditions, the 
demand for American shoes has never ceased; mer- 
chants and their customers buying American shoes 
consider that they have no equal,”’ said Miss Brown. 


Lifting of Embargo America’s Job 


“With regard to the lifting of the embargo, it is up 
to the American people to see that it is lifted. Eng- 


(Photo by Bachrach) 


KATE BROWN 


of London Sélls American Shoes 
in Great Britain 


’ mington, Del., has been organized 
by the F. Blumenthal Company 
for the purpose of manufacturing 
shoe dressings of all kinds. The 

- products of this company will 
shortly be put on the market for 
shoe manufacturers, for retail shoe 
merchants and for the public. 

The F. Blumenthal Company, knowing thoroughly 
the component parts in the manufacture of fine colored 
leather, have formed this company, not for the pur- 
pose of making money as much as for putting on the’ 
market a dressing for the protection of shoes so that 
the footwear may give the best possible service to the 
wearer. 





Wholesale Shoe Company 


A. B. McMullen and associates of Tampa, Florida, 
will organize a wholesale shoe company as soon as 
arrangements are completed to secure the services of 
a manager and traveling men. 
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STATEMENT 


T a special meeting of the Executive 
Committee of the National Boot & Shoe 
Manufacturers’ Association, held at New 

York City, Thursday, July 24, to consider 
market conditions as they affected the Industry, 
a statement having in view stabilizing condi- 
tions, and to guide manufacturers and retailers 
in their dealings, was adopted as follows: 


Statement to the Trade 


“The shoe manufacturers of the United 
States deplore the unprecedented advances which 
have taken place in hides, leather and shoes 
during the past six months, and it is the sense of 
this meeting that each one of us should do his 
utmost to curb and check the advancing market, 
and discourage all buying of a_ speculative 
character, both among manufacturers and 
merchants. 


Still Higher Prices 


“The present prices of raw material are nearly 
double the prices current six months ago, are 
wholly beyond war time or any other experience, 
and have now made necessary prices for shoes 
far above any with which the trade is yet 
acquainted. We know of nothing which can 
quickly relieve the present temporary scarcity 
of materials or bring about lower prices for 
shoes for the coming Fall trade. Shoes sold in 
the Spring of 1920 must bring still higher prices, 
based on the present established prices of 
leather and labor. These are both excessive, 
far beyond any past experience. 


Price Doesn’t Decrease Demand 


‘‘The cause for this situation is easily to be 
discovered. ‘The stocks on the shelves of the 
merchants have been depleted by the lessened 
production made necessary by war-time condi- 
tions. All classes of the people continue well 
supplied with funds and eager to obtain their 
usual supplies. The increased price so far 
established has not checked in any way the 
steadily increasing demand from the con- 
sumer. Shoe manufacturers struggling to meet 
the increasingly large requirements of their 
trade have suddenly found themselves in com- 


‘ 





By the National 
Boot and Shoe 


Manufacturers’ 


Association 


petition with leather buyers from Europe, 
seeking supplies for countries closed for several 
years by the war. The actual and legitimate 
shortage of supplies has led to the bidding up 
of prices by these competitive buyers to the 
present unheard-of and unprecedented level. 

“This situation can only exist so long as the 
unusual export demand persists and _ this 
country’s prosperous condition continues. Any 
further upheaval abroad, a serious crop failure 
or widespread labor or political disturbance in 
our own country would cause an immediate 
and serious reaction. 


A Time for Extreme Conservatism 


‘*Extreme conservatism is, therefore, demanded 
from all branches of the trade. Tanners, manu- 
facturers and dealers alike recognize the situation 
as dangerous and unfortunate. We see no reason 
to doubt that all the world’s legitimate require- 
ments for leather can be fully supplied from 


‘ usual sources and that the equilibrium of the 


market can be restored if manufacturers and 
merchants generally will follow the dictates 
of common sense, but all purchases far in 
advance of actual needs, or buying quantities 
in‘excess of those actually needed for seasonable 
goods, must stop. 

‘This policy may bring about some reduction 
in the volume of business for the next few 
months, stocks may be depleted to a point 
lower than ordinarily considered advisable, and 
factory production may be in some cases neces- 
sarily reduced, but we are convinced that the 
losses so resulting will be insignificant as com- 
pared with those likely to follow any other 
course of action. 

‘*While'this, or any other policy, may not reduce 
the cost of shoes for the next six monty, there 
is no warrant for the assumption that the 
tide now so rapidly rising will not ebb, or that 
relief in some form will not come during the 
latier part of the year 1920.” 


J. FRANKLIN McELWAIN, 


President. 
SOL WILE, 
Secretary. 
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Merchandising Broken Lines 
(Concluded from page 46) 


selling divisions must go above the proper percentage. 
So it is apparent that when the sales of a slow-moving 
division of leather are forced up to the proper per- 
centage, the sales of the most popular divisions are 
checked and the percentage of sales in relation to 
stock on hand resumes its proper balance. 

“‘We use P.M.’s quite generally and do not hesitate 
to put them on any line which is not selling. All 
P.M. goods are placed in one section of the shelving. 
We make an additional inducement for sales people to 
sell the most undesirable of these P.M. goods by offer- 
ing weekly and monthly prizes to the person selling 
the greatest number of pairs. In addition to P.M.’s 
of 25c, 35c, and 50c, three weekly prizes of $1.25, 75c 
and 50c are given and also monthly prizes of $5, $3.50 
and $2.50. These prizes are awarded in each depart- 
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ment so that the salesmen selling men’s shoes have 
the same opportunity to secure this money as those 
selling women’s shoes.” 





CONGRESSMAN KREIDER WANTS FACTS 
' Statistics On Hides, Skins and Leather 
Washington, D. C., July 30—Representative Krei- 
der, of Pennsylvania, has introduced a bill in the 
House which has been referred to the Committee on 
Appropriations “‘authorizing and directing the Direc- 
tor of the Census to collect and publish at certain inter- 
vals, statistics concerning hides, skins and leather.”’ 





LABOR COSTS INCREASED 
New England Manufacturer Says 100 Per 
Cent Higher 
A New England manufacturer making women’s 
shoes figured up his labor costs the other day, and 
found them 100 per cent higher than before the war. 








your store: , 





Which Is More Precious—Leather or Silver? , 


Here is a convincing illustration as to the value of the principal ingredient in fine shoes sold in 


With kid at $1.50 per foot, nine feel, weighing 12 ounces, costs $13.50 

With silver at $1.05 per ounce, 12 ounces (Troy pound) makes the cost $12.60, 

The frisky ‘“‘goat’’ and his friend exclusive “‘calf’’ both give a pelt today more valuable than a 
metal, whose utility in the fine arts, classes it as precious. 

For utility, fine leather in the shoe store today holds higher rank than fine silver in the jewelry store. 
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The tanners are not profiteering and they 
will do very well if they can retain what they 
have earned on the present inflated values. 
On the present basis of prices many tan- 
ners have not sufficient capital even to run 
their plants three-quarters capacity and in 
selling their goods they are very frequently 
sold for forward deliveries at prices at which 
they could not replace the leather sold when 
they were obliged to go into the market. 
The profits, therefore, might be called paper 
profits and it is a certainty that a big por- 
tion of the same will have to be given up 
when the ultimate decline comes. 


More Ships---More Hides 


In a previous statement given out by the 
Council recently we went into some of the 
general causes of high prices. One cause, 
and one which our Government can remedy, 
is with the Shipping Board. While the 
assignment of steamers to ports where hides 
are accumulated have been more liberal 
lately, there is great room for improvement 
in ships assigned to South America, Aus- 
tralia, the Cape, India and China. Larger 
quantities of raw materials coming in would 
have a very steadying effect on the market. 
In this respect the Government, which now 
threatens to investigate the industry, isinit- 
self to blame for part of the results existent. 

The other reasons are the utter disregard 





The Tanners Are Not Profiteering 


Statement to Associated Press by Fred A. Vogel, President 
Tanners’ Council 


with which European countries are pur- 
chasing our leather and no obstacle seems 
to stop them. Prices obtaining abroad are 
higher than those ruling in this market 
and despite the unfavorable exchange rates 
our foreign friends seem to keep on pur- 
chasing. It is expected, however, that this 
will stop in the near future. 


Shoes Not Sold on Today’s Leather 


The retailers here report most favorable 
business and up to the present time higher 
prices have not stopped the purchasing of 
shoes. Shoes, however, have not as yet 
been sold on the basis of today’s leather and 
labor markets and it will be very interesting 
to receive the reports from the shoe sales- 
men who will soon be leaving for their 
respective territories with the new samples 
for Spring delivery. If shoes can not be 
sold in this country on the present basis 
the first check in advancing prices will be 
made, but it is doubtful whether the public 
under present conditions will cease pur- 
chasing shoes at a further advance of even 
$4 or $5 a pair. 

We have made a very lengthy statement 
as to conditions, but we believe that hides, 
leather and leather goods are of great inter- 
est to the public today and we want our 
position clearly defined for the benefit of the 
public mind. 








The Truth About Prices 


Viewpoint of the National Shoe Retailers’ Association in 
July Bulletin ' 


REDICTIONS by certain selfish interests of a 
period of industrial inactivity, labor discord and 

a general going-to-pot of business with conse- 
quent price tumbling following the cessation of the 
war have not come true. For example, as a would-be 
prophet, the western company who flooded retailers’ 


mail with lurid pictures of a grand smash to come, 
in an effort to persuade dealers that to employ them 
to conduct a bargain-counter sale was the only way 
to get out from under, must have a difficult job ex- 
plaining just now in the face of present conditions. 
Right along the N. S. R. A. has taken the stand that 
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CHart B. OUTLINE OF PROCESSES IN A SHOE FACTORY: BOYD-WELSH PROCESS 


5 «ws fore 
he nome 7 ths 





Checkers, band 


i 
STITCHING DEPARTMENT: 


nat 





ges 
Fie 
#5 


TOTE 




















Upper matchers, hand 
Lam pabers, hand 
































FG 


Convince your customers that shoes are the cheapest part 
of their wearing apparel by showing them this chart 
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COMPLIMENTS OF 


J. A. DOUGHERTY > 


309 Commonwealth Building 
PORTLAND, OREGON 








COAST REPRESENTATIVE 
Boyd-Welsh Shoe Co., St. Louis 
Marathon Shoe Co., Wausau, Wis. 








A Lesson in Why Prices Are Higher by a Study of the Processes That Go Into the Making of a Shoe 
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merchandise of quality is an asset and not a liability. 
Prices, instead of coming down, are going up, and who 
is to say when the peak shall be reached? Buy right, 
don’t speculate, keep your ear to the ground, merchan- 
dise your shoes at a fair profit, is the oft-repeated 
advice the National has given our members through 
the columns of the Bulletin, and in statements care- 
fully prepared as the result of conferences of the Allied 
Industry. As the situation now is there is no reason 
to change this advice. 

While on the subject of price it would be well for 
the shoe retailer to realize that high price levels are not 
worrying the public so much as the quality and service 
which can be purchased for a price. Public attention 


has been directed at shoes perhaps more than to some’ 


other commodities, but 


BOOT AND SHOE RECORDER 


“The extraordinary advances in the prices of a num- 
ber of commodities, conspicuously hides and leather 
and textiles, particularly those of cotton and silk, 
would naturally suggest inflation were it not for the 
knowledge of the very substantial factors making for 


‘increased costs. It is not always realized that a high 


percentage of the cost of everything produced is labor, 
and that every increase in wages and decrease in 
working hours enlarges the producing cost per unit 
very definitely. In the case of cotton textiles much of 
the increased price represents the higher wages and 
shorter week now prevalent in the industry. The same 
may be said for the woolen goods industry, although 
here the latest advance in labor expense has not yet 
reached the consuming public. Leather and silk also 
share in the higher cost 
of production, although 





one fails to find that 
other commodities have 
receded in price to an 
appreciable degree and 
many in fact are much 
higher than shoes. If 
in your cemmunity 
some misguided person, 
foolishly .or with malice 
aforethought, takes a 
bang at the shoe busi- 
ness through the news- 
papers,.as happened in 
Boston a few days ago, p 
the thing for the live 
retailer to do is to follow 
the example of the Bos- 
ton merchants and get 
the facts to the atten- 
tion of the offending 
editor, and, better than 
this, get the facts into 
the newspaper so that 


the price asked? 





Shoemaking Is a Highly Tech- a 
nical Business 


It is conducted on an intensely competi- 
tive basis and measured on the rule of 
common sense and cost figuring. 

One glance at the chart shown on the 
opposite page reveals the infimite care and 
detail that goes toward making the shoe for 
the public—to give service, comfort and 
satisfaction at the lowest possible price 
commensurate with increased costs in each 
of the ingredients and handiworks. When 
a shoe goes through as many as 210 pairs 
of hands and 170 machine operations with 
unyielding accuracy, is it not worthy of 


We congratulate J. A. Dougherty on a 
convincing argument to the public through 
his merchant customers. 


this factor is  over- 
shadowed by the effect 
temporary world 
shortage combined with 
renewed world demand. 
There may be added 
one more very potent 
factor which is now a 
very definite item in 
figuring costs, namely 
taxes, and a ° factor 
which from all indica- 
tions will long remain 
in the price structure.” 





German Mail 


Letters to Be Sent Via 
Holland, Norway 
and Denmark 

Resumption of mail 
service between the 
United States and Ger- 








the public can read 
your version of the 
situation. Local Shoe Retailers’ Associations should 
ever be on the alert to take up the cudgels and 
defend the trade from malicious newspaper reports of 
profiteering such as appeared in the Boston News 
Bureau, and which President Scates, of the Massa- 
chusetts association, so ably refuted in a comprehen- 
sive statement of true conditions. This statement is 
printed on another page of the Bulletin and was also 
reproduced in the trade papers. 

Another statement, coming from the president of 
the National Bank of the Republic, Chicago, which has 
no direct connection or interest in our industry, also 


will serve as useful argument in support of the re-. 


tailers’ position with regard to present high prices. 
The July Bulletin of this Chicago bank says, apropos 
of cost elements: 


many, effective imme- 
diately, was provided in an order signed July 15 
by Postmaster-General Burleson. 

Mail matter addressed to any portion of Germany 
now will be accepted under the same regulations and 
at the same rates as apply to mail to other European 
countries. As direct steamship service between this 
country and Germany has not been established, mail 
will be sent by way of Holland, Norway and Denmark. 

The postmaster-geheral’s order follows action of the 
war trade division of the state department in issuing 
blanket licenses for the resumption of trade with 
Germany and is designed to aid American business 
men and also to enable persons in this country to 
communicate with friends or relatives in Germany. 
Direct mail service between the United States and 
Germany has been prohibited since April 7, 1917. 
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Ohio Shoe and Leather Club, which was 

organized in Hotel Cleveland a short time ago, 
is the proprietor and owner of a chain of eighteen 
stores, situated in Ohio, Indiana, Kentucky and New 
York. 

One of the stores is at Columbus, others at Spring- 
field, Akron, Dayton, Evansville, Ind.; Terre Haute, 
Ind.; Louisville, Ky.; Indianapolis, Ind.; Trenton, 
N. J., and Troy, N. Y. All of 


these stores have come into being 


C HARLES E. PETOT, president of the Northern 


A Business Success 


Charles E. Petot of Cleveland, Proprietor of Eighteen Chain Stores--- 
Has Built a Splendid Business 
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shoemaker cannot control the conditions that are 
operating to send prices up. Production, already low, 
is going lower because of a scarcity of leather and in- 
ternal conditions that already are reflected in strikes. 
A scarcity of labor also is going to operate to keep 
production low. 

“T have letters on my desk from two manufacturers, 
two of the largest makers of shoes in America, who say 
their production now is but 60 per cent of normal.’ 

Mr. Petot has done considerable 
buying for next Spring, under an 





since 1916, when Mr. Petot had an 





agreement to take the shoes as 





soon as they are shipped. Here is 





idea and proceeded to work on it. 
They are operated under the name 
of the Petot Shoe Company. Eight 
other Walk-Over stores, which he 
started and retained an interest in, 
also are prospering. 

Mr. Petot does the buying for 
those stores, and naturally he keeps 
well posted on the market, as he 
always has an ear to the ground to 
find out what the consumer is 
likely to want. 
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Co-operate with Manufacturers 


“The thing for the merchant to 
do today is to co-operate with the 
manufacturer,” said Mr. Petot. 
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his guess about what’s going to be 
demanded by the women, when 
they select their next Spring shoes: 
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In Demand By Women 


“Along about December and 
January I am going to put on dis- 
play and push oxfords and pumps 
in patents, black suede and satin, 
with Louis heels. They will be 
worn with spats, and they'll be 
handy for dancing as the women 
can slip off the spats and then join 
in the dancing with their partners.” 


—— SS 
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A Spring Forecast 
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“Buy your goods for future de- 
livery and take them off the manu- 
facturers’ hands at once or when- 
ever he is ready to ship. Things 
are different. in the shoe trade now. 

Don’t ask the traveling salesman to come back, for 
the prospects are that he wil] not return. The time is 
coming probably when the situation will be reversed 
and the merchant will be able to sit back and make 
the salesman wait, but not today. I want shoes and 
I get them by carrying out that policy. 

““My advice to the retail merchant is to buy 50 
per cent of his oxfords for next Spring right away,” 
he said. “Buy them and then agree to take them as 
soon as the manufacturer is able to ship. The mer- 
chant won’t need to worry much about getting the 
shoes a long time before he is ready for them. 


On High Prices 


“Prices are high now judging from past levels, but 
they are going higher in my opinion, and the American 


5 sah eK Ks A = 
<7) aN 
CHARLES E. PETOT 
Cleveland 
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PRPS OR 


Mr. Petot came to Cleveland 
fifteen years ago. He was born in 
Loudonville, O., his father being a 
shoe merchant in that village. For 
thirteen years he traveled with 
the George E. Keith Company and while he was 
on the road, he figured that if he could start 
a store and take a partner in with him, he would not 
only get a commission from the shoes he sold the 
store, but a profit on all that were sold over the 
counters. 

It looked like a plan “that would catch them coming 
and going” to Mr. Petot, so he organized Walk-Over 
stores. 

Then the war came along. Mr. Petot looked into 
the future. He didn’t claim to be a prophet, nor the 
son of a prophet, but he figured that shoes were going 
up if the war continued. And in 1916 when he had 
this vision, it looked as though the war would last a 
long, long time. So he made his first venture at Day- 
(Continued on page 59) 


y 
















Aug. 2, 1919 BOOT AND SHOE RECORDER 





Flashes on Styles 


Nine-inch boots, seven lace and two button styles, make up a stock of women’s 
shoes for August delivery at from $6.00 to $8.10 a pair. 

Lighter shades of Russia calf are appearing in both men’s and women’s lines. 

School shoes, particularly of the better grades, are now in brisk demand. 

A beaded tongue pump, of dull kid leather, long plain vamp, and a 21 inch full Louis 
heel, is among the dress shoes in stock for August delivery. 

Sales of rubber footwear will increase the coming Winter. Thrifty people will buy rub- 
ber to protect their higher priced shoes, and to make them wear longer. 

**A shoe to meet the requirements of each craft.’? That is the way in which workmen’s 
shoes are being graded up. 

Reproductions of colonial buckles, of copper and silver, are among the novelties for the 


decoration of pumps. 


A gentlemen’s dress shoe is of patent leather, with a cloth top, fastening with flat black 


buttons. 
Makers of spats predict the best season ever. 
Vamps 414 inches long have appeared. Vamps 5 inches long are shown. Too extreme 


are they. 











if the manufacturers will send their best productions— 
otherwise, there will be a bad influence created, detri- 
mental to future business. The making of shoes in so 
many sizes and widths, he claims, is one of the reasons 
why American footwear is generally popular in 
Europe. 


C. H. Baber Returns 


With Representative American Lines for 
English and Continental Trade 


C. H. Baber of London was in the Boston 
market for some time setting his plans for the lines 
which he represents. 

Mr. Baber handles American 
and Canadian shoes in Great Bri- 
tain and the Continent, making 
his headquarters at Walmar 
House, 288 Regent Street, London. 


He has been in the export shoe 





New Shoe Store 


Suhr & Roessing, Napoleon, 
Ohio, Open for Business 


Suhr & Roessing, Napoleon, 
Ohio, have opened a new shoe 
store in Napoleon, Ohio. Arnold 
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business for seventeen years and 
has made two important trips here- 
tofore to the United States, one in 
1914 and the other in 1917. 

He is assisted by his brother, 
S. M. Baber, and a staff of repre- 
sentatives in his selling of Amer- 
ican lines. 

The lines which he started in 
1914 were those of the Williams- 
Clark Company, Emerson Shoe 
Company and L. B. Evans Shoe 
Company. 

In 1917 he added Hazen B. 
Goodrich, Daniel Green Felt Shoe 
Company, P. Cogan & Son and in 
1919 he annexed the accounts of 


B. A. Corbin Shoe Company and the Edmonds Shoe 


Company of Milwaukee. 


Mr. Baber sees large possibilities for American trade 
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F. Suhr has been connected with 
the shoe business for the last 
twenty years and F. H. Roessing, 
ason of Ferdinand Roessing, Sr., 
a life long resident here, has just 
finished a business course. Both 
young men are well known to the 
people of Napoleon. They have 
been here for years and have a 
large acquaintance. 





Commercial Mission 


To Visit the United States in 
the Fall 

The Chamber of Commerce of 

the United States announces that 


invitations extended by the Chamber to Great Britain, 


France, Italy and Belgium for a joint commercial 


mission to visit the United States have been accepted. 
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A quality product AT A LOW 
PRICE, made by the same orig- 
inal process as our distinctive 
a “CLUB LINE” of outing shoes. 
net Tn See Deliveries in case lots, single or as- 
sortedsizes. Samplessentif wanted. 





MARY JANE PUMP. 


‘ More style, mare workmanship, 
more wear, more satisfaction at the 
- price of ordinary tennis shoes. - 
~ We back your buy” 





Sat CAMBRIDGE RUBBER | 


Rtber stare dething : 748 MAIN STREET 
Precio a Chie 1 : ~~~ Cambridge, Mass., U. S. A. 





AT LAST! The tennis shoe you've wanted. Looks 
like a shoe—made like a shoe-—and IS A SHOE 
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LADIES’ OXFORD 

Spring Heel . 
No. 3130 White 
No. 3131 Tan 


5-8 Heel 
No. 3120 White 
No. 3121 Tan 
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Do Not Pile Up Shoes, Loans and Trouble 


te Figure Stock at Retail Prices, to Borrow Money in Order to Over- 
Stock, Are Two Ways to Pile Up Trouble 


shoes in stock. The retail price of them is 
$10 a pair today. .That makes the total 
stock worth $250,000 at full retail prices. 

Go to the bank and borrow money on that basis. 
Get a loan of 60 per cent; that is, $150,000. At 6 
per cent, the interest charges amount to $9,000. That 
interest goes on day and night. It is as sure as death 
and taxes. 

If all the shoes were sold at $10 a pair, the income 
would be enough to pay the interest, and a handsome 
profit besides. 

But shoes go out of style, get mis-mated and dam- 
aged, do not fit, and otherwise depreciate, and all cus- 
tomers do not pay bills in full, for all shoe wearers 
are not honest. And some shoes stick on the shelves 
as if they were glued there. So all the shoes do not 
sell at $10 a pair. Consequently, they are not all 
worth $10 a pair. There is always a difference be- 
tween the asking price and the real selling price. 

Some merchants figure a depreciation of ten per 
cent. Others, more conservative, figure 20 per cent. 
If stocks depreciate 20 per cent, then the actual value 
of those shoes is $8 a pair, and not $10, the asking 
price. At $8 a pair, the stock of 25,000 pairs is worth 
$200,000. Borrow 60 per cent of $200, 000and you 
get $120,000. At 6 per cent, the interest charges on 
these is $7,200 a year. That is $1,800 less than $9,000. 
It is a good amount to save by thrift in borrowing. 
Besides, it is safer to be moderate in borrowing. One 
can pay up more quickly and surely if the loan is called. 

Inflation is a peril of trade today. Guard against 
it. Remember that all loans must be paid, with inter- 
est added; that the interest goes on day and night as 
surely as death and taxes, while overstocks of shoes 
depreciate. 

Do not borrow any more money than you need in 
your business, and do not buy any more shoes than 
you can sell advantageously. To do so is only to pile 
up trouble for the future. 


‘er example, say you have 25,000 pairs of 





The Development and F uture of 
Rubber Heel 


By C. E. SIEGFRIED, of Siegfried, Tubman & Hoyt, 
Cleveland, Ohio 


The first mention of rubber being used in footwear, 
was made by Juan de Torguemade in a book pub- 
lished at Madrid in the year 1615. He mentions seeing 
natives of Mexico wearing a form of rubber soled shoes. 


In a Paris Museum where a collection of footwear 
worn by noted personages is on exhibition, consisting 
of shoes and boots worn by kings, queens, statesmen, 
noted thieves and robbers, is a rubber .soled boot. 
worn by a noted Paris robber; presumably the origin 
of the term “Gum Shoe Politician.” 

One development of footwear-since the great world 
war started, has beef the enormously increased use of 
rubber heels. This is especially noticed on footwear 
of returned soldiers; they having learned, by hard 
marches over all conditions of roads, what vast ease 
and comfort was obtained by the use of rubber heels. 

The first and most essential feature, of course, to be 
remembered about a rubber heel, is the resiliency, the 
protection it insures to the heel, as it is the result of 
trying to assist nature in overcoming the effects of 

modern improvements; namely, to take up the shock 
sustained by the clusters of nerves in the heel at each 
step upon pavements and the hard floors of modern 
buildings. A good rubber heel should not only be 
made of good resilient rubber capable of giving long 
wear, but one which can be applied easily and quickly. 

A heel which seems to meet the above demand is 
now being made by a Cleveland concern. This heel 
obtains as nearly as possible the quality of the pneu- 
matic tire—is entirely practical and easily applied. 
without cement. 

The rubber heel business has increased wonder- 
fully during the past two years. I look for a much 
greater increase during the next twenty-four months, 
due to several reasons; namely, the war has brought 
many more people outdoors, they have taken up 
walking and other healthy exercises, which will not 
be discontinued; the constant improvements in the 
way of pavements and fire-proof buildings with their 


hard floors; the benefits derived from the use of rub- , 


ber heels are just becoming widely known. 


Much more business could be developed in the sale 


and applying of rubber heels by quick repair methods, 
thereby increasing the income of repair shops; if the 
repair man will use a rubber heel which can be applied 
in a couple of minutes instead of the customer being 
compelled to wait from 15 to 30 minutes on the old 
style methods of cementing. Very often the cement is 
inferior and the rubber heel comes apart from the 
leather heel causing an uneven appearance, much to 
the annoyance of the wearer, possibly preventing 
future business. I believe that shoe merchants could 
have rubber heels applied to at least 50 per cent of the 
shoes sold, merely by suggesting them.” 
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A Big Seller With 
the Classy Dresser 
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“EIEUTENANT” LAST 

















This shoe represents the extreme in 
English lasts. Young men, particularly re 
“Céllege Boys,” praise its goodness. It 
has unmistakable marks of class. Fitting 
qualities cannot be bettered. Style, 
fitting quality and wear are most per- Stock No. 906 
fectly united. It is a shoe that moves 

and pays dealers well. 


J. W. CARTER CHICAGO CO. 


CHICAGO, ILL. 
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Manufacturers as Bankers 


Proficiency in Shoemaking Has Its Ambitious Side-lines---Lynn 
Men Prominently Cited 


YNN manufacturers are giving more attention 
to banking. Some important changes in shoe 
firms are predicted, even consolidation of 

firms, that will relieve some men of responsibilities 
as shoe manufacturers, and enable them to give more 
time to banking. 

“Circumstances have changed,” says one. “Time 
was when shoe men were beggars at the bank. Now 
shoe men have money. They are buying stocks of 
banks, even are getting control of banks, and 
are becoming bankers rather than shoe manufac- 
turers.” 

Already a number of shoe men are very active in 
banks. James P. Phelan has retired from shoe manu- 
facturing and is giving more time to banking. He 
was head of James Phelan & Sons, one of Lynn’s 
best known shoe firms. Now he is director of the 
Security Trust Company and is active in other finan- 
cial matters. 

Frederic Allen, of Allen, Foster, Bridgeo, was 
chosen president of the State National Bank of Lynn, 
the first of the year. This bank, a comparatively 
new one, has shown a remarkable gain in business. 

Charles E. Harwood, head of Charles E. Harwood 
Company, and Renton Heel Company, is president of 
Lynn Safe Deposit & Trust Company and is increas- 
ing his holdings in that company, and in the Security 
Trust Company, too. His son, Charles W. Harwood, 
is vice-president of the National City Bank. 

Albert M. Creighton, one of Lynn’s largest manu- 
facturers of shoes, is vice-president of the Central 
National Bank, and is a holder of securities of other 
banks and corporations. 

James Brophy, of Brophy Bros. Shoe Company, is 
vice-president of the Central National Bank. Charles 
H. Conway, of the Conway Leather Company, P. 
Parker Chick, cut sole manufacturer, Frank H. Gage, 
of Rousmanerie Williams Company, Percy F. 
Munsey, manufacturer of shoes and shoe stock, 
Henry F. Tapley, veteran Boston shoe wholesaler 
and Fred W. Dow, Boston leather merchant, are also 
directors of this bank. ; 

James M. Caunt, of Mitchell, Caunt Company, is 
a director of the Central National Bank, and his part- 
ner, R. H. Mitchell, is a director of the Essex Trust 
Company. L. V. Grover, of J. J. Grover’s Sons, is a 
director of the National City Bank, and his brother, 
James H. Grover, recently succeeded the late Charles 
S. Grover as director in the Security Trust Company. 
S. J. Barnet, of J. S. Barnet & Sons, has become a 


director in the National City Bank. So has T. J. 
Kiely, shoe manufacturer. 

George A. Creighton, who retired from shoe manu- 
facturing a while ago, continues active in financial 
matters. He isa director of the Lynn Safe Deposit and 
Trust Company. William F. Dee isa director of the 
Lynn ‘Safe Deposit and Trust Company and, also, 
is a director of the new State National Bank. J. L. 
Walker is in the Lynn Safe Deposit and Trust Com- 
pany, and Herbert F. Walker is in the Essex Trust. 
Both are of J. L. Walker Company. A. N. Blake of 
the Watson Shoe Company was recently added to 
the directors of the Essex Trust Company. Charles 
Gleason, treasurer of the Watson Company, is a 
director of the Manufacturers’ National Bank. 
So is Frank C. Stuart, leather merchant. George 
W. Melanson is director of the Manufacturers’ Bank, 
and his brother Joseph I. is in the Lynn Safe Deposit 
and Trust Company. Walter L. Libbey, cut sole 
manufacturer, is vice-president of the Manufacturers’ 
Bank. Besides their holdings in Lynn banks, several 
Lynn manufacturers have stock in Boston banks. 
It certainly looks as if Lynn shoe manufacturers are 
becoming bankers, and it also looksasif there would be 
important developments in Lynn banking and in shoe 
manufacturing in the next few months. 





A BUSINESS SUCCESS 
(Concluded from page 54) 
ton, O., in 1916 when he organized his first Petot 
store. His cardinal policy was to sell shoes at a little 
below the medium prices. 


Another Store Added 


He put $8,000 into that store and he admitted that 
he turned his money so frequently that he had a 
hard time keeping financial records. Most of the 
time he had more money in the bank, representing 
deposits from that store, than he originally put into it. 

Mr. Petot couldn’t sit still while anything like that 
at Dayton was going on, so he organized another 
store. Steady strings of customers went into the 
front door and out’ again with packages under their 
arms. Another store was opened and the same thing 
was repeated. 

Leaving out the details of a continual effort to 
satisfy patrons, to treat customers courteously, and 
other matters that helped build up trade, this is the 
story of the business success of the president of the 
Northern Ohio Shoe and Leatlier Club. 
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ittentores 


hoe Polishes 


VARIETY 
Sold in the Market Places of the World 


THERE IS A BUYER FOR EVERY PACKAGE OF WHITTEMORE’S 
YOU STOCK. YOUR MONEY CAN BE TURNED PROMPTLY 


There is a distinct advantage in offering your trade the peer- «gy. Jean” a a 


Se please your —_ Jess polishes produced by Whittemore. A demand for them af teen ond dae 

Handy touse,resultsareapure- already exists—you don’t have to create it. More than fifty _likesoap does thehands. Never 

ness and whiteness equal tothe = years uninterrupted service to the public has advertised them faves - ros, wed EZ, stiff. 
fine. 


friginal freshness of leather or in the best known way—regular use by millions. 








Two Sizes . 


WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 








HOTEL 


Continental 


Broadway & 41st St., N. Y. 


Center of New York’s 
Activities 


300 OUTSIDE ROOMS 


Each with Private Bath, 


EUROPEAN PLAN 


IDE-AWAKE pe aa or ne : $2, $2.50 or $3.00 
can improve the quality of their $3.50, $4, $4.50 and $5 


shoes, reduce plant and carrying charges, 
saving time and money by using cut 5 minutes from P. R. R. and N. Y. Central 
soles. Terminals. Within easy access to a 
We make 142 different grades of Men’s and stores and surrounded by Leading Theaters. 
Women’s soles. Within this range you will find 


your requirements. HENRY S. DUNCAN 


Tanners Cut Sole Co., Boston, Mass. Managing Director 
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GUARANTEED FOR 


15 


DAYS 





An exceptional value line of children’s 

shoes that possess the added advantage 

of being guaranteed for 75 days. This 
means that the shoe merchant 
can offer his children’s trade 
more for the money than is 
obtainable in any other line of 
children’s footwear. Tred-lite 
Steppers have eztra weight 
chrome soles. A guarantee 
slip goes with every pair. 


i 


P j i , 
TRED-LITE STEPPERS 
BUY NOW—AT THESE PRICES! 

793—s'beprng hed. "$1.88 9055-8, epring heel, -.- 


794—8 14-11, spring heel 2.20 806—8})4-11, spring heel 
795—1 114-2' le ees... .. « Be 807—1114-2, medium heel.... 


Dark Brown Blucher Black Blucher 
$1.9 8 


COMPLETE STOCK READY 
Your Order Will be Shipped IMMEDIATELY 








Don’t overlook these great 
trade-builders — order today! 


208 W.LAKE ST. 
CHICAGO 














You Don’t Sell Old Style Shoes 
Why Sell Old Style Spats? 


Underhill’s Foot-Fashioned Spats 
ARE UP-TO-DATE 


They are constructed along entirely different lines than the 
ordinary spat. 


You can assure your customer of perfect fit and fine wear- 
ing qualities because of this new theory in designing. 


Underhill’s Foot-Fashioned Spats are cut half an inch wider 
on the inside than on the outside just as a button shoe is. 
This makes it fit smoothly over the shoe without wrinkling. 


Patents have been applied for to protect you against I f 2¢ 


imitators. ) F F .) I DE 


Get Samples and Prices Today S E AM 


Ibo THAT MEAN‘ 
G. F. Underhill Co. ae 


58 COLDEN STREET - NEWARK, N. J. ey : ie 


FIT 






































Rentan ELLIOTT || Make Buyers 
Maintenance Out of Passersby 


result of years of Attractive display fixtures and 


experience. ‘ 
It will fit your forms will help you to boost 


needs best. ; your sales and increase your 
profits. 


Or Ever | . 
If you peed Hugh Lyons fixtures are built 


— ie made in to make window displays dis- 

Machine yeonere tinctive—to make buyers out - 
Attaching b 

may Machines of passersby. 


ELLIOTT is in the Selection of the right fixtures 
ELLIOTT and forms is made easy with 
Hugh Lyons catalogs, which 


Ask Your Jobber for will be sent you upon request. 


The Elliott Plan 


or write us. 
a HUGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 


ELLIOTT MACHINE CO. -- Grand Rapids, Mich. wew vom DANSING - MICHIGAN, 0, 
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ACE CALF 





COLOR No. 75 





A smooth finish Ruby Red 
—the accepted Fall style— 


Also in boarded finish if desired 


J. S. Barnet & Sons, Inc. 


Tanneries at Salesrooms 


Lynn, Mass., U. S. A. 75 South St., Boston, Mass. U. S. A, 
NEW YORK OFFICE, 154 NASSAU SFREET 


SNES SSIES SUESVESVESVESU SUSU WAVSIESUESUCSUE SVE WAVER U SUES ESTER ER UENTETETEMV SUERTE 


St. Louis Representatives Ohio Representatives 
W. P. ERHART LEATHER CO. THE TAYLOR-POOLE CO. 
206 Leather Trades Building 410 E. 8th St., Cincinnati 
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Advertising Creates an 
Stock Keds Impression of Your Store 
FULLY 


Be sure you means of the country’s biggest and best 


accepted mediums. 














} 4 EDS advertising covers the entire country by 


have ENOUGH Well-dressed, discriminating people are intro- 
duced to the Keds store as the place in their com- 
munity where they can get absolutely the best 
Summer footwear satisfaction they have ever 
known; that Keds are stocked there completely; 
that they will unquestionably get what they ask for. 
Thus does Keds advertising speak for you and for 
your good business name. 





It is important that you know and realize this, 
because it means for you your own share of obliga- 
tion—preparation. Preparation now, so that you 
will not have excuses when these new-made friends 
of yours call. Not excuses, but “the goods’”— 


KEDS. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 
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BOOTS AND SHOES 


The Vacation Period Closes the 
Factories 


With “‘dog days” upon us, and gen- 
eral humidity so prevalent as to inter- 
fere with good workmanship in rubber 
boot and shoe manufacture, this branch 
of industry is taking its annual relaxa- 
tion, and the workers are vacationizing 
while the mills are receiving thorough 
overhauling; repairs are being made, 
new equipment installed, and the plants 
put in proper order for a busy Fall and 
Winter season. 

The year has been a busy one for the 
factories, and there is still considerable 
business yet to be delivered. In fact, 
a very large part of the product since 
Spring is still stored at the rubber plant 
storehouses, for the jobbers are not 
anxious to receive their Winter stock 
of rubber footwear much before the 
middle or last of August, and the re- 
tailers generally prefer to wait till into 
September, or even later, before receiv- 
ing their season’s supply. The factories 
have shipped out orders where the 
customers were willing to accept the 
goods ahead of time, but there are 
probably far more goods to be shipped 
than have been delivered up to this 
time. 

TENNIS LINES 


The Vacation Period Intensifies 
Tennis Calls 


The call for tennis lines is as heavy as 
ever, as far as retail trade is concerned, 
for these are, par excellence, vacation 
shoes, and the vacation season is 
heaviest in August and early September. 
Retailers are now slowing up on buying 
size-ups and many prefer losing an 
occasional sale,. rather than to be 
obliged to carry over too heavy stocks 
of summer goods. There are other 
dealers, however, who feel positive that 
next season’s prices will be considerably 
higher than the present, and these 
dealers believe it good policy to keep 
up sufficient assortment to insure sales, 
even though the end of the season finds 
their stocks moderately large; for what 
don’t sell this season can be carried 


Weekly 

















The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


EME 





over till next Spring, and will then 
probably have cost the dealer less than 
goods bought after the new price list is 
sent out, which, we believe, will not be 
until September 1. 


CRUDE RUBBER 


Market Quiet —Large Stocks Hold 
Quotations Down 


Business in the crude rubber market is 
confined principally to small lots for 
immediate delivery, to fill requirements 
of the smaller manufacturers. The large 
consumers seem to be well supplied 
and their future wants fairly well pro- 
vided for, and they are apparently 
indifferent to the present market quota- 
tions. There is little desire shown to 
speculate, although while stocks on 
hand are unusually heavy, owners and 
consignees show little disposition to 
eoncede even the fraction of a cent in 
their asking prices. A further detri- 
ment to trading is the unsatisfactory 
cable service to the Far East, where, 


at last accounts, growers are holding: 


out for higher prices, believing that 
there will soon be a heavy demand from 
continental Europe, where little or no 
rubber has been consigned since the 
war. Growers are far from satisfied 
with present prices, and are not bleed- 
ing their trees to the normal extent, 
and by thus restricting production, 
are endeavoring to advance the value 
of the large stocks they are carrying 
there, and those cargoes which are in 
the hands of their brokers in London 
and New York. We report no changes 
in forward quotations since our last 
issue, meanwhile spot stocks have been 
materially increased in New York and 
Boston as well as at Pacific ports, by 
large arrivals. 

Spot prices are quoted as follows, 
these being prices asked by sellers. 
Buyers find difficulty in securing rubber 
at Mc less than these figures. 

First latex pale crepe...... 394%@.40 


Snioked sheets........... 38%@.39 
Brown crepe.............. 33. @.34 
Upriver fine para......... .55 
WNW ERG! 63 occa eds ATK 
Upriver coarse........... «32 
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Islands coarse............ .21% 
Caucho ball upper........ 324% 
Caucho ball lower........ none 
Se ETD. 214@.22 


Centrals and Mexicans....35 @.39 


Guayule (20 per cent mois- 


Guayule washed and dried . eae 


SCRAP RUBBER 


Trade Steadily Quiet, With Little 
Change in Quotations 


It is impossible to find any improve- 
ment in the scrap rubber market. Re- 
claimers remain out of the market, 
stating that the demand for their 
product is very light, and is most 
likely to remain so as long as crude rub- 
ber continues at present low prices. 
The reclaimers say that with the prices 
of scrap boots and shoes hanging 
around $7.60 to $7.65 delivered, they 
cannot manufacture to compete with 
certain varieties of raw rubber. It is 
claimed by the dealers that stocks are 
small, but there are those in the trade 
who are doubtful of such being the 
case. They are inclined to believe that 
both collectors and dealers are heavily 
stocked up at prices which require the 
present selling quotations in order to 
prevent loss on their accumulations. 
Suffice to say that collectors are hold- 
ing firm in their demands, while they 
and the dealers are so far apart that 
little business is being transacted in 
boots and shoes, though a fair amount 
of demand, including some foreign call, 
is noted for scrap tires and inner tubes. 

For scrap boots and shoes, dealers 
are offering the following prices per 
hundred pounds f..o. b. shipping point. 
Collectors must . necessarily buy of 
shoe dealers at a liberal margin below 
these figures. 

Scrap boots and shoes: $7.10 to $7.20 
in Boston; $7.00 to $7.10 in New York; 
$6.95 to $7.05 in Philadelphia, and 
$6.90 to $7.00 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 
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Meet Greentree, of Richmond, Va., 
has been featuring Nedlin-soled shoes 
for four years. He has found that the use 
of the lower grades of sole leather on me- 
dium priced shoes has emphasized the value 
and merit of Nedlin Soles, and led to an in- 
creased demand for Ne@lin-soled lines. 











Salesmen find that Nedlin- 
soled shoes are most easily 
sold when customers are 
acquainted withthe features 
that have made Nedlin Soles 
popular—their long wear 
which makes for economy _ 
and their flexibility which 
insures foot comfort 


Because wear is essential 
to all service shoes, the 
leading shoe manufacturers 
have adopted Nedlin Soles 
for the bottoming of men’s 
business shoes, women’s 
walking shoes, boys’ shoes, 
and shoes for growing girls 
and the smaller children 











Neodlin Soles 


Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodvear Tire & Rubber Co., 
Akron, Ohio, makers of Geodvear Rubber Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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TANNERY AND GENERAL OFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 


OSCAR SCHERER AND BRO. 
~ 29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 
ST.LQUIS 


ARTHUR S.PATTON LEATHER CY. 
1602 LOCUST ST. 
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They're entirely different! 


The charming novelty slippersalways 
attract buying customers. 






They are so distinctly original and 
desirable that your sales problem is 
solved the moment the slippers are seen. 











Special prices quoted on 
quantities. 





Comfortable pon-ton fibre sli lined 
cor ite terty cloth, with « cult; cordu- 
roy bound; sole; silk pom- 

- pom. Ladies’ sizes, 3 to8 
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Cretonne 


Boudoir 







— Corduroy 
An ideal cretonne slipper for women desiring house Be mena Slipper 


comfort; padded sock lining; fibre matting sole: silk — 
pom-pom. Blue, Pink and Lavender. Ladies’ sizes, A most popular all-round house slipper made of fine 
3 to 8. narrow corduroy. Fibre sole and pom-pom. Colors: 





Price $10.50 Dozen Pink, Blue, Copen, Rose and Lavender. Sizes, 3 to 8. 
Price $12.00 Dozen 


K. M. STONE IMPORTING CO. 


12-14-16 EAST 22nd STREET NEW YORK CITY 


































4 = | IMPROVE YOUR 

2 a ‘ SHOE DISPLAYS 

% Especial Care % You can add selling value to your windows by treeing your shoes with 

e - . d Thought s Meyhes sl eae. Trees. Your shoes will look more attractive 

% % ’ 

= _— -_ s the — of the ‘‘Essex”’ z MAYHEW S 
that the safety, comfort and convenience a: 

= of guests cal be omen ¢ NUE Md T 

% Outside and inside the structural details x OX V O 

% of the “Essex” are pleasing to the eye, ¥ aS 

% appealing to good taste, and suggestive of 4 I P 

= the high standard of service maintained. z . T 

% F 3 I 

ES : ¥ R 

«| Hotel Essex (|¢ By 

s ABSOLUTELY FIREPROOF m | sdsestanteguate - E 

¥ $1.50 PER DAY AND UP = heights of shoes— 

x lace or button. 

eo ‘ We ame fe wine 

4 McCARTHY BROS. ioe Sie Geoale chase cats. 

oa Proprietors gp sea 

¥ ; ‘38 or 

F ¢ JAMES N. MAYHEW CO. | 

a exe ry - ¥ MINNEAPOLIS - - - - =~ MINN. 
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conducting a pre- am ‘ Y generally recognized 
inventory sale on all . val V) that our market is be- 


: A 5 y | 4 ing constantly ae 


seasonable Oxfords and . 
Customers are amon . = 
most discriminating judges of 
leather values. Useful wher- 
ever kid can be used. 


Pumps at a saving of 


$1.00 to $3.00 a pair. 
Wire for samples Y 
and prices. , / Ai 
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THIS HAS BEEN OUR LARGEST 
BUSINESS GETTER THIS SEASON 


We Still Can Give You Good 
Sizes and Widths From Stock 
Top Grade F. B & C White Wash- 
able Kid, Rochester Hand Lasted, 
Extra Light Bevelled Welt. Full 

Louis Covered Heel. 2 to 
C, 2% to7 

Same in High Grade ox 
Kid $6.00 


‘Welt { 
for Women 


SS y < a. 
WELCH, MOSS & FEEHAN CO. TWX 


HAVERHILL, MASS. 


bese ee eee scensreseeassesencenes 
PU 


N. S. R. A. Convention, Boston, 1920 


Dollars Saved 


are the easiest dollars made; Fire insurance is a small item in 
business at best, but it has the biggest effect on a business man’s 
present and future welfare. With this strong fire insurance com- 
pany back of you, you are in a position to make the most of your 
opportunities. We can save yqu at least 25 per cent on your insur- 
ance costs. Look into this! 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The City of 141 diversified industries 
99% of which are locally owned 





L. B. SCHINDLER 
SHOE CO., INC. 


99 Duane St., NEW YORK, N. Y. 
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4 Bancroft Walker Company 
_Makers of Smart Shoes for Wo 











t Coburn 


rolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 


ee 


An extremely 


liberal profit 
in handling this new Nufashond roduct. 
A leather-finish lace that is better than real 
porpoise laces. 
Ask your jobber 

ples upon req t Write us to-day. - 
The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces 


Ss, 





Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


Catalogue on request. 

Coburn Trolley Track Mfg. Co: . 
HOLYOKE, MASS. 
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Bop s HOE LACE 
TY OISETTE St 








Aug. 2, 1919 BOOT AND SHOE RECORDER 








GALLUN’S QUALITY 





Mandarin Sides 


A chrome tanned side leather made in a glazed and boarded 
finish and offered in twocolors. Mandarin Sides are strikingly 
attractive and of the highest integrity. They are designed to 
meet the call for fine shoes that can be sold at prices demanded 
by the great majority. 











Norwegian Veals 


One of Gallun’s specialty leathers—a heavy, rugged; high 
grade leather for storm and street wear. 

The texture of this leather is unusually fine and it is suitable 
for both men’s and women’s shoes. 

Norwegian Veals will be found in the lines of discriminating 
shoe manufacturers making a quality shoe. 

This leather is produced in two colors and black. 

















Viking Calf 


A strong grained mellow calf skin that is moisture-repellent. 
This leather does not peal or chip and is especially adapted 
for a high grade shoe for Fall and Winter wear. Viking Calf 
is favorably known and universally used. It takes a brilliant 
polish and is offered for the coming season in five colors and 


black. 


Jelel-labedale 











A. F.GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. 
H. A. ELY, Manager, 11 EAST STREET, BOSTON 
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To Permanently Please 


all members of the family to whom the lustrous finish, easy 
comfort and long wearing qualities of glazed kid. appeal 


USE 
NOVILLA KID 


It has every quality which makes genuine glazed kid desirable and in 
addition “IT WILL NOT SCUFF.” 

Thus the only objection to glazed kid shoes is removed. 

You can also sell NOVILLA KID FOOTWEAR at more popular prices. 


Order your kid shoes cut from NOVILLA Kid. 


CASTLE KID COMPANY 
Originators and Sole Producers 


CAMDEN NEW JERSEY 


Aug. 2, 1919 
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The Weyenberg trade mark makes it easy 
for your customers to buy our shoes. 






Whether it be a Work shoe or a Dress shoe, 

in Men’s, Boy’s, Youth’s or Little Gent’s, . 
the wearer knows by experience that if it i 
bears the Weyenberg Trade Mark, he will f 
get full “‘value received” in wear, comfort, 4 
style and fit. . 











Write for our “In-Stock’”’ folder. 





We make all the shoes we sell 
and we make more than any 
other manufacturer in the 
Northwest. 








Dunham Bros. Co., Brattleboro, Vermont, are our 
New, England distributors and can furnish Weyen- 
berg Shoes for service in any quantity at the same 
price we can quote. 


Weyenberg Shoe 
Mfg. Company 


MILWAUKEE, - - - WIS. 
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The Shoe that Jack Built 


== WESTERN MADE = 
--IN STOCK... 


Men’s Mahogany 
Calf Bal. 


Ask for Stock Catalog and Prices 


Stock No. 1330 











14 GOOD NUMBERS 


Assorted Styles, Leathers — Prices 


If you are short of anything in Men’s Fine Dress Shoes, 
we can take your order and make prompt delivery. We 
have a complete assortment of 75 new styles and patterns 


MARION SHOE CO., net Indiana 
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“HUBTIP™%9,g2%4,0"" SHOE LACES 


i “HUBTIP” Shoe Laces, consequent t 
manent wiack Never Slip 
== = a == ; 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’ s Women’ s or Men’s 


27 i in. per gro. Strings .. = in. per gro. Strings... -- 75 45 i in. per gro. Strings «++. $3.25 
30 ‘ 2.40 3.05 54 * oo. 3.65 


Men’s 4 in. per gro. Strings. . a ~ - ASSORTMENT CABINET |D ee CABINET 
36 pair 36 i 7 as 
F ja CABINET] 94°" 45 . oe 
° pair po in 7 mam 18“ 
A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 i in.. ae ORDER A TRIAL CABINET 


seh ass is sa“ 15! COUNTER DISPLAY EASEL 


FRANK W. WHIT CHER CO. --Mfrs.--Boston and Chicago, U.S. A. 
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Ht s, hoes and shppers 


AC STYLES AND NEW 
FEATURES IN DESIGN ARE ALWAYS FOUND 
IN THE DOLGEVILLE LINE OF SUPER-FELT 
SLIPPERS. THE LADY OF TODAY WANTS HER 
FEET JUST AS DAINTILY SHOD IN-DOORS AS 
THEY ARE OUT-DOORS — AND THE 
RETAIL MERCHANT CAN DO THIS 
FOR HER WITH THE DOLGEVILLE 
UNUSUALLY ATTRACTIVE FELT 
SLIPPERS. 


DOLGEVILLE FELT SHOE CO. 
DOLGEVILLE, N. ¥. 
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Patented 
Jan. 12, 1915 


Process Patent 


Aug. 19, 1913 


Patented 
Jan. 12, 1915 


VULCO-UNIT 
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OT weather or perspiration from the foot 


cannot affect the Vulco-Unit Box Toe in 


It is the Box Toe 
as it preserves the 


the slightest degree. 
your customer will apprecia 


te, 
stylish appearance of the shoe as long as it 


‘ 
. 


is worn. 
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°? Box Toes in all Your Orders 


Specify “Vulco-Unit 


BECKWITH Box TOE CO. 


GEO. A. SPRINGMEIER 
Cincinnati, Ohio 


— AGENTS — 


G. W. KIBBY & CO. 
Chicago, Ill. St. Louis, Mo. 
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LYNN SHOE STYLES 


A Big Low-cut Season for Spring 
1920 


It is chiefly a problem of production 
in Lynn. Demand for shoes is generally 
ahead of the supply. Leather is scarce. 
Lately, cutters have been laid. off, here 
and there, because of lack of leather. 
Lasts are scarce, too. Dog-day weather 
also has interfered with production. In 
atmosphere as wet as a sponge, patent 
leather has stuck, and bottoms have 
refused to take a good finish. 

Yet merchandising is as important as 
ever; perhaps more so. Manufacturers 
are eager to hold their present good 
trade. Keeping the wheels turning 
means health and strength. 

Styles seem to be restricted by market 
conditions. Manufacturers are limiting 
their styles to staple merchandise. It 
is economy to do so, also safety. Yet 
there are exceptions. Some manu- 
facturers will make anything the buyers 
desire, and are willing to pay for. 

Fall business is about all booked. 
Buyers who have not yet placed orders 
will be lucky if they get shoes. Pros- 
pects for Spring look good. It will be a 
big low-cut season. Two eyelet ties, 
strap tongue pumps and Russia calf 
walking oxfords have appeared in ad- 
dition to the familiar pumps and ox- 
ford.. Vamps on many models measure 
44% and 4% inches. Heels measure 
18-8, more or less. 


A McKAY SPECIALTY 


Made by Mitchell-Caunt Company 
414 Inch Vamp 


Mitchell-Caunt Company, specialists 
in McKays, shows 100 numbers in low- 
cuts. One last is chief among them. It 
has a 414 inch vamp, and a 20-8 leather 
Louis heel, the shank is shaped slim, and 
the edges are close. 

Over this last are made pumps, plain, 
colonial, and strap and tongue styles; 
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five eyelet oxfords and two eyelet ties, 
with ribbon laces. 

The leathers used in these shoes are 
black, brown and patent stock. 

On this one last, and of these few 
patterns and leathers, Mitchell-Caunt 
Company is making a special drive. It 
is getting results: by this specializa- 
tion. 

The shoes are as. handsome as it 
ever has made. 


STOCK WELT SHOES 


Leaders for August and September 
Deliveries 


Seven boots will be added to the stock 
of P. J. Harney Shoe Company, and 
will be ready for delivery September 1. 
All are nine inch lace patterns. Three 
are of Russia calf, one of Havana brown 
kid, one of black kid, one of gray nubuck 
and one of patent colt, with a gray cloth 
top. Heels range from 14-8 military 
styles to 19-8 Louis, of wood or 
leather. 

Nine leaders are in the stock for 
August delivery. They are made up of 
patent, dull and brown leathers, and 
are in button and lace styles. 


SPECIALTY OF FOLLOWERS 


W. H. Kay, Inc., Increases. the 
Supply 

To make a specialty of followers is 
something new. Followers are dupli- 
cates of lasts. They are put into shoes, 
after the lasts are withdrawn, and they 
stay in there until the shoes are shaped. 
Lasts cost twice as much, and are hard 
to get at that. So, it is economy to use 
followers. | 

Followers are not plentiful just now. 
Last makers do not make them, when 
they can help it. They have all they 
can do to make lasts. Now, W. H. 
Kay, Inc., Lynn, has started to make 
followers, and shoe forms, too. It has 
a new method, providing for the rapid 
and economical production of followers, 


SEE mS Se 
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News in Shoe oie 
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and forms. So supplies of followers will 
be increased in Lynn. There will be 
economy in it. 


TWO GOOD SELLERS 


A Pump and a Three-Eyelet 
Tie 

A. Lee Briggs, of Rogers & Briggs, 
who has spent the past two weeks 
selling shoes, tells of these two best 
sellers. 

A pump, with a colonial tongue, 
crossed by a single strap; vamp 44% 
inches long, leather Louis heel 19-8 
high. 

A three eyelet tie, with a colonial 
tongue, and ribbon lace one-half inch 
wide, vamp 4% inches long, leather 
Louis heel 19-8 high. 

Mr. Briggs has sold no boots the past 
two weeks. 


OLD LASTS—OLD FRIENDS 


No Economy in Frequent Chang- 


ing 


“‘We placed an order for lasts three 


-months ago,”’ remarked a Lynn shoe 


manufacturer. ‘The last maker put the 
order into his mill last week. . We will 
be lucky if we get those lasts in another 
three months. Our last maker has a 
lot of foreign orders ahead of our order. 
And we know another last maker who 
is absolutely refusing additional or- 
ders. 

“‘However, it’s an ill-wind that blows 
no good. If we cannot get new lasts, 
we must keep on using our old lasts. 
There’s economy in this. The more we 
use our old lasts, the less new lasts we 
buy. Hence the less our last bills at the 
end of the year. 

‘Lasts cost twice as much, and are 
few and far between at that. So we 
have to stick to old styles, the same as 
we have to stick to old friends. There 
is no economy in changing from one 
last to another every other week, and 
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'e e To Buy, | 


_'V Womens Shoes = | 





The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 


Princesses—Sandals, etc. 
Women’s Flexible Welts 
and McK and Warm 
Lined — Men's Slippers. 
TIMSON BROS., Inc, 
Boston, Mass. 











Aimericas foremost 
FELT SLIPPER 


oCine 
- 








NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Reddy to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CoO. 
1211 Washington Ave., St. Louis 








IN STOCK 


Black Kid, 1 7-8 Heel, 9-inch 
Lace Boot, in A, B, C and 
D Widths, agg Welt, 
Imitation Tip. Stock No. 
552- Price, $6.50 
EIGNER SHOE CO. 
173 Summer St., Boston, Mass. 











1508 WASHINGTON AVE 
8t. Lours,Ma 


Novelties in Stock 
for At Once Shipment 


HOE (Ompany 


“MODERN FOOTWEAGESE 
OR WOMEN, MISSES *CHILOREN 3 i 








u6 eal ease New Yorr.. 








QUESTIONS 
ANSWERED QUICKLY 


in **Where to Buy”? columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 











we are mighty glad that we are no longer 
driven to do it.” 


SHOE SHOP TALK 


On Leather, Skating Boots and a 
Sale 
“‘We will make shoes of any leather 
the buyer desires,’ says Mr. Gile, of 
Donovan, Giles Company. But we 
limit our vamps to 414, and our heels 
to 18-8. 


What About Skating Boots 


“Skating boots should sell the coming 
Winter”’ says the sales manager of a 
Lynn firm. ‘“‘But we haven’t an order 
for a single pair of them. . We have the 
lasts and patterns for them. But we 
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have no new samples of them. We are 
busy on staple shoes.” 


May Sell the Shop 


J. T. Hopkins & Sons, who have been 
in business in Salem for nearly 50 
years, have closed down their shop, and 
are going to sell it if they can. 


Black Boots Chiefly 


Travers Shoe Company is making 
chiefly boots for at-once delivery. Most 
of them are of black kid leather. Vamps 
are 414 inches long, and heels 20-8 
high. Some are button style. 

Next month, the company will start 
making some low-cuts for Fall and 
Winter. . 


New York City 


SHOE STOCKS LOW 


Many Requests for Footwear for 
Fall 


New York retail merchants report 
their stocks extremely low now. The 
consistent demand for shoes of all 
kinds, coupled with the general short- 
age of merchandise, served to move out 
stocks of Summer shoes early in the 
season and the general clearance sales 
which have been in progress since early 
in July have taken up most of the 
remaining merchandise from the retail 
merchants’ shelves. Many cases are 
reported where delayed shipments of 
Summer goods received from the manu- 
facturers within the past week or two 
have been placed in the clearance sales. 
It is said that a considerable amount of 
Summer merchandise still remains on 
order with the manufacturers and re- 
tail merchants are undecided whether 
to take in this stock if it comes along or 
cancel the orders. 

Fall stocks have not arrived in any 
large quantities as yet. As far as the 
purchasing public is concerned, it is 
said that Fall business could be begun 
any day now. All retail merchants say 
that they have received numerous calls 
for high shoes suitable for Fall wear and 
in each case the customer has vouch- 
safed the information that he or she 
desires to make purchases now to avoid 
still higher prices later on. 


ON FIFTH AVENUE 


Forty Dollars Quoted as an Intended 
Fall Price 


The manager of a prominent Fifth 
Avenue shop stated that he intended 
carrying women’s shoes as high as $40 


a pair next Fall and at a 34th Street 
store, whichis notina high-priced shop- 
ping district, it was said that $22 shoes 
would be carried in stock. The re- 
tail shoe merchants are frank to admit 
that they have fears concerning the 
volume of business that can be done 
at the high prices that will prevail next 
Fall. 

The repair departments of shoe shops 
and the many small concerns who do 
only repairing say they have more 
business now than at any time in their 
history. More repair shops are spring- 
ing up every week, particularly in the 
outlying sections of the city, where the 
retail merchants do not conduct a 
repair department in connection with 
their business. 


HIGH WAGES 


East Side Merchants Collect Large 
Luxury Taxes 


Retail shoe merchants on New 
York’s East Side and other slum sec- 
tions of the city are handling better 
grades of shoes than ever. The luxury 
shoe tax paid by some of the stores on 
the Bowery, Grand Street, Hester 
Street and similar thoroughfares is” 
larger in many cases than that paid by 
merchants in more desirable residential 
sections of the city. This is attributed 
to the fact that the thousands of work- 
ers in the men’s and women’s industry 
who live on the East Side are making 
high wages and spend their money 


freely. 
NEW SHOE STORE 


I. Abrahams Opened August 1 in 
the Bronx 

I. Abrahams, who has been in the 

shoe business for eighteen years acting 
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as buyer and manager of a chain of - 


retail stores, will, on August 1, open his 
own retail shoe store at 792 Tremont 
Avenue, Bronx, selling under the name 
of ‘Luna Bootery.” The’ establish- 
ment will be furnished with the very 
latest fixtures, and the large double 
windows will give ample room for 
display. The line will include men’s, 
women’s and children’s high grade 
shoes. 


STORE REMOVAL 
R. E. McDonald, Inc., at 344 Sixth 


Avenue 


The store of R. E. McDonald, Inc., 
has been removed from 340 Sixth 
Avenue to No. 344 on the same street. 
In anticipation of the removal, a clear- 
ance sale was staged by the store 
running from early in May to the 
middle of July. More than 12,000 
pairs of shoes were disposed of in the 
clearance sale. According to Manager 
S. Abraham, few of the shoes were sold 
below cost, except at the very end of 
the sale. An almost entirely new stock 
was placed in the store when it re- 
opened in the new location. Mr. 
Abraham went to Boston for his Fall 
purchasing the week of July 28. 





DOING GOOD WORK 


State Association of Shoe Mer- 
chants Educating Public 


Rochester merchants feel that the 
New York State Association of Retail 
Shoe Dealers is doing real constructive 
work through its publicity department 
which is sending articles telling the 
truth about shoe prices to all papers in 
the state in an effort to counteract 
articles which have recently appeared 
in various parts of the country charg- 
ing that shoe merchants are making 
unwarranted profits. 

Not only does this publicity help 
correct wrong impressions which the 
public may have, but it has greatly 
increased business in Rochester and 
everyone reports that today two pairs 
of shoes are the rule instead of the 
exception. 

At the present time, the publicity 
committee of the New York State 
Association sends out weekly articles 
to all papers of the state similar to the 
following: 


The Propaganda 


“A further boost in shoe prices is 
imminent. 

“This was predicted at the Rochester 
Style Show held under the direction of 


Rochester 
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NEW CATALOGUE 


Issued by Diamond Shoe Compene, 
with Index 


The Diamond Shoe Company, with 
factory at Brockton, Mass., and sales 
rooms at New York City, has just 
issued a very attractive and compre- 
hensive catalogue containing an index 
from which the reader may find readily 
where to look for the kind of shoe he 
may wish. 

The cover is printed in sand color and 
green, with a very attractive shoe in a 
green circle above the monogramed 
initials DS C. Over the circle appears 
the reading, ‘““The Shoe Above the 
Mark.” 

This catalogue contains a full descrip- 
tion of the Diamond Shoe Company’s 
in-stock styles for Fall and Winter, 1919-— 
1920. A full grain leather shoe, made 
from veal calf, is a leader, as is also the 
“Racer,” 
There are over one hundred styles in 
stock which are handled on the “same 
day ’’ shipment plan. 

It will pay every retail shoe merchant 
to send for a copy of this catalogue. 
Write 196 Church Street, New York 
City. 


the Rochester Association of Traveling 
Shoe Salesmen early this month and 
this prediction has been borne out by 
the warning now being voiced by retail- 
ers who say that an additional boost of 
$1 and more will be tacked on to the 
better grade of footwear this Fall. 

‘‘In stating reasons for this they point 
to the fact that the cost of raw material, 
particularly hides, coupled with the 
increased wages granted to workers, 
ranges from 100 to 250 per cent, and 
because of these conditions, they say, 
manufacturers ‘have jacked up prices 
on footwear for the Fall and Winter 
trade to such an extent that some shoes 
will be selling at from $16 to $20 a pair 
within the next month or two. 

‘Another factor that enters into the 
price situation is the unprecedented 
demand for both leather and shoes both 
at home and abroad, and the foreign 
demand probably is the greater factor. 
The high cost of raw material is blamed 
by the tanners on the big packers, the 
former declaring that they have added 
no more to the price of leather than the 
increased cost of hides and labor, con- 
tending at the same time that their 
percentage of profit is no higher than 
formerly. 

“The packers have met this charge 
with the claim that hides have reached 





79 


Wer ere To Buy 
YWomer's § aoa’ 








BOUDOIR SLIPPERS ;%, 


Black, $1.40 
Colors, $1. a 
5% off 10 days 
Goods s ipped day 
order is received 

er Shoe Co. 
. _ 280 River St. 
Haverhill, M 














The Westcott- 
Whitmore 
Compan my 

Syracuse 

conammennna 

Women’s Footwear 

Welts, Turns and 


icKays 
IN STOCK 








a Coco Russia calf bal. | 


Bluestein Pros 


WOMEN'S FINE SHOES IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 
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SOFT SOLES 
A Wonderful Line for the 


All leather « lines 
ranging in prices 
from $3.60upwards 
Aioalianel ladies’ 
p Straps in all 
styles a ~—. 1 


NU BABY SHOE CO., Rect bene Mee: 















Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


HenryKleine & Co. 
Chicago 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 








INFORMATION ‘iercscss 


‘Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 

















_ To Buy 
Mens Shoes % 








STOCK DEPTS <> 


iS AT YOUR SERVICE 


THe STETSON SHOE Co.iK0 
Soutw WeYMourTH,Mass. 











Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford. A-D 5.00 
Gun Metal Pump A-D 5.00 


KNOX SHOE CO., Milford, Mass. 
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Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 


SHOES 
BROCKTON, 




















Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 


THE 
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a record-breaking price. The whole 
world is in the market for leather, they 
assert, Europe bidding against the 
United States for its supply. They say 
they can see no substantial relief until 
animal production in all the hide- 
producing countries becomes normal 
and shipping tonnage is so regulated 
as to provide for the movement of 
hides from the producing centers. 
England, France, Belgium and other 
European countries are reported to be 
suffering from a scarcity of leather, 
which makes the demand for the 
American product greater. 

“Dealers charge that a shoe which 
cost $3.30 to manufacture in 1915 now 
costs $6.92 to make. It is said that the 
cost of producing shoes has increased 
122 per cent since 1915.” 


CLEARANCE SALES 


A Feature Despite the Rising Prices 
of Shoes 


In spite of the rising prices of shoes 
and leathers, Rochester shoe stores are 
conducting their annual July clearance 
sales and offering first-grade shoes at 
big reductions. Not only are the stores 
calling attention to the sales in their 
advertising, but they advise purchas- 
ing, not only for this Summer, but for 
next Summer’s requirements also. 

In one store, large display cards are 
used calling attention to the sale in the 
following manner: 
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“We feel it our duty to warn our 
customers that in the face of shortages 
in materials and labur it will be a long 
time before low shoes are again offered 
at such prices. 

“Our advice is buy immediately — 
with a thought for the future.” 


LUNCH ROOM OPENED 


Blum Shoe Manufacturing Com-. 
pany Have Modern Restaurant 


The Blum Shoe Manufacturing Com- 
pany. of Dansville, New York, makers: 
of Kreep-A-Wa felt slippers, recently 
purchased a house adjoining their 
factory which they have remodeled 
and opened as a lunchroom for their 
employes. 

Meals are served three times a day 
at a cost of seventeen cents each, or for: 
$3.50 per week. All supplies are pur- 
chased at wholesale and sold at cost. 

The menu is varied daily, and at each 
meal a choice is given of two meats 
with potatoes, fresh vegetables, and a 
dessert. Cyril Fedder, a former cook 
with the 77th Division Headquarters, 
is in charge of the lunchroom, and with 
three assistants is making every effort 
to give the Kreep-A-Wa makers the- 
best food obtainable. 

The most modern restaurant equip- 
ment has been installed throughout, 
and the floors are covered with a cork 
material which was formerly used for 
soles in Kreep-A-Wa slippers. 


Cincinnati 


BUSINESS IS BRISK 


Not Many Price Reductions—Public 
Understand 


Though but few lines are offered at the 
bargain sale prices at the local retail 
stores, the managers nevertheless find 
that this is having little or no effect 
upon the volume of business, for it has 
continued with the usual briskness, 
characteristic of the entire season. Here 
the retail merchant is putting on sale 
only two and three lines of white foot- 
wear, and when questioned by the con- 
sumer as to the limited stock at sale 
prices he explains the situation by 
pointing out the daily advancing 
prices and the inability to replace goods 
at the present prices; in general showing 
his customer that he is really getting 
good,value for his money without the 
reduction of price. The retail merchants 
report that they find the public pretty 
well informed regarding advancing 
prices, and, therefore, have few com- 
plaints from the customer when he finds 
that a majority of the lines are not re- 


duced even if the semi-annual clearance 
sale is advertised. . 


POTTER SHOE COMPANY 


Believe in Careful Naming of 
Sales 


The Potter Shoe Company started 
its Clearance Sale this week following 
their usual July sale. The Potter Com- 
pany believes in the psychological effect 
of the naming of a sale. Following their 
Clearance Sale they will have a Clean- 
Up Sale or a Cut Price Sale if their 
stock should demand it. 

Eddie Franken of the men’s shoe 
department of the Potter Company will 
spend his vacation in the east during the 
next ten days. 


SMITH-KASSON COMPANY 


Start Odds and Ends Sale 
August 1 — 


L. N. DuCase of the men’s depart- 


ment of the Smith-Kasson Company 
states that he has not found it necessary 
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to put on a sale this season as yet, his 
stock being in such satisfactory shape. 
He plans to start a sale the first of 
August on a few odds and ends. Up to 
the present, Mr. DuCase says he has 
had big business on all of hislines. Mr. 
DuCase plans to take his vacation in 
the near future. He says he expects to 
go into the country proper this year, 
where he can actually rest. 


H. M. Kendall Returns 


H. M. Kendall, one of Smith-Kasson 
Company’s valued men, returned last 
week to his old position as manager of 
the men’s and children’s footwear de- 
partments. Mr. Kendall recently re- 
ceived his discharge from the quarter- 
master corps of the United States 
Army. 
the service, a great portion of which 
was in France. During Mr. Kendall’s 
absence, Mr. DuCase acted as manager 
of the men’s department. 


A Splendid Season 

H. J. Momper, manager of the wo- 
men’s shoe department of the Rollman & 
Sons Co., reports a splendid season. He 
says he has put on at sale prices only a 
limited number of lines and finds that 
the advertising done on those lines 
offered in the sale has considerably 
stimulated business in the lines which 
are not reduced. 


FEW REDUCED PAIRS 


News from the Walk-Over Shoe 
Store 


The Walk-Over Shoe Store is putting 
so few pairs of shoes on the cut-price 
list that they have adopted the plan of 
putting the shoes on which the prices 
are reduced, in the window, and placing 
with them a card showing the price, 
the sizes and widths left, and the num- 
ber of pairs. As they sell a pair, they 
mark it off on the card. 

The Walk-Over store is among the 
first to show advanced Fall and Winter 
styles. They have but a few pairs on 
display in their show window this week. 


TO MANUFACTURE 


R. W. Wellington Resigns from 
Potter Shoe Company 


R. W. Wellington, one of Cincinnati’s 
best known retail shoe men, who was 
for eighteen years connected with the 
Potter Shoe Company, and twelve years 
manager of the children’s department 
of that company, has resigned bis posi- 
tion, effective August 1. The children’s 
department of the Potter store is one of 
the largest of its kind in the country. 
After twelve years of valuable experi- 
ence in such a department, Mr. Welling- 
ton has decided to join the ranks of the 





He spent twenty-two months in - 
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manufacturing end of the industry 
where a larger field is available. He 
expects soon to be able to announce his 
future connections. 


NATIONAL SHOE TRAVELERS 


W:ll Hold Style Show At Gibson, 
January 6-7 

The special meeting of the Cincinnati 
Association of the National Shoe Travel- 
ers, held at the Gibson Hotel, July 22, 
brought forth the decision of the asso- 
ciation to hold a style show in connec- 
tion with the convention of the National 
Shoe Travelers’ Association next Janu- 
ary 6 and 7 at the Hotel Gibson of this 
city. The show will cover three days 
following the convention, January 8, 9, 
and 10; and it promises to be one of 
the greatest since the beginning of the 
Style Show era. Cincinnati manufac- 
turers are accepting the idea with much 
enthusiasm and are offering their entire 
support. 

The Style Show Committee consists of 
W. T. Dickerson, sales and advertising 
manager of P. Sullivan & Co., chair- 
man; Jacob Epstein, sales manager of 
the Helmers Bettman Company; Chas. 
Van Ausdal, W. Brunner, E. B. Haferte- 
pen, Irwin Roth, and F. J. Weber. 

The Entertainment Committee has 
been appropriated enough money to 
thoroughly finance the entire corven- 
tion, and their plans, which are yet in 
the making indicate that everything 
will be done on an elaborate basis—in 
fact, every phase of the convention bids 
fair to be a great success at this time. 

Frank J. Weber, secretary of the 
Cincinnati Association of the National 
Shoe Travelers, will spend the next two 
weeks in the East on his vacation, ac- 


‘companied by his wife. 


Among the visiting buyers in this 
market during the past week was a rep- 
resentative of the American Shoe Stores, 
Cape Town, South Africa. This foreign 
purchaser was here seeking to place his 
order for some footwear of a high-class 
nature. The local manufacturer whom 
he called on had to refuse his order due 
to the large amount of domestic business 
already booked. 


Shipment to Paris 


That’ the call for Milwaukee-made 
shoes for export is opening up in splen- 
did shape is evidenced by the fact that 
the Edmonds Shoe Company has just 
made a shipment of 3,000 pairs of “‘Foot- 


_ Fitters” to a Paris shoe merchant. This 


order of 3,000 pairs, which was shipped 
complete from stock within forty-eight 
hours after its receipt at the factory, 
was, in fact, a re-order on an original 
order of 648 pairs which was shipped in 
February. 
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HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 
GUARANTEED 
HUB TWO YEARS 
GORE Hub Gore means Quality ond 
A Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 
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TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 
STANDARD 


90°) Standard Kid Mfg. Co. 


Sse 207 South St., Boston, Mass. 












































The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
Creese & Cook Co. $Seuth Strest 


Tanneries at Danversport 
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DO YOU KNOW? 


that you can buy it—or 

sell it— through the 

lif i} ‘Where to Buy” columns, 
Fy 








This feature in its quick 





service is a time saver in 
meeting immediate needs. 




















SHOE RECORDER 


Aug. 2, 1919 


BOOT: AND 


Cleveland 


FECES iy 


ING PLATES, COPPER AND font ia 
STEEL FACE ELECTQOTYPES — 


TOOT 


CAMBRIDGE MASS 
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Telephones: Fort Hill 1006 and 1007 
DESIGNERS AND 


PRINTERS 


of High-Grade Catalogs and 
Advertising Literature for the 


SHOE TRADE 


74 INDIA STREET .*. BOSTON 











Everybody in the SHOE TRADE 
knows us, originators of labels 
for Shoe Cartons. Send for sam- 
ples which speak for themsceives 





ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








Mailing Addressing 
MULTIGRAPHING 
Rapid, Accurate Work. Low Prices 
Devonshire Multigraphing Co. 
85 De hire Street, t 

Tel. Fort Hill 1223 











COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
‘4 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








SYSTEMS IN SHOE 
STORES 
Equipment, accessories, specialties; 


what to use and where to get it, 
is a part of “Recorder” service to 





merchants. 








Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


*““FUTURES” IN SHOES 


Public Buying for Next Fall and 
Winter 

The average, or rather “smart,” 
Cleveland shoe wearer has taken a tip 
from the retail merchant, and is buying 
“futures”’ in shoes. 

Many of the shoe merchants here 
have been buying further ahead than 
ever before. They have been going on 
the theory that it is wise to buy as 
many next year’s goods as it is possible 
to get. 

So strongly has this future buying 
campaign of the retail merchant been 
waged that it got noised about in 
Cleveland pretty generally, and now the 
consumer is buying shoes that he won’t 
wear for some time. 

There has been a tremendous sale of 
white goods all through the early Sum- 
mer months, and there has been no 
abatement in late July. Merchants 
look for a continuance of it through 
August and possibly September. 

There’s something on out of the ordi- 
nary in sales of oxfords at least for this 
time of the year. Ordinarily the heavy 
sales of low shoes made of heavy leather 
start early in the Spring, but right now 
there’s an extraordinarily large number 
of oxfords, tans and blacks being sold 
in this city. 

A man who wasn’t “‘on’’ to conditions, 
might say that everybody’s going to 
discard the high shoes for Winter, and 
wear spats, but that’s not true. 

Just go into any clothes closet in the 
average Cleveland home and look up on 
the shelf and one will find more shoes, 
new ones in low cuts, stored away than 
ever before. 

No! These Clevelanders were not 
going to wear those shoes this. coming 
Winter. They’re saving them for next 
Spring and Summer. Judging from all 
the talk that is going on, these future 
buyers have come to the conclusion that 
shoes might be a mighty scarce article 
next year. They also figured that if the 
Cleveland retail merchant was buying 


so heavily for the future to save money 
they ought to do the same. 


LOW HEELED SHOES 


Foreign Population Buying for 
Friends in Balkan Countries 


Wholesalers here report that there is 
quite a demand just now for low heeled 
high shoes for women. This has caused 
some surprise as a woman with a low 
heeled shoe is quite a rarity in Cleve- 
land. 

But it turns out that the low heels are 
being bought for shipment to friends in 
Europe. Shoes are dearer than dia- 
monds over there, and everybody in the 
old country who has a friend over here is 
stocking up for Winter, through the 
local residents. 

Cleveland is now a city for approxi- 
mately 950,000 and several hundreds of 
thousands of men and women of foreign 
birth reside here. They have all made 
good money during the war, and now 
they are coming to the relief of their 
friends and relatives in stricken Europe. 

The low heeled shoe seems in vogue in 
the Balkan countries, where most of 
the shipments go, and the volume of 
buying is reported to be heavy. 


RESTING ON OARS 


Northern Ohio Association to Have 
Big Fall Program 


Officers of the Northern Ohio Shoe 
and Leather Club are resting on their 
oars, while the whole city is stifling in 
heat, but they will have a program 
ready for the Fall that has been designed 
to hold interest of every club member, 
according to’C. E. Petot, president of 
the organization. 

In the last week there have been @ 
number of inquiries from Northern 
Ohio cities about the organization, and 
these have led Mr. Petot to believe that 
the ‘club’s facilities for getting posted 
on trade conditions will be utilized by 
merchants throughout the northern part 
of Ohio. 


Kansas City 


A NEW PLANT 


Juvenile Footwear “‘In a Complete 
Sense’’ Will be Manufactured 
Will R. Hill has recently disposed of 
his interests in the Ellet-Kendall Shoe 
Company of Kansas City, Mo., of 
which he was vice-president. 


W. E. McNaghten who was vice- 
president and sales manager of the 
Ellet-Kendall Shoe Company has also 
disposed of his interests in this com- 
pany. 

Messrs. Hill and McNaghten to- 
gether have purchased from the Ellet- 
Kendall Shoe Company their complete 
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stock of juvenile footwear and plan to 
get into the juvenile game as distribu- 
tors at an early date, plans now being 
under way. 

Mr. Hill states that while they have 
not decided whether they will handle 
juvenile footwear exclusively, or in a 
general way, that, nevertheless, they 
are “‘going into it in a complete sense 
either way after August 1.” 

Mr. Hill will continue his business 
activities in Kansas City. 

Prior to his connection with the 
Ellet-Kendall Shoe Company, he was 
connected with the McElwain-Barton 
Shoe Company as a road salesman. 
Several years ago he was the “big gun’”’ 
in Arizona and New Mexico where his 
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annual sales averaged one-half million 
($500,000) dollars. 

Mr. Hill is one of the best known and 
liked shoe men in the West. He has a 
following which insures him a still 
greater success in his own business. 


L. G. RUSSELL IN EAST 


Visiting Factories at Rochester, 
Brooklyn, New York and Boston 


L. G. Russell, manager of the shoe- 


department of the George B. Peck Dry 
Goods Company, is now in the East on a 
buying expedition. Mr. Russell is visit- 
ing factories at Rochester and Brooklyn, 
New York, and expects to include Bos- 
ton, Haverhi'l, Brockton, and Lynn, 
Mass., in his itinerary. 


Louisville 


BUSINESS IS ACTIVE 


Demand for Women’s and 
Children’s Shoes 


Heavy rains following a violent storm 
July 15, broke short one of the hottest 
July periods that Louisville has known 
in several years, the thermometer 
dropping from the nineties to a tem- 
perature of 68 degrees within a few 
hours. This resulted in retail- business 
again picking up after a few dull days 
that reminded one of the dog days as 
they are known. Business as a whole 
has been good, there being a good de- 
mand for women’s and children’s shoes, 
with men’s lines fairly active. How- 
ever, the vacation season is now in full 
swing, and on real hot days there isn’t 
much doing downtown. 


A LABOR CHANGE 


Frankfort Factory Will Employ 
Civilians Instead of Convicts 


At Frankfort, Ky., announcement has 
been made by the Hoge-Montgomery 
Shoe Company, to the effect that it is 
going to put in a new factory, employ- 
ing civilian labor, on women’s, misses’ 
and children’s footwear. The present 
factory is at the reformatory and uses 
convict labor. This company has been 
in operation a number of years, and 
is doing a big business annually. 


SUMMER OUTING HELD 


Enjoyed by Local Retail Shoe 
Association 


The first outing of the year was held 
by the Louisville Retail Shoe Associa- 
tion at South Park, on July 15. The 
members went in autos to the fishing 
club, ten miles from Louisville, where 
an excellent lake provided good fishing, 


swimming and boating. A big rain 
caught the crowd en route, and spoiled 
the day somewhat, as no baseball could 
be indulged in. However, water sports 
and cards came into prominence, and a 
barrel of iced beer from a member’s 
cellar aided in making the meeting 
enjoyable. Luncheon was served in the 
middle of the day, with a chicken dinner 
in the late evening. 


AT LEVY BROTHERS 


Closes Out Stock of Misses’ and 
Children’s Shoes 

The house of Levy Brothers, which 
has been handling women’s, misses’, 
and children’s shoes for a number of 
years, announced during the week of 
July 14 that it would clear out these 
lines at reduced prices in order to make 
additional room for its boys’ and men’s 
departments. Two days later the sale 
was called off, the company having 
closed a deal with the Dan Cohen Com- 
pany to take all remaining stocks off of 
its hands. The latter company im- 
mediately advertised a big stock re- 
duction sale. Levy Brothers expect to 
greatly enlarge several boys’ depart- 
ments, and will continue its boys’ shoe 
department with the men’s shoe de- 
partment. 


EARLY CLOSING HOURS 
Also News from Levy Brothers’ 
Store 

At Paducah, Ky., the merchants are 
observing better hours than at almost 
any place in the state, the stores closing 
at 5.30 during the week and 9 o’clock 
on Saturday evening, except during the 
latter part of December. These hours 
are now maintained in seven months of 
the year in Louisville. 

Levy Brothers, of Louisville, had a 
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Change your Faded or Off- 
colored Shoes to the Latest 
Fashionable Cordovan Shades by 
our Patented Process. 

Results are simply wonderful. Color 
Permanent. NO PAINT. 

It will pay you to write us! 

Albany Shoe Repairing Co. 

157 Kingston St., Boston 
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Fox 2-Ply Shoe 
ha 
The only one having 


the 2-ply Feature. 
Made Exclusively by 


THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 
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The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 
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Where to Buy 


Men’s Shoes 








FINE FASHIONS FOR MEN 


CARTONS 


FISKE SHOE & LEATHER CO. 


717-719 Atl 











Men’s Welts 


Ghee) UNBRANDED UNION MADE 


IN STOCK 


DIAMOND SHOE CO. 
Above the Mark 


Factory 


Salesroom 
Brockton New York, N. Y. 











foR I1 EN 
~ipenee to dress 





Brockton. Mass. 
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MAKERS OF MEDIUM PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 








Where to Buy 


Men's, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 








ELIAS BERLOW 
Selling Agent 
“FISKE”’—MEN’S SHOES 
“ ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
essive journal in the world pub- 
ished for the shoe merchant. 











special event for the kiddies during the 
week, when they had Tim Hendryx, 
premier batsman of the American 
Association, and Dixie Davis, a star 
hurler, and both of the Louisville club, 
in the boys’ department between the 
hours of 10 and 12 o’clock, to instruct 
boys in the art of batting and pitching. 
Both men are former big leaguers and 
still young. 


Double Floor Space 

H. P. Selman & Co., are considerably 
torn up as a result of a large crew of 
men working on the building, which 
will have practically double the present 
floor space when improvements are 
completed. Three floors, two stores 
wide, are being added on the north side 
of the building, these floors being over a 
jewelry store and restaurant, and not 
having ground floor openings. 
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NEW SHOE STORE 
Al Vogel Has Returned from Coast 
Trip 


There is a rumor in Louisville to the 
effect that a new shoe store may be 
established on Fourth Avenue within a 


‘ short time. It is known that one very 


good line of men’s shoes is without 
representation at the present time, and 
that it could be secured, and that this is 
the line that*the promotor is figuring 
upon. 

Al Vogel, of Vogel Brothers Shoe 
Manufacturing Company, is back on 
the job after a trip to the Coast. Mr. 
Vogel was very much in evidence at the 
shoemen’s outing, as was also his 
brother John Vogel, who invited the 
shoe men to the South Park Club when 
it was learned that the Pastime could 
not be secured. 


Philadelphia 


CLEAR SKIES HELP 


Business Goes Ahead as Abnormal 
Rains Disappear 


Business has proceeded without any 
radical change in pace since the end of 
the two-week period of heavy rain 
storms. The latter did diminish sales 
volumes for a time, though merchants 
aver that toward the end of the period 
the public evidently got more accus- 
tomed to the weather, and sales picked 
up. 

The speed of clearance, on the whole, 
has been good, and apparently there is 
more pronounced demand for oxfords 
than has been the case in previous sea- 
sons. This is explained by the fact 
that high prices have held back many 
consumers, who formerly bought earlier 
in the Summer, until such time as the 
replenishing of their footwear has 
become a necessity. 

There is no doubt, too, one buyer says, 
that another classification of consumer 
is buying more heavily than formerly 
on the strength of predictions that 
prices are to be much higher in the Fall. 

“In our men’s department particu- 
larly,’’ he says, ‘‘we are often able to 
make two sales grow where one would 
normally grow, simply by calling the 
customer’s attention to the fact that 
‘this pair of high.shoes, which we can 
sel] now for $12, will have to be priced 
at $15 or more when the new stock 
comes in. You will save money by 
buying now instead of waiting until 
Fall.’ The result is that the man who 
came in to buy a pair of oxfords, goes 
out with two pairs of shoes instead of 
one.” f 


QUOTATIONS MUDDLED 


Retail Trade Much Irritated by 
Fluttering Prices 


The stores are becoming rather irri- 
tated at the upset condition of prices 
which are reflected in the quotations 
of the shoe manufacturers. Buyers say 
that it is very difficult to pin down the 
prices on the goods they are offering. 
It is no uncommon thing to receive a 
letter quoting prices, and a telegram 
cancelling the quotation almost simul- 
taneously. Sometimes the telegram 
reaches the buyer before the letter, and 
sometimes it does not reach him ‘until 
after he has wasted considerable time 
on tentative figuring of purchases on 
the strength of the letter. All, of course, 
are willing to make reasonable allow- 
ances for the fact that conditions are 
decidedly abnormal, but the feeling is 
growing among a good many merchants 
that they are not bad enough to war- 
rant the prices and the uncertain terms 
which the manufacturers of shoes in 
their turn are undoubtedly forced to 
offer. 


MANUFACTURERS KICK 


Feel High Leather Costs Not War- 
ranted by Conditions 


Even the manufacturers here are ex- 
pressing this opinion. William E. 
Waters, of Ziegler Brothers, is quoted 
as calling present conditions ‘“‘un- 
healthy,”’ and holding that there is no 
legitimate reason for further advance 
in prices. 

Other manufacturers declare that they 
are helpless under the speculative in- 
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flation of costs which stocks have 
received by the time they reach them, 
and assert that conditions in the 
leather markets are very similar to 
those toward the raw-material end of 
textiles, where stocks swing around in 
circles of purchases, each at an ad- 
vanced quotation, and wind up with 
ownership vested back in the original 
holder, without the stock ever having 
left his warehouse. 

So far, however, nobody seems to 
be able, or willing, to come forward 
with any specific charges of unethical 
practice, or to put his finger on any one 
spot in the trade and say, ‘Here is the 
guilty group.” 


FALL PRICES GROW 


Average’ Retail Price Above the 
$15.00 Mark 

From quotations which they have 
received so far, retail merchants now 
feel that there will not be much to offer 
the public, except in the way of the 
most cheaply constructed. shoes, at 
anything less than $10, and that the 
average retail price is bound to be 
above the $15 mark—probably closer 
to $20. 

More than one buyer has sensed a 
new danger in the rapid advance of 
prices. It is a téndency on the part of 
the public to wait for the sacrifices of 
the clearance sales. Any further de- 
crease in the volume of regular sales, 
with an increase in the proportion of 
sacrifice sales, is not going to be very 
healthy for retail profits. 

It is.pointed out, too, that despite 
the public’s final education to the pres- 


ent and past high prices, it is going to, 


be a big job to start a new education to 
still higher prices. Then, too, there will 
be a diminution of a certain factor 
which helped powerfully in the past 
season, the absolute necessity of re- 
outfitting following a period of war 
economy, and the re-outfitting of the 
returning soldiers. 

As a result of these considerations, 


buyers are becoming very conservative, . 


and despite all predictions of continued 
advances, many of them are fighting 
very, very shy of overbuying. 


AWAIT N. S. R. A. ACTION 


Directors to Meet About Middle of 
Month 

There is a meeting of the Board of 
Directors of the N. S. R. A. scheduled 
for August. President Geuting has not 
yet announced the date, but the prob- 
abilities are that it will be held on or 
about August 14, and there are also 
probabilities there will be some very 
interesting discussion of conditions, 
and of ways and means when the di- 
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rectors gather. There is a feeling that 
conditions are rapidly getting to the 
point where action by the N. S. R. A. 
along several lines will be very welcome 
and have a stabilizing effect. 


NEW LEATHER FIRM \- 


Brown & Pleate to Sell Cut Sole 
and Leather 


With advancing prices in leather, 
there is to be noted the entrance of 
many new firms into the trade, a condi- 
tion which is paralleled in the textile 
field. One of the latest in Philadelphia 
is that of Brown & Pleate, which has 
opened offices at 225 N. Third Street. 
This firm, it is announced, will do a 
wholesale business in sole leather and 
cut soles. 


READY AUGUST 1 


The Alexander & Irwin Company 
Add to Sales Staff 


The Alexander & Irwin Company, 
who control the hosiery depaftment for 
the Nemours Trading Corporation, an- 
nounce the following additions to their 
sales staff: M. Kagin, export depart- 
ment, New York City; Edwin J. Schan, 
Brooklyn, New York; Maurice L. Stet- 
tiner, formerly of Shaw Stocking Com- 
pany, Manhattan; W. G. Valentine, 
Pennsylvania; F. A. Murray, formerly 
of Emery Beers Company, Bronx; 
Addison D. Osborne, Indiana; Ernest 
Steinman, South Carolina; J. Howard 
Alexander and Edward Saunders, 
Maine, New Hampshire, Rhode Island, 
Massachusetts and Vermont. 

The Alexander & Irwin Company 
state that their line will consist of men’s, 
women’s and children’s hose and will 
be. ready for the trade August 1. The 
company is building on a first year’s 
business of from three to five million 
dollars. Already many orders have been 
booked and the company expects to 
have their men on the road this week. 

Headquarters at 151 Fifth Avenue, 
New York City is rapidly getting into 
shape and many buyers are coming in 
daily. The Alexander & Irwin Com- 
pany will still continue their business at 
1001 Chestnut Street, Philadelphia. 

W. C. Alexander, head of the com- 
pany, states that they expect to have 
everything in plain and fancy, full 
fashioned and seamless hosiery, starting 
with infants’ socks and going up to the 
very finest silk for men and women. 


SALESMEN’S CONVENTION 


Hagerstown Shoe & Legging Co. 
Award Cash Prizes 


The Salesmen’s Convention of the 
Hagerstown Shoe & Legging Co., held 
in Hagerstown, beginning July 21, was 
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ES—we had to do it again. This is 
the third move since the beginning of 


our business and we are still young. 


In fact, we are the youngest firm in Haver- 
hill making women’s turn shoes—but we 
are today one of the largest in factory 
capacity. 

Our progress and development, rapid as it 


has been, promises to be exceeded from 


now on. Fine footwear and fair dealing 


are bound to do it. 
. The increased manufacturing facilities at 
our disposal place us in the best possible 


New 


position to serve trade. lasts of 


Here 1s 


where 
our 
Shoes 
are 
now 
being 
made. 


A 


constantly 
increasing 
business 


makes 


this new 


factory 
Necessary. 


high and low heels have been added, dis- 
tinctive patterns selected, and our entire 
organization keyed up to achieve results. 


Naturally we experience a feeling of grati- 
tude for every measure of support which 
has come to us in the form of orders from 


all quarters. 


We would not lose this 


opportunity to extend thanks. Continued 
favors will be merited by the better values 


and better deliveries our 
possible. 


P. S. 


try us with your next order. 


move makes 


If not a customer now, you better 
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most successful. Great enthusiasm was 
shown by all present and the attendance 
was very nearly complete. 

The big day of the convention was 
Tuesday, July 22. In the morning was 
witnessed the lasting of the first pair 
of misses’ McKay shoes in the new fac- 
tory. In the afternoon an automobile 
trip was taken to Williamsport where 
one of the company’s tanneries was 
inspected carefully. 

In the evening all assembled at the 
Country Club for the big annual dinner. 
L. V. Hershey, secretary of the com- 
pany, acted as toastmaster. Also mem- 
bers were called upon to make-a few 
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remarks, and all showed the greatest 
enthusiasm for the Hagerstown Line. 
The item of greatest interest was the 
award by Lewis T. Byron, president of 
the company, of substantial cash prizes 
for the sales efforts of the past year. 

After the dinner the salesmen ad- 
journed to the bowling alleys, and under 
the leadership of the two overseas men, 
Sergeant J. W. Shank and Corporal 
E. K. Needy, all who cared to bowl 
went into vigorous and friendly competi- 
tion for the balance of the evening. 
Elsewhere in this issue will be found 
names of the salesmen and their terri- 
tories. 


Lynchburg Va. 


CONSERVATIVE BUYING 


Local Manufacturers Encouraging 
Merchants Along This Line 


The continuously ascending price of 
leather with the consequent increase in 
the cost of shoes as turned out by the 
manufacturer is causing retail merchants 
served by local manufacturers to adopt 
the policy of hand-to-mouth buying. 
While this has been evident, to a certain 
extent, during the past year, it is just 
now becoming still more popular. There 
are yet no indications of cheaper shoes 
at any time in the near future, say 
manufacturers, who, themselves, are 
becoming/disturbed over the situation. 
They realize that there must come a 
break sometime, and they are hesitant 
about laying in large stocks of raw 


material lest the break should come : 


earlier than looked for and catch them 
with a large quantity of high price 
material on hand. 

As a result local manufacturers are 
encouraging the hand-to-mouth buying 
on the part of retail merchants, rather 
than otherwise. They believe it to be a 
wise policy all round. The traveling 
salesmen of the largest manufacturing 
concern here are still off the road, and 


they will not be sent out again, it is 
stated, until all orders now on hand 
have been filled. This is hardly to be 
expected before sometime in Septem- 
ber. 

All local plants are running at full 
capacity in an effort to catch up with 
orders, but the majority still are far 
behind in this. 


A GOOD BUSINESS 


Some Difficulty in Keeping Stocks 
Replenished 


Lynchburg retailers report a con- 
tinued good business, the Summer 
trade so far having been especially 
satisfactory, and they are not looking 
for a falling off in Fall business. Forced 
by their own caution and that of the 
manufacturers to buy in such small 
quantities, however, they are having 
some difficulty in keeping their stocks 
up to the standard. 

While buyers so far have paid com- 


paratively little attention to the steady 


increase in the price of shoes, there is 
some belief that the prices of Fall shoes 
will be so high that this condition will 
be changed and a consequent falling off 
in business, to a certain extent, result. 


Chicago 


BIG JULY BUSINESS 


Price Appeal a Factor in Heavy 
Purchasing 


In the opinion of a few of the shoe 
merchants and reports from the trade 
generally, July business among the shoe 
Stores was nearly as large in volume as 
that in the month of June. The price 
appeal that many stores are using in 


their advertising may be partly re- 
sponsible for such an effect, giving the 
impression to the public that prices of 
shoes are continually rising and marked 
savings can be made by purchasing as 
many pairs of shoes as possible right 
now. July clearance sales also have been 
an important factor in maintaining big 
volume, but whatever the reasons, the 
phenomenal business that has been 
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done during July has eclipsed most of 
the merchants’ expectations. 


ATTESTED BY M. A. 
MITTELMAN 


Three Pairs of Shoes Bought at One 
Time 

M. A. Mittelman, manager of the I. 
Miller store, says that this July proved 
to be the most successful and he has 
witnessed more eager shoe buying than 
any previous July in his,15 years’ 
connection with the shoe business. 

“‘Customers have been flocking into 
the store during the entire month. 
Prompted by the fine weather, special 
sales and anticipating rising prices, 
women have been visiting our store, 
apparently with bulging purses, anxious 
to buy not only one pair of low shoes at 
clearance prices, but as many as three 
pairs of pumps or oxfords, and in a fair 
proportion of cases they have bought 
high+shoes. Business this past month 
certainly has reached a surprising vol- 
ume, and I thoroughly believe the 
momentum will be carried through 
August with equally as_ successful 
results. The buying spirit is with the 
public; people have the money and 
they are looking in all directions to 
spend it for worth-while merchandise; 
quality shoes, as well as other quality 
apparel, are bound to receive attention 
with scintillating purse strings.” 


LOW SHOES SELLING 


Some Merchants’ Stocks of Oxfords 
and Pumps Entirely Depleted 


It is difficult to define just what kind 
of shoes in a general way are selling 
most actively. The fact of the matter 
is that everything in the shape of an 
oxford or pump, whether it be white, 
black or brown, is being called for in all 
stores in and out of the loop. Some of 
the merchants’ stocks of low shoes are” 
well nigh depleted, while others have 
sufficient to keep trade active for several 
weeks. 


AN EFFECTIVE AD 


Hub Shoe Store Has Heart-to-Heart 
- Talk 


A HEART TO HEART TALK WITH 

MEN ABOUT SHOE PRICES 

Newspapers are filled with articles 
foreeasting higher shoe prices. These 
are accredited to the increased cost of 
production, the advance in hides due 
to the presence of foreign buyers and 
the shortage of calfskins. We antici- 
pated these enormous increases months 
ago and bought accordingly. 

Here is a fact we want to impress 
upon all men in Chicago. Not a pair of 
shoes bought by us at the old prices has 
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FACTORY: 2953-81 Atlantic Avenue, 


HYGRADE SHOE WORKS 


The Market Condition--- . 
Makes Necessary This s 


Announcement — s 


WwW find ourselves in the position of being 


unable to quote prices on our mer- 

chandise. Leather and other ma- 

terials are very unstable and manufacturers 

of these will only accept orders subject to 

prige at time of delivery. To this is added a 
labor condition equally uncertain. 


As a result, we cannot say at what price we = 


may from day to day offer our misses’ and 
children’s shoes— 


We can assure prompt delivery—and we 
pledge our customers a price as low as can be 
given. We advise that orders be placed at the 
earliest moment to avoid later advances. 


Our catalog will show our styles and we will 
send a copy on request. 





108-110 Duane St., New York 


\ 
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BROOKLYN, N. Y. 
CHICAGO OFFICE: Lees Building 
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been advanced according to today’s 
market. And we are giving our patrons 
the benefit of our foresight and pur- 
chasing power. 

You will find here Chicago’s greatest 
showing of the finest lasts and. leathers 
obtainable. Every pair bought here is 
expertly fitted, insuring perfect satis- 
faction. We would suggest your buying 
many pairs while our present stocks 
last. Chicago’s best values in footwear 
at,$5, $6, $7, $8, $10 and up to $15 

Main Floor 
THE HUB 
HENRY C. LYTTON & SONS 
State and Jackson—On the N. E. Corner 


MANY BUYERS IN MARKET 


Many Manufacturers’ Lines Not 
Ready Until February 1 


The most prominent factor in influ- 
encing the shoe delivery situation at 
present is the increasing shortage of 
footwear for immediate delivery. Many 
of the factories are notifying their 
salesmen that they will not accept 


orders for delivery before February 1; 
others have sent out salesmen with the 
reservation that they can reduce their 
quotas to any extent they deem ad- 
visable. Under these circumstances the 
conservatism in buying which would 
naturally follow the high trend of prices 
is being reduced to a minimum and 
buyers are in the market in large num- 
bers picking up available stocks of 
shoes for not only immediate delivery, 
but large orders are being placed with 
wholesalers for future shipment. 


ON BUYING TRIPS 


‘Novelty Shoe Company to 
Purchase Spring Styles 


Ed. Weisburg, president, and Dave 
W. Saifer, secretary and salesmanager 
of the Novelty Shoe Company, whole- 
salers of women’s shoes, left this week 
on extensive trips, which will consume 
four weeks and will include the St. 
Louis, Cincinnati, Boston, Philadelphia 
and Rochester markets, to purchase 
Spring styles. 


Memphis 


MUCH ACTIVITY 


Memphis Shoe Trade Shows Much 
Activity 

Wholesalers on Second Street are 

finding a good outlook for Fall trade 

despite a very rainy season that has 

obtained and that to some extent has 

effected retail business in the city. More 


diversified interests in the South, good ' 


road development, small businesses of a 
thousand kinds, is making the retail 
public to some extent less reliant on 
agricultural interests than formerly and 
the latter are.so much further advanced 
than in former years that they cope well 
with slight seasonal difficulties. Neither 
rains nof the boll weevil, Spanish in- 
fluenza or a drouth, create a panicky 
feeling any more. Packing interests, 
fruit interests, produce interests, inter- 
state trade, Pan-American business, 
export trade through the great ports 
and interior gateways, make a decided 
difference. The milling industries, both 
in wood-working and oil lines, are very 
potential. in most of the Southern 
States now. 


PHIL A. HALLE 


Will Occupy Increased Space, 
September 1 


Phil A. Halle, Exchange Building, 
Memphis, will, on September 1, occupy 
he entire front space of the second and 


third floors of the Exchange Building 
at the same time retaining the present 
lower floors he occupies. This store will 
employ 48 people and have 62 separate 
and distinct window displays. Just 
eight years ago, this store opened in the 
southeast corner of the then uncom- 
pleted 18-story sky-scraper, devoted 
largely to offices. In 1913, a shoe de- 
partment was added. Johnston & 
Murphy shoes are handled. Later, the 
basement floor was taken over, first in 
part, and then the entire floor. In 
1918 the ground floor of the building 
from Madison to Court, and all the 
way on Second, was occupied giving 
the store a space of the length of the 
block. This is one of the most promi- 
nent sky-scrapers in the city, and to 
occupy the three lower floors, with 
handsome windows, beautiful street and 
lobby entrance is decidedly unique for a 
clothing and shoe store. Phil A. Halle is 
one of the fashionable and solid estab- 


‘lishments of the South. 


IN RETAIL STORES 


Short Paragraphs Relative to 
Thirteen Shoe Merchants  , 


The new addition to J. Goldsmith & 
Son Co.’s department store, a four- 
story building on the South, is being 
pushed to completion and will be occupied 
late in the Summer. It contains four 
floors and the shoe and men’s clothing 
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department will be given much more 
space. 

Robert Love, of the Oak Hall Store 
of H. Halle and Bro., reports the shoe 
trade good. Low shoes, oxfords, blacks 
and tans, white and gray shoes are in 
good request. The shoe department is 
located in the basement reached by 
elevator and stairway near the front. 
Shoe displays are shown in an elegant 
way in the first floor windows. 

I. Oppenheim, of the Shop of Culture, 
corner S. Main and Monroe Avenue, 
reports business good. Special features 
in low shoes at low prices are being 
shown in the windows but the decided 
demand is for the high price, high grade 
shoe. 

Ben Spears Shoe Company is doing 
considerable out-of-door, bill-board, ad- 
vertising in shoes. They feature the 
Nettleton and other lines. 

The Famous Shoe Store on Jefferson 
Avenue, manager Groskind reports, is 
having a satisfactory Summer trade. 
They handle popular-priced goods but 
have made some advances in several 
of the lines they handle. Mr. Riley, 
formerly with the Emerson Shoe Store 
on Main Street, is assistant salesman. 

The Royal Shoe Company on the 
opposite side of Jefferson Avenue, a few 
doors East of Main Street, handles- 
women’s shoes exclusively and shows a 
very nice line. 

Richard Storch, 134 North Main 
Street has a most attractive store in his 
new place. Plate glass and copper 
front fittings, modern furnishings and 
stylish shoes, makes this the handsom- 
est shoe place on that end of Main 
Street. 

R. E. Caradine, of the Caradine Shoe 
Company, will leave in a few days to 
spend three or four weeks in the Eastern 
shoe centers. 

Mr. Greif, of Levi & Greif, clothing 
and shoe people on South Main Street, 
goes East this month. Mr. Culley of the 
shoe department here reports trade 
brisk. Their shoe department is on 
the entrance floor and occupies a large 
section. 

Williams Shoe Company, 85 South 
Main Street, handling the Florsheim 
Shoe has two or three important Southern 
stores and the one in Memphis is stylish 
and up-to-date. P. E. Frappier, mana- 
ger, assisted by Messrs. Smith, Bond 
and other salesmen, is building up a fine 
trade in fine shoes. 

Manager Phillips, of the W. L. Doug- 
las Shoe Company, is in the center of the 
retail district on South Main Street 
between Monroe and Union Streets, an, 
the popular price, high-grade shoes that 
they show on their floors and windows 
keep the store filled with people at all 
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IN-STOCK 


for 
September First 
Delivery 





A 141—No. 14 ee CF*n 148—Mat 
Russia Calf Lace : Kid Rein 


cing 





HARNEY STANDARD STYLES 


All of our in-stock shoes received from the factory for August first delivery have been shipped to 
meet advance demands and we regret that it is impossible for us to accept orders for shipments 
on any of the below listed boot styles before September first. 

Orders are shipped according to date of receipt. We would suggest that you place your orders 


immediately. 
FOR SEPTEMBER FIRST DELIVERY 

100—Nine Inch Pat. Lace, Satin Twill Top, rot LL Heel, CtoD. 
126—Same as above with Mat Cab. Top, A to D 
155—Same as above with Gray Cloth Top, 19-8 LL Heel, A to C. 
129—Nine Inch Mat Kid Lace, Mat Cab. Top, 18-8 LL Heel, ‘. 
138—Nine Inch Black Kid, 19-8 LL Heel, AA to D 
149—Same as above, 14-8 Mil. Heel, A to D 
148—(As Illustrated) Eight and one-half Inch Mat Kid, Pearl But., 

19-8 LL Heel, A to D $7.65 
139—Nine Inch Hav. Brown Kid, 19-8 LL Heel, AA to D 
150—Same as above, 14-8 Mil. Heel, A to D 
140—Eight and One-half Inch Hav. Brown Kid, Pearl But., 

LL Heel, A to D 
141—(4s Mustrated) Nine Inch, No. 14 Russia Calf Lace, 14-8 Mil. 

eel, A to 
151—Same as above, 14-8 LL Heel, A to D 
152—Same as above, 19-8 LL Heel, A to D 
153—Nine Inch No. 13 Russia Calf Lace, No. 25 Brown Nubuck Top, 
14-8 Mil. Heel, A to D $7.90 

134—Nine Inch Gun Met. Lace, Mat Cab. Top, 14-8 Mil. Heel, A to D $6.75 
154—Nine Inch No. 18 Gray Nubuck, Lace, 19-8 Full Louis Wood 

Covered Heel, AA to C $8 


In-Stock Terms 2-10 Net 30 
Prices Subject to Change Without Notice 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts. 


Boston In-Stock Department 78 Lincoln Street 


sie? Shoes You Order Are the Shoes You Get : 
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times. They have this year made good 
improvements in their interior equip- 
ment. 

Goodman’s Boot Shop, on the east 
side of South Main Street, features 
women’s shoes at popular prices and 
shows some of the newest styles. They 
have been at this location about two 
years and have developed a good 
trade. 


The Bootery, on South Main Street, 
a few doors from Monroe Avenue going 
south, has one of the most artistic ex- 
clusive women’s shoe stores in the South. 
The set-in windows, the interior decora- 
tions and large working force, auto 
delivery, hosiery styles of the latest, 
flowers, and attractive advertising, keep 
this store before the Memphis shoppers 
in the most advantageous way. 


Grand Rapids 


BUSINESS IS ACTIVE 


Clearance Sales Not Held to Any 
Extent 


Retail business continues very active 
with the call still strong for oxfords. 
Some inquiries are being made for Fall 
models but the inquiries are rather what 
the styles will be than when the new 
goods will be available. The stores will 
begin showing their new shoes in 
August. Some announcements are 
being made of clearance sales but there 
are not as many of these as usual, and 
some of the stores will pass up this semi- 
annual function entirely. 


AT FULL SPEED 


New Patterns Feature Brogue Bals 
and Brogue Oxfords 


The weather in these parts has been 
above the Summer normal, and the 
heads of the business houses here have 


been taking things easy, away on va- 
cations or taking tours. The travelers 
too have been laying off until time to 
start their rounds for the Spring trade. 
All the factories have their production 
departments going at full speed and are 
putting as much speed into the shipping 
as possible. The Rindge-Kalmbach- 
Logie Company will have their new 
models ready about the middle of 
August. The new patterns will feature 
brogue bals and brogue oxfords. 


BUTTON FASTENERS 


Demand for Machinery Reported 
For Possible Button Revival 


The Elliott Machinery Company is 
developing a phonograph motor and 
hopes to enter upon production soon. 
In the meantime there are indications 
of a revival of the button shoe. An 
increased demand for button fastener 
machines is reported. 


New Orleans 


SHOE MERCHANTS MEET 


Discuss Prices and Canvas Shoes 
Instead of Leather 


That shoes will go to $25 a pair was 
the opinion expressed by President I. R. 
Jacobs of the New Orleans Shoe Re- 
tailers’ Association at the regular 
monthly meeting of the association held 
at the Association of Commerce on 
July 16. ’ 

“The use of canvas shoes instead of 
leather footwear would save millions 
of feet of leather,” said Mr. Jacobs. 
“Large stocks of canvas shoes have 
been bought in New Orleans. Prices of 
shoes have soared, but the worst diffi- 
culty shoe men must meet will be when 
they try to buy Fall goods. The associa- 
tion will co-operate with the public in 
meeting the high price of shoes,’’ con- 
tinued Mr. Jacobs. ‘‘Members should 
endeavor to keep prices as low as pos- 
sible.” As an example of a rise in price, 


Mr. Jacobs gave Russian calfskin, which 
he said has risen to $1.75 a foot. Men’s 
shoes now costing $12 would soon cost 
more than $15, finally reaching $18, 
while $25 will not be unusual.” 


Alphonse Verlaque Talks 


“Do the people want cheap shoes? 
Not unless they are stylish,” said Al- 
phonse Verlaque, who illustrated: “I 
was selling cloth-top shoes for $1 less 
than leather tops. They were a drug 
on the market. The people preferred to 
give the extra dollar because cloth tops 
had gone out the year before.” 

Turning from that phase of the sub- 
ject, Mr. Jacobs said: “I don’t believe 
it advisable for us to follow the rise in 
the market too closely. We must sell 
as near as possible in accordance with 
our purchase price in order to help the 
people as far as we can. The people 
are so burdened with high prices they 
don’t know what to do. What we ought 
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to do is to boost the sale of canvas shoes. 
Do that all over the country and the 
leather situation will be relieved.” 

President Jacob announced that the 
matter of the “Louis Heel” was post- 
poned until the next meeting, as the men 
who were to serve on: this committee 
are away at the time. 

The question of affiliating with the 
National Shoe Retailers’ Association. 
was also deferred until the next meeting. 

Present at the meeting were President 
I. R. Jacob, Secretary-Treasurer M. F. 
Duff, Maurice Bernstein, H. Lange, Joe 
Abbott, A. Papa, Al Verlaque, Lep 
Weil, E. H. Wild, O. Wintler, Robert 
Fendig, J. H. Ravain. 


AMONG THE MERCHANTS 
Shoe Store Chatter Here and There 


George W. Hogan, manager of the 
shoe department of Marks Isaacs Com- 
pany, Ltd.; Rene Robert, Manager 
Leon Godchaux Company, Ltd.; Sol 
Stern, manager of Maison Blanche Com- 
pany, Ltd., and Philip Schiro, manager 
of the Roth Shoe Store, are off on a 
business trip to the Eastern Shoe 
Markets. 

Sol Stern, joined the benedict ranks 
recently and is spending his honeymoon 
in the East. He will not return until 
sometime this month. 

Assistant Manager C. W. Bell of the 
Maison Blanche Shoe Department re- 
ceived a wire from Mr. Stern advising 
him that prices had advanced 40 per 
cent in the past 30 days. “Things look 
gloomy,”’ said Mr. Bell. “It is not a 
question of price so much as it is 
whether we get what we want. 

“Shoes will go to unheard of prices,” 
said E. H. Wild, of the Crossett Shoe 
Store. “Select skins are scarce and 
those that are available aren’t first. 
class.” 

Louis Piliawsky has opened a “dandy 
little store, corner of Burgundy and 
Pauline Streets, a thickly popular center 
in the Third District of New Orleans. 
His friends in the shoe trade wish him 
success with his new store. 


” 


A NEW ARRIVAL 


Robert Joseph Duff Is A Real 

‘ Patriot 

M. F. Duff, secretary of the New 
Orleans Shoe Retailers’ Association, is 
the proud “Daddy” of a big 10-pound 
boy who arrived on the Fourth of July. 
That Robert Joseph Duff will be a 
great patriot is evident. Arriving on the 
Fourth of July he brought cheer and 
happiness to Mr. and Mrs. Duff, who 
are certainly a proud couple. It has 
been 14 years since Mr. Duff has had a 
new arrival in his family. 

Asked why he didn’t name young 
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It is an exasperating event to boys and parents 
when after an afternoon’s play three or four rips 
are found in a comparatively new pair of shoes. 
Shoes are too expensive nowadays to be con- 
stantly in need of repair. 

If a family that has had this experience—and it 
is all too common a one—knew where shoes that 
would not rip were to be bought, it would un- 
questionably give 





Let This Shoe for Boys 
Invite More Business 
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its entire trade to 
that store or de- 
partment. 

Wonseam Shoes 
are made sothey 
will not rip. This 
feature alone will 
put your shoe sell- 
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Wonseam 
SHOES 


any other make. 


All seams are 
‘eliminated except- 
ing one which 
runs with the 
strain and is rein- 
forced with a full 
length leather 
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ditional Wonseam 

points make speedy sale and your quick turned 
profit a foregone conclusion. 

Two thicknesses of leather protect the toe. 
Tongue, vamp and quarter are all in one piece. 
The tongue won’t pull out and there are no 
sleaks or rips. 

The army last, endorsed by government experts, 
is used. 

A single seam, placed at the back, gives the shoes 
This method of manufacture is not 
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ing on an envi- Wont Rip back-stay and 
able basis; the ad- three rows of 
stitching. 


National Advertising of 
Wonseam Shoes 


We are not only telling the Wonseam story to 
dealers in every town but in addition are 
launching a powerful campaign in consumer 
magazines of largest circulation, the Saturday 
Evening Post, Ladies’ Home Journal, Deline- 
ator, and Pictorial Review. Generous space in : 
these home papers will put the name of Won- 
seam into millions of memories. See the Satur- 
day Evening Post, August 30th. 


W. H. GRIFFIN COMPANY 
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Mr. Duff ‘‘George Washington,” Mrs. 
Duff explained. ‘‘You see it’s like this. 
My youngest brother joined the Colors 
at the outbreak of war. He didn’t wait 
to be called but got right in. He en- 
gaged in many battles and was gassed 
twice -and wounded once. We prayed 
day and night for his recovery and 
promised to name the boy “Robert.” 
But the funny part of it all is that 
three boys have arrived in our immedi- 


ate family since the war and every one 
of them was named after him. My 
sister expects the stork to arrive some 
time in September and if he brings 
another boy, it will also be a Robert. 

Mr. Duff, who is the popular secre- 
tary of the local shoe merchants’ asso- 
ciation, was congratulated by his many 
friends, on the occasion of the new 
arrival. If the boy follows his dad’s 
footsteps he’ll be a great man. 


St Louis 


AT THE STORES 


Clearance Sales Represent Only 
Ten Per Cent Reduction 


The retail shoe stores and depart- 
ments have very generally opened up 
their clearance sales but it is a very 
notable fact that the offerings do not 
contain anything of consequence that 
can by any justification be carried over 
until the corresponding season next 
year. This is true of both women’s and 
men’s footwear. Unless the lines are 
completely broken or possess some style 
features that make them dangerous to 
keep the merchandise is withheld from 
the sale as too valuable in the present 
state of affairs to sacrifice. Most of the 
goods offered in the clearances is cut 
only about ten per cent at that and the 
arguments in the advertising matter 
utilized are that this reduction plus the 
expected advance in Fall and Winter 
prices makes a saving that is worth 
considering. No white goods are being 
put into the sales as yet although some 
special offerings of current merchandise 
are being made, being mostly lots which 
have been acquired from manufacturers 
rather than left over goods out or cur- 
rent retail stocks. 


SHIPMENTS INCREASING 


Factories Will Meet Their Delivery 
Engagements 


Shipments by the manufacturers and 
wholesalers are increasing as the time 
for opening the Fall retail season ap- 
proaches and the impression now is that 
St. Louis houses will be able to meet 
their delivery engagements without 
much difficulty, at least so far as ad- 
vance orders are concerned. The fac- 
tories are being operated at labor capa- 
city, but they are still far from being up 
to rated maximum output—probably 
65 to 70 per cent would be a fair estimate 
of the volume at present. The plants 
are being confined to actual orders at 
present and will do very little for some 
time on goods for stock for late Fall and 
Winter delivery. This latter is because 


.« 


of the uncertainty as to the prices to 
be put on such goods, due to the ad- 
vancing costs and the status of the 
leather supplies. 


AT FULL CAPACITY 


Juvenile Shoe Corporation Ships 
1,500 Pairs Daily 


Chester F. Reith of the Juvenile Shoe 
Corporation, is taking an extended trip 
to the Pacific Coast, accompanied by his 
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Twins, Little Jack Horner, Playhouse, 
Fairy Tale, Punch and Judy, Little 
Wizard and others. 


THEORY OF TEAMWORK 


Jackson Johnson Writes 
Organization Article 


Jackson Johnson, chairman of the 
Board of the International Shoe Com- 
pany, and president of the St. Louis 
Chamber of Commerce, is featured as 
the author of an article in a recent issue 
of a business magazine of Chicago in 
which he takes the ground that the most 
successful business establishment is that 
which perfects its organization in the 
proper manner. Briefly, Mr. Johnson 
holds that organization does not neces- 
sarily mean that the head of the depart- 
ment can take the place of any sub- 
ordinate, but rather that he can so 
organize and train his force that the 
elimination, temporary or otherwise of 
any member of the force, can be readily 
overcome by the organization itself. He 
also takes the ground that the most 
effective organization is not that pre_ 


TUTTO ACUAN OT OU OT AAT AAT AVANT 
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Juvenile Shoe Corporation, Carthage 


mother and sister, although he will also 
look after his distribution connections 
while away. His trip will occupy sev- 
eral weeks. The Carthage plant of the 
Juvenile Shoe Corporation is operating 
at full capacity to meet the demand. 
The accompanying illustration shows 
the plant, whose present shipments are 
in excess of 1,500 pairs daily and whose 
output includes the various brands of 
foot-form shoes, stitchdowns and welts 
produced by ‘the company—Kewpie 


sided over by a head who is constantly 
apparent, but rather that whose head is 
unobtrusively active rather than other- 
wise. In fact, the old theory of team- 
work is Mr. Johnson’s idea of organiza- 
tion. 

IN THE EAST 


Many Leather Buyers Spend Their 
Vacation Periods There 


Most of the leather buyers of the 
St. Louis factories have been in the East 


sh 
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Strategy of Buying Now 


T is excellent business 
strategy for retail shoe 
dealers to weigh today’s 

coiditions as to shoe stocks and 
prices, and from them foresee 
th: prospective situation this 
coming Fall and Winter. 


In-Stock goods are in tremen- 
dous demand. Oxfords today 
have the call everywhere. Prices 
of all goods are firm, with the 
probability of rises before there 
are decréases. 


All this points to the judicious- 
ness of Bates Dealers ordering 


intelligently, promptly, and with 
‘a clear vision upon the certain 
consumer demand the remainder 
of this year! 


Have You Had a Copy of the Bates Spring Catalogue? 


It brings into strong relief the 
conservatism of buying, last 
Winter and early this year, that 
has resulted in low store stocks 
now—and the frantic demands 
upon in-stock departments. 


It counsels the placing of reason- 
ably-sized initial orders in time 
to insure price-protection and 
delivery of early Fall Bates 
Shoes when wanted. 


Meanwhile, the Bates Distribut- 
ing headquarters in Chicago is 
handling its present heavy rush 
with surprising success. It is 
filling a maximum of orders. It 
is giving invaluable advice in 
correspondence. It is lending 
the best hand to Bates Dealers 
in its history. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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during the period in which they would 
prefer to take their vacations endeavor- 
ing to get their supplies in line for the 
Fall and Winterruns. Some have been 
more successful than others and one 
house in particular is reported to have 
gong- into the market so early and so 
heavily—on an advance tip—that its 
profits on the leather alone will approxi- 
mate its normal profit on the volume of 
shoes which can be cut from the material 
already bought and for the most part, 
paid for. This same house has been 
unusually successful in this same man- 
ner for a considerable period through its 
possession of advance information and 
the courage of its buying officers who 
have not hesitated to act. 


BUYERS IN EAST 


Looking After Orders for Fall and 
‘ Winter 


More than the usual number of retail 
buyers from St. Louis have been or are 
still in the Eastern markets looking after 
their orders for the Fall and Winter 
goods. Some have begun to return, but 
the trade is still heavily represented in 
the manufacturing centers of New York 
and New England. The trips have been 
made as much for looking after goods 
already on order as to place orders for 
late delivery. In fact, one buyer said 
before leaving, that the chief object of 
his trip was to learn why a certain man- 
ufacturer who had promised‘delivery at 
a certain date had allowed that date to 
pass several days before advising him 
that the goods had not even been cut. - 


FACTORY NOTES. 


News of G. E. Lippman Shoe 
Company and Others 


The G. E. Lippman Shoe Company, 
which was recently organized, has 
established itself and is receiving its 
stock from the manufacturers prepara- 
tory to the opening of the Fall season. 
The company will handle novelty lines 
for women, carrying them in stock 
ready to ship. In this it will follow the 

_ line of experience in which Mr. Lippman 
has been expert for a number of years, 
and will add another to the increasing 
number of in-stock jobbing houses con- 
fining itself to specialty features of the 
shoe trade. 

The work of closing in the concrete 
framework of the new factory building 
of the McElroy-Sloan Shoe Company, 
at Twenty-first and Washington Streets, 
has begun and it is hoped within the 
next 90 days to have the plant in partial 
readiness at least to relieve the load 
which has been put upon the rest of the 
manufacturing organization to meet the 
increasing demand from the retail trade. 


Reports made by the company show a 
steady increase both in value and num- 
ber of pairs shipped. 


Central Shoe Company 

The Central Shoe Company, which 
removed last week to St. Louis from 
Kansas City, is getting its new quarters 
into shape and already has most of its 
executive staff on the ground, including 
President and General Manager T. P. 
Moody and his office force. The com- 
pany is occupying the greater part of an 
entirely new concrete and brick building 
erected for it at the northeast corner of 
Seventeenth Street and Washington 
Avenue, directly opposite the head- 
quarters building of the Brown Shoe 
Company, of which it is a subsidiary, 
although under separate management, 
and with a separate selling as well as 
executive force. With the opening of 
the Fall season trips of the traveling 
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force the number of salesmen on the 
road will be largely increased, more than 
75 men, if possible, being put into the 
various territories into which the coun- 
try will be divided. The increase of the 
force was begun even before the com- 
pany removed to St. Louis in order that 
too much detail work might not be 
required after the company got here. 

The W. T. Moore Shoe Company, 
recently organized, is rapidly getting its 
organization into shape to begin opera- 
tions and the cutting room is the first 
to take up its duties with the other 
divisions falling into line as rapidly as 
possible to get the complete chain going. 
The selling end of the business will be 
conducted by Mr. Moore, who was until 
recently with Val Duttenhofer Sons 
Company of Cincinnati, while the manu- 
facturing end will be handled by J. E. 
Harding, well known in the producing 
trade. 


Topeka Kas. 


MERCHANTS USE PUBLICITY 


Explanation .of High Prices Given in 
Newspapers 


Kansas retail shoe merchants are 
using publicity as the best antidote for 
dissatisfaction of high prices. The 
buying public has been warned that 
shoe prices are going even higher, and 
the local merchants are seeing that the 
newspapers are printing information 
as to the reason why. 

Below are given lines from an article 
published in the news columns of the 
Topeka State Journal. 

“Everything that goes into the mak- 
ing of shoes in the raw state has in- 
creased to a higher price than ever be- 
fore this year. 

“There will be a strong demand for 
fancy styles in women’s shoes. This 
will require more expensive workman- 
ship. 

‘“‘At present shoe manufacturers are 
grappling with the problem of demands 
for 50 per cent wage increases for shoe 
workers in the shoe centers. 

““Men don’t want army lasts. They 
would rather pay more and have style 
based upon foot shapeliness.” 


CONFIDENCE OF PUBLIC 


Retail Shoe Merchants Are Not 
Accused of Profiteering 


At the present time, Kansas news- 
papers are carrying stories dealing with 
profiteering charges against meat re- 
tailers. Retail shoe merchants have not 
suffered in this particular. They have 
the general confidence of the buying 


public, due to the understanding that 
the higher and higher shoe costs are 
not controlled by the retail merchants. 


Putting the shoe business into the 
news columns is not a matter of cheap 
advertising. Newspapers are glad to 
print legitimate retail news. 

“Reporters are told constantly to 
bring in ‘human interest’ stories. I 
know of nothing with more real human 
interest than the subject of prices and 
the whys and wherefpres,”’ a prominent 
city editor stated recently. 

“All reporters must be on the look- 
out for items which have to do with 
prices,”’ this editor wrote on his assign- 
ment sheet. “If the business men are 
on the job, they’ll be mighty considerate 
in explaining their problems. It’s a 
two sided proposition.” 


SPECIAL SALES 


Odds and Ends of Oxfords Being 
Closed Out 


Special sales in oxfords are being 
carried on in practically all Topeka 
stores. The sale of Fall shoes already 
has started, especially among those who 
are leaving for the mountains or 


. Northern Lakes. 


There is an apparent difference of 
question of thé wisdom of carrying 
over stocks. There is a tendency to 
hold staple lines of shoes because of the 
expected increase in prices. However 
the sale of oxfords has been so heavy, 
that most of the,oxford lines are almost 
sold out and the sales will take the 
remaining odds and ends. ~ 
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the “foot trouble” is one that E-Z Walk 
Arch Supporters can relieve or cure. 







These supports are designed and made to 
answer the demands of a wide variety of 
foot needs and ailments. No higher recom- 
mendation of their scientific worth and suc- 
cess could be possible than this fact that they 
ew accomplish so much with so many types of feet. 


WALK MFG. CO., INC. 


62-70 West 14th Street New York City 
SPECIAL INDUCEMENTS TO JOBBERS 
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IN STOCK STYLES 









One of ; WHI For White Kid 
many In-Stock “s : and Calfskin 
“Asborn” shoes Footwear 
All styles and 
all leathers 























Must clean quickly and thoroughly. 

Must always keep the leather white. 

Must keep the shoes soft and pliable. 

Must always impart a dainty polish like a 
new kidskin. 


CINDERELLA KID POLISH 
AND CLEANER 
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CHIPMAN HARWOOD CO. Everett & Barron Co. 
564 Atlantic Ave. Providence, R. I. 
Makers of Leather Finishes for Factory and Retail Trade 
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New Shoe Store 


Grant Sallee, formerly buyer for the 
G. W. Newman store of Emporia, has 


purchased the H. O. Frantz stock at 
Emporia and will open a store in the 
Frantz building in the Fall. 


Springfield,Mass. 


SPECIALTY SHOPS 


And the Old Line General Shoe 
Store 

With the retail shoe business fast 
becoming one of the exclusive industries 
on account of the capital involved it is 
apparent that small or medium sized 
stores are seeking a way to reduce the 
number of lines carried permanently. 
Some are doing this by eliminating their 
children’s and misses’ departments con- 
fining their lines to a few men’s and 
women’s styles. By this method they 
hope to get only the profitable business 
avoiding the unusual or slower moving 
goods. These changes work for the 
betterment of the general merchant who 
still carries a complete stock. Specialty 
shops in every city get a generous per- 
centage of the desirable business but to 
satisfy the needs of the entire family 
the old line general shoe store must be 
visited. 


RETURNING HOME 


Wm. F. Hynes Back from Overseas 


Mr. Frank R. Morse, president of the’ . 


Morse & Haynes Co., returned recently 
after spending. 15 days at Marblehead, 
Mass. 

Wm. F. Hynes former head of the 
men’s department in the Morse & 
Haynes Co., returned from France last 
week and was discharged at Camp 
Merritt, N. J. Mr. Hynes spent twelve 
months across and will soon take up his 
former duties. 


WHITE BOOT SALE 


On Advice of H. B. Scates— 
Satisfactory Results 

Acting upon the advice of Hollis B. 
Scates, some of the larger stores here 
advertised a special sale of white boots 
last Saturday, July 26. 
known store that had on hand 650 pairs 
reported the sale of 132 pairs the first 
three days. As these goods had been 
practically stationary this season, the 
result of the move was highly satis- 
factory. 


OUT OF BUSINESS 


Two Stores Find Liquidation of 
Stocks Necessary 

While some dealers have no doubt 

profited during the past year or two 


One well-: 


by having on hand considerable mer- 
chandise which was bought at lower 
levels than today’s market, there are 
others who found the cost of replace- 
ment consumed more capital than they 
had at their disposal and made it neces- 
sary for them to liquidate their stocks. 
Two stores that were well established 
in Springfield went out of business 
during the last month. The Wright 
Shoe Store on South Main Street, one 
of the oldest concerns in the city, and 
the Newark Branch Store on Main 
Street, opposite Court Square. 


HIGHER PRICED SHOES 


Sell Well—An Instance Is Cited 
Herewith 


How much better grade footwear is 
expected and purchased here was well 
demonstrated by the Clement Shoe 
Company on Bridge Street two weeks 
ago. This store placed on exhibition in 
their window a line of men’s heavy 
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brogue pattern Norwegian calf oxfords 
at $16.00 per pair. Mr. Clement re- 
ports that at the end of one week but 
seven pairs of the line were left in the 
store. Notwithstanding the fact that 
more than a dozen stores were running 
their mid-Summer sales at cut prices, 
his patrons preferred to buy this new 
model at top price. 

Many new lines of Fall boots have 
already been received by local mer- 
chants but no displays have been made 
as yet (for while no merchant is alarmed 
at the prospect of carrying through some 
lines of low shoes on:account of their 
replacement cost) it is considered good 
business to dispose of all Summer lines 
that will not be sized for another season. 


BOSTON VISIT ENJOYED 


Shoe Men from Springfield and 
Vicinity 

The number of merchants both retail 
and wholesale who made the trip to 
Boston recently to visit the Style Show 
and attend the outing with the traveling 
shoe men reported a splendid time at 
both. Northampton, Holyoke, Green- 
field, Hartford, Pittsfield and Spring- 
field firms were well represented and 
thoroughly enjoyed this opportunity to 
get together for a little change from the 
regular grind. 


Brockton 


' ENTERTAINED AT LUNCHEON 


And Visited Shoe Manufacturing 
and Last Making Plants 


After a visit at A. E. Little Com- 
pany’s shoe factory the guests were 


VISITORS ENTERTAINED 


Members of New York Corporation 
Visit Brockton as Guests 
of Local Concerns. 


Executives and ,smanagers of the 
Melvin Shoe Corporation, operating 
twelve stores and a wholesale depart- 
ment in New York City, were guests 
on July 24 of the Mawhinney Last 
Company and the A. E. Little Shoe 
Company of this city. They came to 
Brockton for the purpose of studying 
shoe manufacturing and last making. 
Among the visitors were the following: 
J. A. F. Randolph, assistant general 
manager; M. Sauillo, head of the cus- 
tom shoemaking department; C. W. 
Fitzsimmons, store manager; William 
Bullwinkel, assistant; W. F. Wads- 
worth, J. Bickerstaff, W. A. Boulais, 
H. Waldemar, Jr., J. Hausman, J. G. 
Oakley, W. G. Britton, J. A. Ferguson, 
D. J. Kalor, E. Marks, T. J. McKuett, 
F. E. Jewett, J. Stimmel, A. W. Aiken, 
H. Ouderdonk, Thomas .F. Ternan, 
W. T. Gainor, S. L. Rohm, W. H. 
Montgomery, J. R. Pratt. 


taken in charge by Vice-President 
Walter A. Brown of the Mawhinney 
Last Company, and escorted to the 
plant of that concern where they ob- 
served the processes of modern last 
making. They were then taken to the 
Commercial Club to luncheon, where 
they were guests of the Mawhinney 
Last Company, with President Paul 
S. Jones, Treasurer Louis B. Weston, 
Vice-President Walter A. Brown and 
Morton Bird as hosts. . A tvip to Nan- 
tasket Beach followed in the afternoon 


_ and evening, after which the party 


returned to Boston. The guests were 
delighted with their day’s visit to 
Brockton and were enthusiastic in the 
praise of the city as a shoe manufac- 
turing and last making center. While 
at the Mawhinney Last Company a 
group picture was taken of the visitors 
and their Brockton hosts. 
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TO BUILD FACTORY ADDITION 


Important Increase in Production 
to Be Made by Local Concern 


C. S. Marshall Company, makers of 
the Marshall Shoe for men, have com- 
pleted plans for building an addition 
to their factory on North Main Street 
in this city, on land recently purchased 
for that purpose. The extension will 
be 75 feet at the rear of the present 
structure. When completed it will pro- 
vide for a substantial addition to the 
output of C. S. Marshall Companys 
plant. The addition, which will entail 
an expenditure of more than $60,000, 
emphasizes the popularity of the 
Marshall line among the retail shoe 
merchants of the United States. 


BROCKTON MANUFACTURERS 
IN ATTENDANCE 


At a Meeting to Discuss the Leather 
Situation 


Messrs. John S. Kent of M. A. Pack- 
ard Company and president of the 
Brockton Shoe Mfrs. Association; 
Frank S. Farnum, president of Churchill 
& Alden Co.; Oscar C. Davis of George 
E. Keith Co., and George J. Taylor of 
the W. L. Douglas Shoe Co., represented 
Brockton at a special executive meet- 
ing of the National Shoe Manufacturers’ 
Association in New York City last 
week. The object of this meeting was 
to discuss the leather situation, which 
owing to the steady advance in ma- 
terials gives the manufacturers serious 
concern. Figures compiled by the com- 
mittee were such as to fore-shadow a 
continued increase in the retail price 
of shoes. A committee was appointed 
to draw up resolutions and it was the 
sense of the meeting that steps should 
be taken for the purpose of ascertaining 
what should be done to check the sen- 
sational advances in leather prices. 


TO BUILD NEW FACTORY 


Local Concern to Construct a Plant 
to Accommodate Its Increasing 
Business 


The Liberty Shoe Cempany of this 
city, manufacturers of men’s shoes, one 
of the newer Brockton concerns, finds 
its present quarters unequal to the 
demands made upon it. Samuel Stone, 
head of this company, has purchased 
land on which will be constructed in 
the near future a factory with a much 
larger capacity than the present plant. 


GAINS IN SHOE SHIPMENTS 


Substantial Increase Over Corre- 
sponding Week a Year Ago 


Brockton shoe shipments for the 
past week totalled 13,685 cases. Ship- 


_ production. 


ments for the year up to date are 
420,727 cases as compared with 385,733 


cases covering the same period of 1918, © 


thus showing a substantial gain thus 
far for the present year. 


SHOE FIRM’S ANNIVERSARY 
CELEBRATION 


Program of Entertainment Con- 
ducted By Brockton Manu- 
facturing Concern 


George E. Keith of the George E. 
Keith Company recently celebrated the 
45th anniversary of his entrance into 
the shoe manufacturing business, also 
the fifth anniversary of opening of the 
‘‘Walk-Over’”’ Club house and grounds. 
Band concerts, fireworks, athletic and 
amusement stunts were among the 
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attractions of the day and evening. 
The attendance of the employes was 
large and the celebration proved an 
unqualified success. 


WINDOW DECORATOR WINS 
PRIZE 


In Competition with Many Other 
Clever Displays 


C. J. Chester, window decorator for 
the retail shoe house of A. Sandler & 
Sons of this city was awarded second 
prize in the window display contest 
held during “Foot Comfort Week’’ 
conducted by The School Mfg. Com- 
pany of Chicago. The prize was won 
in competition with abeut 20,000 
educational displays in retail store — 
windows throughout the United States 


Haverhill 


REORGANIZED ENTIRE PLANT 


Haverhill Concern Operating At a 
New Degree of Efficiency 


Emery & Marshall Company, makers 
of the “E & M Line of Quality” in 
women’s turns and welts, is now operat- 
ing its large plant at a greatly increased 
degree of efficiency. During the month 
of July every department of the factory 
was re-organized under a plan which 
makes for improvement in quality of 
Work is now going on 
in all departments under the new plant. 
Emery & Marshall Company transacted 
business during its recently closed 
fiscal year of approximately $2,000,000. 
This sum represents high grade mer- 
chandise produced for merchants in 
all parts of the United States, as well 
as in foreign countries. 


SHOE FIRM TO LEAVE 
HAVERHILL 


Will Move Their Factory to Location 
in Boston 


Bancroft-Walker Company, makers 
of the Walk-Croft process shoe for 
women, will remove from this city to 
Boston, where they will occupy a plant 
in the South Boston district. Floor 
space which they occupied here is for 
rental. Bancroft-Walker Company, 
which makes a high grade line of women’s 
shoes, has built up a large and flourish- 
ing business in this city. Their removal 
is a distinct loss to the local shoe manu- 
facturing industry. 
Company will, in its new location, 
make the same high grade lines that 
it has been producing in Haverhill and 
will further enlarge and increase the 
output of Walk-Croft process shoes. 


Bancroft-Walker . 


LARGE PRODUCTION OF 
BOUDOIRS 


Local Concern Increasing Its Out- 
put in Response to Growing 
Demand 


The Baker Shoe Company, with fac- 
tory on River Street, in this city, 
which but recently began the produc- 
tion of women’s boudoir slippers, is 
now making 1,000 pairs a day of these 
goods. They are receiving orders from 
retail merchants and large department 
stores in all parts of the United States. 
The concern is steadily improving the 
quality as well as the quantity of its 
production, making the boudoirs up in 
black, white and colors. All the goods 
in this line are carried in stock at the 
factory for immediate shipment to the 
trade. 


BRANCH FACTORY IN 
OPERATION 


New York Concern Beginning the 
Production of Goods in This City 


The Duane Shoe Company of New 
York City has begun manufacturing 
goods at its branch plant in Haverhill. 
High grade turns will be produced 
with a daily output of about 300 pairs. 
The plant is part of that formerly 
oc¢upied by the C. S. Marston Shoe 
Company on River Street. 


OCCUPYING NEW FACTORY 
SPACE 


Local Concern Moving into Quarters 
Vacated by Another Manufactur- 
ing House 

The Lexington Shoe Company will, 
beginning August 15, occupy the factory 
(Continued on page 113) 
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IN STOCK 


For Immediate Shipment 
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MR. MERCHANT 


If you believe yourself to be 
worthy of credit, or of more 
credit, and are not receiving the 
line you deserve, demonstrate 
your worthiness to us and you 
will be extended credit for your 
legitimate needs. 


Patent Leather WRITE US TODAY 
Colonial (Welt) There is no charge 
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212 Last, Imitation Turn Edge, 18-8 Covered 
Full Louis Heel 
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The Credit Clearing House 
‘Builder of Better Credits”’ 


Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 
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The Best Spat is Named 


TRUFIT! 


It is made of superior 
quality, materials and 
the fit is guaranteed. 


In Felt and Cloth and 
in all standard colors. 
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Wire Your Order 
Today. 


CP Forg & Co, 


ROCHESTER,N.VY. 
New York Office, 127 Duane St. 
E. H. Talbot, Jack Galway 


Prompt Delivery 


Ask for sample and price 
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Laing, Harrar & Chamberlin 
43 North 3d St., Philadelphia 
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FROM OUR “OUT O’ DOOR?” LINE 


WHITE BUCK OXFORD 
PATENT WING TIP, FOX AND STAY 
VAUGHAN’S IVORY SOLES 
EIGHT EIGHTHS IVORY ENGLISH HEEL 


DONN D. SARGENT CO. 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 
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I. H. MELNICK SUCCESSFUL 


A Booster for the ‘‘Kinder-Garten”’ 
Line in Ohio 
I. H. Melnick has been representing 
the Smith-Wallace Shoe Company 
throughout the entire state of Ohio and 
has just finished the most successful 
season he has had in his career. 
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I. H. MELNICK 
With Smith-Wallace Shoe Co. 


Mr. Melnick has been pushing the 
“*Kinder-Garten” line which the Smith- 
Wallace Company is specializing in, and 
has built up a tremendous trade for this 
line in his territory. 

Industrial prosperity is felt through- 
out Ohio, Mr. Melnick says, and because 
of excellent crops the merchants are 
witnessing wonderful business. This 
condition is not a temporary one, but 
will continue for many years hence. 


On Trip East 


J. C. Dingle and J. G. Grover, travel- 
ing salesmen, with offices at Kansas 


Traveling, 


City, Mo., are now on a trip in the East, 
visiting in Newark, NN. J., and Lynn, 
Mass. 


James Chapman 


James Chapman is one of the hustling 
shoe travelers for the Harsh & Chapline 
Shoe Co. of Milwaukee. 

Mr. Chapman keeps his eyes open 
when he is covering his territory and 
gets in touch with all of the good stores. 


JAS. CHAPMAN 
With Harsh & Chapline Shoe Co. : 


He reports business conditions as 


excellent. 


WITH NATURE TREADS 


Michael Mok Will Cover Indiana 
and Other States 


Michael Mok has recently become a 
member of the Nature Tread Manufac- 
turing Company, Chicago, Illinois. 

Mr. Mok has had very wide experi- 
ence in the foot appliance business hav- 
ing represented the Scholl Manufactur- 
ing Company with considerable distinc- 
tion and success throughout the Con- 
tinent of Europe and this country for 
several years. 
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Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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The Nature Tread Manufacturing 
Company consider themselves very for- 
tunate in having him associated with 
them in the capacity of district sales- 
manager and are sure that the trade 
will be interested in hearing the message 
which he has to convey in his travels 
through the Middle West. 


Mr. Mok starts in to cover Indiana 











MICHAEL MOK 
With Nature Tread Mfg. Co. 


and will then make his way through 
Wisconsin, Minnesota and Iowa. 


INTENSIVE CULTIVATION 


J. F. Sullivan Follows Opening 
Gun 


J. F. Sullivan, who is well known 
through four years of activity in the 
territory he is about to cover, will start 
out on his initial trip for the Bleecker 
Shoe Company of New York on August 4. 
Mr. Sullivan will cover all of New York 
City outside of the Metropolitan dis- 
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Two very new and 
effective whites 
on the floor for — 
immediate 
delivery 


Place your order early, as 
we have a limited number 


White Nubuck Opera Turn Pump 
Four inch Vamp, Full Louis heel, AA to C 
Price $5.25 
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No. 1996 
Progress Turn Pump 
White Nubuck, Full Louis heel 
Four inch Vamp, AA to C 
Price $5.50 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
ET - +: PHILADELPHIA 
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trict and will show the Fall samole line 
of the house. This line it is stated is the 
most comprehensive that has as yet 
been shown by this concern, and in- 
cludes numbers in turns, welts and Mc- 
Kays for both men and women. In the 
latter a great many novelty styles will 
be shown. 

Mr. Sullivan is following the opening 
gun of the campaign for business in this 
field that was fired at the Rochester 
Style Show and his work begins a more 
intensive cultivation of this field than 
has in the past been attempted by the 
house. 


WITH C. P. FORD & CO. 


Asa J. Peck, Pacific Coast Rep- 
resentative 


C. P. Ford & Co., Rochester, N. Y., 
announce -the appointment of Asa J. 
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A. J. PECK 
With C. P. Ford & Co. 


Peck as Pacific Coast representative in 
Washington, Oregon and Northern 
California. Mr. Peck is well known in 
this field through his former connection 
with the Menihan Company, and looks 
for a good season with the Ford line. 


ON PACIFIC COAST 


James Midgely Spending Vacation 
in That Section 


James Midgely, traveling salesman 
for the Leach Shoe Company of Roch- 
ester, N. Y., who makes Kansas City 
his headquarters and home, recently 


left for a Summer vacation on the 
Pacific Coast. 


CHANGES FIRMS 
Louis Weinberger With F. Mayer 
Boot and Shoe Company 


Louis Weinberger began work with 
F. Mayer Boot and Shoe Company of 
Milwaukee, Wisconsin, on July 7. Mr. 
Weinberger has represented the Marion 
Shoe Company in Chicago for many 
years and has been closely identified 
with the Chicago shoe trade for a long 
period of time. 

He will carry the complete line of 
samples, including the three specials 
of the F. Mayer Boot and Shoe Com- 
pany, namely: the Martha Washington 
line of ladies’ fine shoes, the Dry-Sox 
line of wet weather shoes and the Honor- 
bilt Cushion Sole shoes in Chicago 
territory. 

Mr. Weinberger’s extensive acquain- 


LOUIS WEINBERGER 
In the Chicago Trade 


tance in the Chicago trade insures for 
his work with the F. Mayer Boot and 
Shoe Company a big success. 


FOR NEW ENGLAND 


Herbert V. Lane with Moore- 
Shafer Shoe Mfg. Co. 


Herbert V. Lane, son of C. P. Lane, 
factory superintendent, will represent 
the Moore-Shafer Shoe Manufacturing 
Company of Brockport, N. Y., in the 
New England states. 

‘‘Herb” recently returned from serv- 
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ice in the 64th U.S. Army Aero Squad- 
ron, stationed at Houston, Texas, and 
looks forward to the day, which he 
hopes is not far off, when he can keep 
his father busy filling the orders that he 
sends in. 


OUT FOR THE “BACON”? 


Harry V. Nichols to Travel New 
England 


Harry V. Nichols, well known 
throughout the New England trade, has 
joined the sales force of the Luedke- 
Schaefer-Buttles Company of Mil- 
waukee. 

Mr. Nichols will carry throughout 
this territory the full line of ‘‘Milwaukee 
King” shoes. This brand is already well 
established in New England and Mr. 
Nichols contemplates adding his large 
clientele. He has already started on his 
trip for Fall and says that he “will 














(Photo by Bachrach) 


HARRY V. NICHOLS 
With Luedke-Schaefer-Buttles Co. 


bring home the bacon’ before many 
more weeks have elapsed. 


-RETURNS FROM OVERSEAS 


Owen H. Dickerson Will Cover 
Territory This Fall 


Owen H. Dickerson of P. Sullivan & 
Co. has returned to Cincinnati, hav- 
ing spent a year in France with the 
A. E. F. Mr. Dickerson will cover his 
old territory..of North and South 
Dakota, and Iowa this Fall. 
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THE RETAILER KNOWS 


and appreciates a beautiful snug 
fitting heel that stands up and 
eliminates complaints. 


(GAC Wood Heel Fasteners 


overcome many of the old diffi- 
culties and faults of loose, shaky, 
gaping, wood heels. 


Investigate and specify in some 
of your lines. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASS. 


18 So. Market Street 37 Warren Street 93 Centre Street 258 Fourth Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Milwaukee Rochester Lynn 
1423 Olive Street 124 Main Street 145 Essex Street 87 Main Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill Auburn, Me. Philadelphia Marlboro 
708 Broadway 216 Chartres Street 
Cincinnati New Orleans 
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Review of Leather 

Supplies and Prices 
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Leather Market Chaotic 


Raw Calfskins $1. 00 a Pound---Glazed Kid Market tictnetinen 
Manufacturers Trying to Remedy Situation 


Although conservatism has_ been 
urged in buying and selling raw and 
finished products by successful tanners 
and merchants, it does not seem to 
alter the chaotic and feverish conditions 
of the last few months. Prices continue 
to advance and datings are way ahead 
on the better grades of upper leather. 

All sorts of predictions are made as 
to what the prices of shoes will be for 
next season. It will not be surprising 
if consumers are asked to pay from 
$15.00 to $20.00 or upwards for the 
highest quality shoes this Winter. “The 
present cost of leather, and other pro- 
ductive costs, render this necessary. 

The salient features of the market 
are that raw calfskins have reached 
$1.00 a pound. The highest normal 
range is about 80c. We hear quotations 
on black calfskin leather all the way 
from $1.25 to $1.60 and colored calf 
even as high as $1.75; $2.00 a foot 
calfskin leather is not at all unlikely 
by Fall. Many things are responsible 
for such conditions, but raw material 
is not coming in with the freedom which 
it should. Shoe manufacturers are 
placing orders with tanners for future 
delivery wherever they can and for as 
much leather as the tanner is willing 
to supply. It is their purpose to pile 
up what leather they can anticipating 
higher prices. Their present shoes in 
many cases are being made out of leather 
contracted for the first of the Winter 
when prices were much lower than now. 
Retail shoe merchants are certainly 
getting the benefit of this, at least so 
far as shoe manufacturers are able to 
obtain the stock. 


Sole Leather Market Strong 


The sole leather market is very strong 
and a recent advance of 2c a pound has 


been made all along. Large quantities 
of sole leather have gone to England. 
Still larger quantities are being moved. 
The exports are heavier for the fiscal 
year ending in June, 1919, than any 
previous twelve months on record and 
a large amount of sole and upper 
leather is being taken out of the market 
for foreign consumption. Quotations 
such as can be obtained are, for hem- 
lock No. 1 heavy, 58c; No. 2, 56c; No. 
3, 53c. Light and medium 2c less per 
pound. 

Union sole has sold 94c for cow and 
light steer backs, and heavy steers 
90c per pound. While the above are 
record prices it is not certain that they 
will remain: such. When new supplies 


are required the manufacturer must 
pay the prices asked. 


Oak sole is moving as fast as received 
and even at the advanced prices sup- 
plies are taken up. Bends are selling 
up to $1.20 per pound to the findings. 
trade and to sole cutters and shoe manu- 
facturers at $1.10 or higher. Backs 
92 to 95c. Choice tannages 98c to $1.00 
for special selections. 

Chrome sole is reaching higher mar- 
kets and keeping pace with higher 
leather in view of cost of production. 
Country slaughter is selling at from 55 
to 57c per foot and packer hide 55c. 
Dry hide 7 iron and up 52 to 56c a 


(Continued on page 113) 


Sole Leather 


Hemlock Sole, heavy, No. 1 
Hemlock Sole, seconds, mid 
Oak Sole, No. 1 bends 

Oak Sole, No. 1 backs, all weights 
Union steers, flat 

Union, cows, flat 

Offal, hemlock heads 

Offal, hemlock bellies 

Offal, hemlock shoulders 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 714 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides 


1910 1918 1919 
Cents per pound 
56 @57 58@ 
54@55 56@ 
85@92 1.10@2.15 
80@85 94@1.06 
84@85 90@ 
80@83 94@ 
17@18 16@ 
23@25 22@ 
38@40 37@ 
24@25 20@ 
27 @28 28@ 
Cents per foot 
43@50 55@ 
—@50 55@ 


Hides and Skins 


Chicago City calfskins 
B. A. Dry hides 


1910 1918 1919 
Cents per pound 
@15% —@33 
—@30 
18@22 
34@44 
—@34 


52@ 53 
51@ 52 
45@ 50 
80@1.00 
52@ 55 
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| WEARING - 
as pSUBEACE 


Prevent 
Loss 


HESE mats 

protect the 
workman’s health 
and tend to keep 
him on the job 
with less loss of 
time. They help 
prevent fatigue by 
providing surer 
and more resilient 
footing. Thus 
they promote con- 
tentment and in- 
crease output. 


Ezola is a flexible mat or strip made of tempered 
resilient asphalt compound a half inch thick, 
sandwiched between layers of asphalt saturated 
felt. 

It is surfaced with fine felt composition which 
wears well and affords sure footing. It is bound 
at the edges with a galvanized metal strip. 


Placed on wood or concrete floors where workers 
stand at machines or benches, it protects against 
dampness and cold, absorbs vibration and insulates 
against electricity. 

It is water-proof, vermin-proof, sanitary, inex- 
pensive—and pays for itself in illness prevented 
and in increased energy of the worker. 


Made in sizes from two feet square up. 








Write for Particulars 


THE PHILIP CAREY COMPANY 


511-531 Wayne Avenue, Lockland CINCINNATI, OHIO 
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High Grade Shoe Buckles 


BETTER ANTICIPATE YOUR WANTS ON 
RHINESTONE BUCKLES 


The market is short of supplies and the demand is 

heavy. We can take care of Fall orders promptly 

if you place them now—600 styles—Prices from 
85c to $18.00 per pair 


CUT STEEL BUCKLES | 


We are ovttns | in a shipments every week— in 
Steel ronze and Jet., 


BEADED BUCKLES IN ALL COLORS 


Fichtman - Alexander Co. 
36-38 East 20th Street, - New York, N. Y. 




















DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 


Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part Il— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


‘Part III— Department Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and addresses of firms and names of Shoe 


Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 


683 Atlantic Avenue, Boston, Mass. 
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THE BAKER SHOE 


Standardized 
100% LEATHER 


IN STOCK 


No. 909. Dark Hav. brown kid, Elk com. 
bination last, AAtoE . , 


No. 1200. Glazed Kangaroo, 
Blucher, Elk com- 
bination last, A 


to.E ee 7 


No. 1300. Tan Russia 
Mahogany 
Blucher, Elk 
combination 


last, A to E 7.00 


Our quality will be maintained and we will continue to 
make our shoes 100% leather, no substitutes being used. 


No. 808. Black 
glazed kid 
Blucher, Elk 
combination 
last, AA to 
> os 


J. RALPH BAKER COMPANY 


BRIDGEWATER, MASS. 
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E have broken all 
sales records the 
past season—which 

is sufficient proof to us that 
our customers appreciate 
the looks and service of 
Steadfast Shoes. 


Continuing our policy of 
showing every possible buy- 
ing advantage with our 
customers, we shall continue 
to make Steadfast Shoes 
highest in value at most 
reasonable prices. 
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go Let us tell you how important 
o.. HOSIERY is to your business! 


Let us also acquaint you with Medalia Hose, the 
satisfactory line. 





Our experience—constant re-orders from pleased 
customers—convinces us that you will be pleased. 


G. & A. WISE, Sole Distributors 
130 FIFTH AVE., NEW YORK CITY 


DON’T SAY THE OLD WAY IS GOOD ENOUGH 


And waste valuable time stuffing your shoe tops with paper, etc., which distorts their 
appearance when at a small cost you can make your display shoes look trim and - 
graceful. “AJUSTO” BOOT TOP FORMS are quickly and easily adjusted—No 
springs to get out of order or screws to adjust. The slide does the trick—it expands 
the form and gives the shoe top a smooth, graceful appearance and holds it in perfect 
position. Try this simple, inexpensive way—The cost is small, but results are great. 
Order enough for your windows today. 


Price $3.00 the dozen, f.o.b. Pittsburg 
If your jobber cannot supply you, order direct 


U. S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 


Model No. 2 for A°& B Widths 
Model No. 3 for C{& D Widths : (And Remember It’s Kansas) 
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“Keith Konqueror’ Oxfords 


Here’s a Seller. 
No More When These Are Gone. 
Buy Now for Next Season. 











No. 864 Brown Kid Oxford, Bayne Last, 1% inch Heel 
Widths—AA to D. Sizes—2 to 8 


PRICE $5.29 


In Stock for Quick Shipment 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 


Boston Office, 207 Essex St. 
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Your foresight 


is the key to your stic- 
cess. Supplement your 
**look-ahead”’ habit by 
taking advantage of 
every dependable 
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BUCKLE 


SUPPORT 
Patented 
Feb. 23, 
1913. 


Can be used on any type of buckle. Easily attached. 
Absolutely rigid. Buckles quickly interchanged. 


Keeps buckle close up to throat of shoe. Does not re- |ff 


duce length of vamp. 
SPECIAL TRIAL SAMPLE OFFER 
1 dozen assorted pairs $2.00 F. O. B. Haverhill 
Prices on large quantities on application 


DALRYMPLE - PULSIFER CO. 
Manufacturers %8 Washington St., Haverhill, Mass., U.S. A. 





source of trade infor- 
mation and merchan- 
dise supply. 

Get on ‘the list{of “‘live- 
wire” buyers who get 
Bleecker tBu lletijns 
regularly. 


Use the wires 
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SBLEECKER SHOE COz 

THE LIVE WIRE HQUSE® 
++ \ 












NOVELTIES & STAPLES 
WOMENS-MENS-BOYS-GIRLS 
_ 148 150 Duane Sreeer 


NEW YORK, NY. 
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A “Wingate” Turn 


Black Satin with 
Beaded Buckle 


Our “Edith”? Colonial on No. 52 


Last. 
Heel 


Carries 17-8 full Louis 


with Aluminum plate. 


No. 4955 


INGATE SHOE CORP. 
HAVERHILL, MASS. 
NEW YORK OFFICE: 435 Marbridge Building. 


Dryzer & Barnett, Reps. 
BOSTON OFFICE: ROOM 303, 183 Essex Street 
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Fancy Spats 


For 


Fall Wear 


Fine Grade Felt 
and Box Cloth 


The Kind That Fit 


Lincoln Store Supplies Co. 
1508 Washington Ave., St. Louis 
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Shoe Knowledge That You Need: 


You’ll find it all in *“*The 
Shoe and Leather Lexicon”’ 


“The Shoe and Leather Lexicon” detines and illustrates 
in the shoe and : 


every trade and technical term used in 
leather business, from the raw product of the tann 


and mill through all. processes to the finished shoe. It 


contains correct anatomical drawings of the foot, tables’ 


of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
measurements. 
— ance Take eal lume for 
3 copies for $1.25. 


Boot and Shoe Recorder Publishing Company 
‘ 207 South Street, Boston 


ete correspondenee course in 
y 50 cents a copy. 
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207 South Street 


Detailed Information on Foreign Markets. 
Foreign Trade Opportunities. 

Advice on Financing Foreign Accounts. 
Translations from or into any language. 


The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Registration of Trade Marks in All Lands. 
Financial Reports. 

Means and Methods for Forwarding Shipments. 
\Expert Advice for Exporters. 

Mediums for Advertising. 
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BROWN ELK BLUCHER OXFORD 


LEATHER MARKET CHAOTIC 
(Concluded from page 107) 

foot. 6 to 8 iron 45 to 50c. Lighter 

weights meet a lower price. 

Little relief is looked for in the upper 
leather situation until shipments from 
abroad are increased. Calfskin imports 
have been much lighter during the last 
twelve months than previously and the 
domestic supply has not been sufficient 
to make up the deficiency. 


Side Leather Used Freely 

Side leather has been freely used to 
make up for the deficit in calf and goat 
leather and the sensational price of 
70c up to $1.00 a foot for colors has 
been reached. Much of the leather now 
being made is in dark tan and chocolate 
brown and the other darker shades and 
boarded finish black is being used 
extensively with the large amount sent 
abroad. The call has increased for elk 
and heavy grain and waterproof leathers 


for the cheaper grades of shoes. Elk , 


is quoted at 65 to 75c per foot. 

There is little change in the demand 
for patent leather, which is active and 
bringing 95c to $1.00 per foot for 
domestic and export trade. 


Sheepskin Market Active 

The sheepskin market is active with 
advances noted. | 

The glazed kid market is stronger 
than at any time heretofore. Shoe 
manufacturers are willing to pay $1.25 
to $1.30 for the better selections and 
this is on grades for which they pay 
60c to $1.00 a foot for the supplies 
with which they have been making 
up their present orders for shoes. 

An export duty on goatskins is talked 
of by India tanners and strong compe- 
tition is not improbable among Euro- 
pean countries where price of kid is 
now reported at $2.00 a foot. Cheaper 
leathers and substitutes will have to 
be resorted to for shoes of a price to 
suit the purses of those who are unable 
to meet the present and impending 
higher prices for shoes. 


\ 
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EE =) 


Our Misses’ and Children’s 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED 


IN-STOCK 
SUMMER and FALL 


No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25 
No. 56. Sandal, sizes 6-8, $2.10; 814-11, $2.35; 1114-2, $2.75 
SEE CATALOG No. 15 





L. B. EVANS’ SON CO., Boston Office, 110 Summer St- WAKEFIELD, MASS. 


HAVERHILL 
(Concluded from page 99) 
quarters vacated on Essex Street by 
the Malbon Shoe Company. The 
Lexington concern is one of Haverhill’s 
newer shoe manufacturing houses which 
needs additional factory space to ac- 

commodate its growing business. 


MOVING TO NEW FACTORY 


Shoe Manufacturing Concern Now 
Located in Plant Having Largely 
Increased Space 


The Malbon Shoe Company, makers 
of women’s fine turn footwear, are 
moving this week to new factory quar- 
ters in the Tilton cement factory on 
Essex Street, where it has 35,100 square 
feet of floor space and a capacity of 
from 1,600 to 1,800 pairs daily. This 
is about three times its output in the 
old plant. This is the third removal 
that the firm has made since the es- 
tablishment of business, each time into 
larger quarters. The officers of the 
Malbon Shoe Company are: Frank S. 
Atwood, president, and Jacob Bloom- 
field, treasurer. 


Re-organization of Leather 
Concern 


Old Established House Has New 
Officers and Directors, Also 
Additional Factory Facilities 


Green & Hickey Leather Company, 
known for many years as manufacturers 
of “Shrewsbury leathers,’’ has effected 
a re-organization. The new officials 
of the company include: President and 
manager: T. Frank Hickey, Shrews- 
bury; vice-president and superintendent, 
William J. Hickey, Shrewsbury; treas- 
urer, Hon. Thomas J. Spellacy, Hart- 
ford, Conn. The directors are the 
above named officers, and J. H. Drury, 
president of the Union Twist Drill 
Company of Athol; W. B. McKinnon, 
of the L. S. Starrett Company, Athol; 


Joseph W. Gorman, Gorman & Leonard 
Coal Company, Worcester; Henry G. 
Powning, Boston head of the B. A. 
Corbin Company; Attorney Frank P. 
Ryan, Worcester; Edward Hartman, 
New York, president of the Pacific 
Development Company, and head of 
Hartman Bros.. of Boston; Michael 
Eunice, president of the American 
Importing & Exporting Company of 
Boston, and Clarence E. Wakefield of 
the Wakefield, Wrench Company of 
Worcester. hod 

Green & Hickey Leather Company 
of Worcester, Shrewsbury and Winch- 
endon is now capitalized at $500,000. 
The factory at Winchendon will be 
increased to double its present size for 
the production of high grade leathers. 








MISCELLANEOUS 








WE PAY MORE 


for your shoe stock because we can retail them 
in our different stores at better prices. Also 
interested in assi and administrator stocks 
where leases can be terminated. 

SMITH SHOERIES 


Main Office Johnstown, Pa. 








Milbradt Rolling 
Step Ladders 





ST. LOUIS, MO, 
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page per issue: 


Space 1 time 7 times 13 times 
1 inch..... $4.00 $3.00 $2.75 
2inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth OSITIONS WANTED—Three cents per word for each insertion. 
P Minimum amount accepted, sixty cents. For other a - ad- 
insertion. 





26 times 52 times amount accepted Ads und recei 
$2.50 $2.00 up to five o’clock Tuesday P.M. SS he wil be reosived 
4.75 4.00 panko for poh ong wr pepe ne ao ~~ forw eee, 
le . adv 
7.00 6.00 to their address, each word of the address must be counted in the 
9:00 8:00 pe ay my —- for accordingly. Answers to ads must be sent 














SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





MANUFACTURER of standardized line of 
medium grade men’s dress welts needs sales- 
men and side line salesmen for ce, se Ten- 
nessee, Virginia, West Virginia, Chicago, Kansas 
Oklahoma, Arkansas, Nebraska, Texas, New 
Mexico, Arizona and Michigan. Eighteen styles 
high shoes, twelve styles oxfords, fifteen styles in 
stock for i Six per cent com- 
mission allowed salesmen, four per cent thirty 
days allowed buyer. All correspondence confi- 
dential. Give full particulars in first letter. If 
you can’t sell shoes don’t write. Address B420, 
care Boot and Shoe Recorder Pub. Co., 207 South 
St., Boston, Mass. 


IDE-LINE SALESMEN—Fifty samples of 
infants’ turns and First Steps. Strongest line 
in the country. Want salesmen who travel more 
than six weeks each season and call on all stores -“ 
a town. Our line sells in every store. Must 
hustler and furnish references. Prefer pos whee 
who only travel one state. Mention territory. 
Hustlers act quick. This line will positively pay 
all of your expenses and then some. In-stock 
roposition, new concern. Address B419, care 
Boot and Shoe Recorder, 189 West Madison St., 
Chicago, Il. 
ANTED—Shoe salesman. Must have good 
experience in women’s trade. State salary 
and ddl wextioutons in first letter. Walk-Over Boot 
Shop, Toledo. oO. 
WE are looking for a high grade shoe salesman to 
represent us in Cuba and Porto Rico. Only 
men who know the trade-need apply. We have an 
established business in these two Islands and will 
contract with the correct man on a salary, expense 
account and commission basis. Position must be 
filled by August 15. McElwain, Morse & Rogers, 
Duane St., ew York. 
T7ANTED—Experienced salesman for Northern 
Iowa, Minnesota and Wisconsin. Novelty 
shoes, findings and leather. Established territory; 
commission basis. Splendid opportunity for right 
man. Give full particulars in reply. James Clark 
Leather Co., St. Louis, Missouri. 
WANT TED—Salesmen to carry short line men’s, 
boys’, and little gent’s canvas and leather 
scout welt shoes as a side-line in a gy mes Vir- 
ia, W. Virginia, North and South section, 
gia, Fi a, Kentucky, Tennessee, 
Missouri, Arkansas, Oklahoma, Kansas, ebopeha 
and Texas. Address B396, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














AX, experienced sal inted with the 
Michigan shoe trade to sell on commission line 

¢ Keds and canvas shoes shipped from Detroit. 
A. Siefker, 409 Bowles Bldg., Detroit, Mich. 


Goeop COMMISSION—Good seller—Wanted 

salesman calling on the retail shoe trade, Mid- 

dle and Western States, to carry a new line of arch 

supports as side line. Address B418, care Boot and 

1 Recorder Pub. Co., 207 South St., Boston, 
ass. 











SALESMAN 


WE WANT A HIGH-CLASS SALESMAN 
WITH AN es we TRADE TO 


G D H UTH 
CAROLINA, AND ONE FOR VIRGINIA 
AND T VIRGINIA, WITH A LINE 
OF CHILDREN’S STITCHDOWN ! SHOES, 
XFORDS GGIN 





D ADDR 
CARE BOOT AND SHOE RECORDER: 
127 DUANE ST., NEW YORK. 





Manager and Buyer 


for Retail Store Specializing in 
migh and Medium Grade Ve- 
men’s Shoes. 


Unusually capable man seeks connection, 
preferably in the East or Middle West, where 
larger opportunities demand a thoroughly 
competent and high calibre executive of 
recognized ability. Increased sales with 
Pp firm d to $175,000 during 
past year. Address B423, care Boot and Shoe 
Recorder Pub. Co., 207 South St., Boston, 
Mass. 




















POSITION WANTED 


EXPORT MANAGER—Competent organizer, 

trade developer, familiar European and th 
American markets, desires to connect with men’s, 
women’s shoe manufacturers. Commission and 
drawing account. Crispin, 868 Macey Place, New 
York City. 


i FIRST-CLASS experienced shoe man with 
twelve years’ experience of selling fine shoes 
in the best stores of the South wishes to connect 
himself with a manufacturer making a fine line of 
ladies’ McKays or a fine line of men’s welt shoes; 














WANTED Shoe salesmen who have made 
successful selling records in small territories 
to sell Edmonds’ ‘Foot-Fitter” as side line on 
commission Liberal commissions payable 
on shipment. Many choice territories — 
Edmon Shoe Co., Burleigh and Weil Sts., 
Milwaukee, Wis. 
WANTED. Experitnoed salesman for Middle 
West, Southern and Western states for line 
of men’s and boys’ dress shoes, line of scout 
and work shoes on commission basis. Do not 
apply unless you furnish references. Address 
= 9, care Boot and Shoe Recorder, 207 South St 











Salesmen Wanted 


Large manufacturer of medium 
grade Boys’ shoes, carrying short 
line in stock, desires representa- 
tion in Ohio; also New York State 
(not city). Old established con- 
cern, strong line, commission 
only. Address B421, care Boot 
and Shoe Recorder Pub. Co., 207 
South St., Boston, Mass. 








n territory erred. Reference exchanged 
on rest. Answer B397, care Boot and 
R ler, 207 South St., Boston, Mass. 





POSITION WANTED 


Position wanted by ca shoe man, a 
position as a traveling Ti i 
possible, with a mg snappy ine ladies’ pono 
— dress shoes. Am at _— - 

aS ea omana 
and most su ul country stores in Toe 
dese B25, cre oes cud Sige mas AK 

ress a 
» 207 South St., Boston, Mass. wines 














TO INVEST 


HOE SALESMAN—With vious experie: 
S would like to = a capital of $1,000 or eens 
in a kin dress J100, care Boot 
and Shoe ey 127 Duane St., New Tock. 

= a $25, wy? ~~ y in 
leather iness. 58 Bick sail” 
Dorchester, Mass. st. 














HELP WANTED 











HELP WANTED 





ANTED—Experienced m man with executive 
ability to take charge of order department i in 
rie "hood open 3, =~ pairs men’s wagon, 
la opening for sont, man. dress, 

ee on B422, Boot and Shoe 
8 -4 ro "207 South St. St., Boston, Mass. 





to high grade shoes. 


salary in proportion. 





WANTED—SALESMANAGER 


of proved ability by Eastern manufacturer of men’s medium 


Must be able to direct merchandising campaign and handle 
salesmen. The position is one of large responsibility with a 


Apply, giving full particulars as to experience, age and salary 
expected. All applications held in confidence. Address B384, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
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LINE WANTED WANTED TO PURCHASE MISCELLANEOUS 
y Bicycle 


ha 
Virginia. Well acquainted with the trade. Best 
reference.- Address B424, care Boot and Shoe c 
Recorder, 207 South St., Boston, Mass. STEP 
7 XPERIENCED shoe salesman with two hun- 
E dred thousand dollars’ trade annually wants to LADDERS 
make a change for a real line of men’s and boys’ or d 
— chil m's and infants’ shoes for Woon are made 
ennsylvania an est Virginia; can furni t ; 
of references. Address B412, care Boot and Shoe in many 
styles and 


Recorder, 207 South St., Boston, Mass. 
to. fit all 
We Buy for Cash 


kinds of 
Manufacturers’, Jobbers’ 








A GGRESSIVE salesman wants line of women’s 
<% shoes for western Pennsylvania and West 














FOR SALE 


FOR SALE—Good location for .manufacturing, 
Neshkoro, Wis., C. N. W. Ry., through line to 
Marshfield. 250 inches water, 10 ft. head. No 
expense in maintaining power. Deed drawn 1866. 
One set woolen mill building on site. W. O. Childs, 
Neshkoro, Wis. 





dad shelving. 
Retailers’ Surpius Stocks, Jobs, Send for catalog 
Closeouts. pe: giving full de- 

NO QUANTITY TOO LARGE rm | scription and 
_ also eons entire pum 
rom retailers or manufactur THE BICYCLE 


ers. Send us particulars of 
STEP LADDER 
what you have for sale. COMPANY 


FOR S LE Short Term Leases Taken 

FOR SALE—About 300 dozen khaki canvas We pay Highest Cash Value er 
leggins, front lace and side lace, properly ~ 
——— costing from — to 4 per VAN PRAAG & co. 

dozen. wner now engaged in other busi- ‘ 
ness and will make a big sacrifice to any one a finan ter ae ee, T O | E 
— 
a 





MD ee TT TT TT TT mM 





purchasing these leggins. For other in- 
formation address Arthur F. Herden, Ft. Telephone 2248-2249 Spring 


Smith, Arkansas. = 


























FoR SALE—Turn shoe factory in Brooklyn, 

) N. Y. Most modern and complete equip- : M4 ; 

meat for ihe manufacture of lnc gehen Highest Cash Prices Paid 

shoes. tio} tact. . 

~ san lets Mase copateniie to acquire for entire shoe stocks. We also buy 

well sppeinted caeonting yd ge _ your omni or + ed pou’ poem 

pee. 3 ‘= andred pairs. os tities no object. Retail or wholesale. 
fi responsible parties itertained. 

Address J102, care Boot and Shoe Recorder, 127 Short term leases taken off your 

Duane St., New York. hands. 











Wire or Phone us 
Correspondence Confidential 


MISCELLANEOUS stablished 1890 


GLAUBERG & CO. 


We Will Buy Your 387 Broadway, New York, N. Y. 
Small Sizes aiegenadhar-iateagg ae 
se We also purchase clothing, 
Every shoe store accumulates hats, furnishing goods, etc. 
more or less small sizes of 
women’s shoes. 


We buy and pay spot cash for small WANTED FOR EXPORT 
ots, 


sizes, broken ers 





























iscontinued num- Slow 
Discon ed Numbers 
bers, odds and ends, etc., of all YOUR | Bisceutiqued 


classes of footwear whether old- Entire Stocks W 

fashioned or up-to-date styles. NEW pie EXPGLE CASH anted at Once 
We also are in the market to buy for PURCH ASING CORPORATION for Department Store 
spot cash entire or parts of stores 515-517 Broadway, New York City, N. Y. for Cash 

and stocks of boots, shoes and rub- s Mensfectuseell.. Ratetiens. oc. Qa 
bers and will pay highest cash value. : i 


plus 80 
Write—Telephone or Telegraph . DO YOU CONTEMPLATE ~ i 8) E ~ 
The London Exporting Co. Retiring or going out of businces? 4 
will pay , sabes for your entire or surplus No Quantity Too Large. Short 
315 and 317 Church St. stock of 5 Cuar Leases Taken 


NEW YORK over. 25 years. GLOBE MDSE. CO. 
I. OLENICK 
Phone Canal 861 413 Broadway. New York Tel. 9531 Canal ee 

: 23 Lispenard St., New York City 


Merchandise of All Kinds Purchased 


























i for 
Suitable fi Manufacturers, Wholesalers, - 
i and Retailers einen t = ar aa 
cellent ings space for date, kind, stock ject. . moe 
fr Bees akd sonnets sole KY 26x KO) 


SIZE SHEETS We buy Ce ee ee price 





number, widths from AA to Extra Wide, and 


sizes complete. Quality paper, 54x11. 
90c net 1,000 BROOKLYN PURCHASING SYNDICATE’ 
Send un 0 telal evden tadar FRANK WALKER, Proprietor UNSALABLE eye LO) oe) 
The Murphy-Brunner Adv. Co., 499 Bird Ave. 610 Broadway, Brooklyn and ODDS AND ENDS 
Buffalo, N. Y. Phone, Stagg 1757 an _— “ : 








WE ADVISE vou to pick ou 
SHIP THEM TOUS. ther 
| 


Chairs, ’ SS now tt ryoua 
see Sire Chin, Sate et (CASH PA! Di aanaane 
Wood Windew Display Fixtures a, f for shoe stores or surplus stocks of shoes cw ne 
: a or for other merchandise. Leases taken ar f 
| over. We will send a representative to 
as ESN investigate and make offer upon request. ranhlin Bun anu noand Bradstreet 
west N : > 
i AOR gt, gs Kalter punta Gans Stevens Mercantile Co. 
1141 W. 4th St. Cincinnati, jo, U. S. A. Phone Spring 4573 307 WEST MONROE STREET, CHI¢ 





ene) 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the right to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great problem of a 
shoe merchants. The chief purpose of the “Boot and Shoe Recorder” is to help solve it; for this is the basic problem u 

which depends the progress of the entire allied industries relating to shoes and leather; their production and Zistribudion 


Annual Subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 
Member of the A ialed Busi Papers, Inc. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Circulations 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. Entered at the Post Office, Boston, Mass., as second ciass matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO. ‘ 

















merchant, wholesaler and manufacturer by the 


| Published Weekly in the interest of the shoe 
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Manufacturing Chain 











F. Blumenthal Company 


Wilmington, Delaware 


fight 
as 
The Largest Manufacturers in the ORLD of Glazed Kid 
The Largest Consumers in the of High Class Raw Material ghte 


3 Ste 


Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. © 
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QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 
All classes of Patent Leathers 





Febeco Leather Corporation 
Wilmington, Delaware 


All varieties of Side Leathers 
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The Big “F. B & C.” Guns 


open their fire of National Public- 
ity in the September issues of the 
important National Magazines. 


A color page in the Ladies’ Home 
Journal, supported -by many ad- 
vertisements in black and white 
in other September periodicals 
carries the first message in our 


far-reaching educational work. 


We will tell the women of your 
community of the Style value in 
“F.B & C.” Colored Kids and the 
Quality note that the “F. B & C.” 
trade mark lends to every shoe. 
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cag day requests are reach- 
in 


us for the clever series of 


retail display helps for store, coun- 
ter and window—for our Fall Style 
Folders—for unique newspaper 
cuts and copy for the local dailies. 
Did you get yours? If not, write 
or wire. . . They will help you tie 
up directly with this greatest cam- 
paign in the history of Shoe Lea- 
ther, and will bring direct to your 
besa door, the woman who seeks shoes 


HABLE, of “F.B & C.” Kid. 
FASHION PUBLICITY COMPAN 


OF NEW YORK 
owned and controlled by the 
BLUMENTHAL COMPANY 
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Public Sale of Surplus Sheepskins 


Jerkin Leather 
U. S. Army 


under direction of Surplus Property Division 
Office of Director Purchase and Storage 
Cleared by Director of Sales 
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Approximately 16,000 dozen 
to be held at 


Zone Surplus Property Office, Army Supply Base 


Boston, Mass. 


Starting 10.30 A. M. August 19, 1919, and continuing daily thereafter at 10 A. M. until 
stock is sold. 
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Including Grades 1. 2. 3. 


Tannage consists of the leading tanners of the United States. 


CONDITIONS OF SALE 


1. Bids to be made at an advance of not less than 6. The acceptance of the bids will be determined 

one-half of one cent per square foot. at the time the offer is made and all Sheep- 
skins must be removed from the Government 
Warehouse within thirty days. 
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The highest bidder to be the purchaser, and 
if any dispute should arise between the bidders 
for any lot, it shall be decided by the 
Auctioneer. The Government reserves the 
right to reject any or all bids. 


The Government carries no insurance and all 
Sheepskins left in the Government Warehouse 
fifteen days after purchase will be at the risk 
of the purchaser. 


— a a a a a a a a a 


Sheepskins will be offered by tannage. No 
Bid will be received for less than 1,000 
dozen (unless quantity is below that amount), 
which bid will carry an option for the entire 
tannage of lot offered which must be immedi- 
ately exercised. 


Sheepskins will be sold according to marked 
footage as accepted by the Government. No 
claims will be allowed after removal. 


Sale without recourse as to quality, grade or 
designation. 


Terms cash f. 0. b. Warehouse, Army Supply 
Base, Boston, Mass. 


A deposit of $1,000 (certified check or cash) 
will be required before participating in the 
bidding, which deposit will be returned after 
the sale has closed, if no awards have been 
made to the depositor. 


Sheepskins can be seen and inspected ten days 
prior to sale upon application to Zone Surplus 
Property Officer, Army Supply Base, Boston, 
Mass. 
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ADDRESS ALL COMMUNICATIONS TO 


ZONE. SURPLUS PROPERTY OFFICER 
Army Supply Base, Boston, Mass. 
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NUBU GUN METAL 


NUBUCK 


HIS name and the quality 
that it represents are insepa- 
rable. 


The name carries to manufacturer, 
dealer and wearer the assurance of 
definite quality and is conditioned 
upon the faith of the makers in the 
product. 


Look for the Name. 





Nubuck was originated and is tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 


Cincinnati Gloversville 


NATOF 


WEILDA 
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i Oh Man! It’s The Best 
| Bet There Is. 


BOOT AND SHOE RECORDER 


We overheard two retail buyers 
“talking it over’ the other day. 


One was saying to the other: 
“Is Tony Red going to be good 


another season?” 








Everything goes to prove that 
he was absolutely right. 


Especially the sample lines which 
manufacturers are now prepar- 
ing for the Spring and Summer 


bbb heb heLLLLLLLLLL ii iiiiiiiiiiitiiiiiiiiiiii itt tite 
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campaign. 
To which the other exclaimed: 
Practically all the good lines will 


“Oh Man! It’s the best bet there 


1S. go stronger than ever on 


Tony Red ana Cresco 


With no sign of a lessened demand for these. leathers, we earnestly 
advise dealers who wish them used in their orders to place such 


orders earlier than usual. 


Tanneries at 
Danversport 


P. A. Henry & Co. 
706 Broadway Leather Trades Bldg. 
Cincinnati, 0. St. Louis, Mo. 


Boston Salesrooms 


95 South Street 


Wolfensteim and Shanahan 
39 Spruce Street 
New York 











s TTT LITT Cenececececccecccccccccccecs 
Teeeeeeecccecccauccecces Coaccceceuceccas Geeceneeseaee SCCCHCRCR SERRE eeeeeteeeees Seeeceaceceas 




















FOR SPRING AND 


SUMMER 
of 1920 


FOR 


Economy, 
Dependability, 
Serviceability. 


ASK YOUR NEIGHBOR! 


© 


G. LEVOR & CO., Inc. 


Manufacturers 


GLOVERSVILLE, N. Y. 
NEW YORK, 88-90 GOLD ST. 


ST. LOUIS 
Leather Exchange Building 
Johnson, Stephens & Patten Leather Co. 
BOSTON 
145 South Street 
The G. Levor Company 
MILWAUKEE 
Ae Re Miller Company 
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POLAR: KLOTH 


THE WHITE SHOE CLOTH PAR es [aa 


CULUAREQCLEOCUAUGRRER LEA MACHREEEL IEG LULEULRERURE SOAR ERUAUEGRLONA EAL 


OTHING has been left 
undone to make and 
maintain POLAR-KLOTH 
the finest shoe cloth that it is 
possible to produce. 


Distinguished for its Fine 
Face and Even Weave, which 
give it an individual character 
that is reflected in the shoe. 


Thomas, Lake & Whiton, Inc. 


103 Bedford Street, 
(Corner Lincoln) 


Boston, Mass., U. S. A. 
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IT WILL NOT SCUFF 


yeu can give your customers the same lustrous finish, 
comfort and long wear that make glazed kid so popular 


by specifying NOVILLA KID in your orders— 


NOVILLA KID removes the one objection to glazed kid 
in that “IT WILL NOT SCUFF.” 


Also you can sell NOVILLA KID shoes at more popular prices. 


CASTLE KID COMPANY 


Originators and Sole Producers 
CAMDEN - - ~- - NEW JERSEY 
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For sixty-five years Rueping 





Upper Leathers have been 





used for fine shoes. 






REG. U.S. PAT. OFF 


Colored Calf 


SEMINOLE WINNEBAGO 


Chrome Russia Chrome Boarded 





In shades No. 33 and No. 35—a Light Tan 
and a Dark. Tan or Mahogany 


Uniform shades, fine break and mellow 
feel, with flanks well worked out, ac- 
count for the popularity of these 
leathers. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


—BRANCHES- 
Cincinnati Milwaukee San Francisco 
Chicago St. Louis Montreal 
Northampton, Eng. 
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~McELWAIN 


TRADE MARK 





Stands for absolute dependability 
in shoes! And that means styles, 
materials, workmanship, service and 
just prices. 


Consider this clean-cut Quality Mark 
—a builder of Good Will, your cus- 
tomers’ and yours. 


It’s the Success Sign of modern shoe- 
selling! 


At-once shipments. Wire, telephone 
or write. 





McELW AIN-BARTON 
SHOE COMPANY 


Kansas City, Missouri 
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Your first experience with CASKO 
SHOE FABRICS will make you want 
them in your next order. 


We make them to earn your confidence and, hav- 
ing earned it, to retain it. 


Every kind of a fabric for the outside of a shoe is 


in the CASKO line. 








CORKSCREW CLOTHS 
















; Cotton or Worsted 
We Will - Your 
Gladly SILKS AND SATINS Manufacturer 
Send You © F. Ti Can Secure 
Complete oe Fn rane ae Casko Fabrics 
Sampl P: t] 
— All Staple Colors or to Match Any ated 









Leather. 





CASKO SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 















New York Chicago Boston St. Louis 
H. C. KORNDOERFER & CO. 


A. J. HAAS J. K. REYNOLDS Co. A. W. BLISS 
10 Spruce Street 221 W. Lake St. 106 Beach Street «8 Leather Trades Building 


Rochester H. J. FRALEY Cincinnati 
GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bidg. 
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bw Castle Havana Brown tashion Plate 


EW Castle Leather Company Havana Brown Kid, 
“Seamless Parfait,” 4-Inch Wamp, 9 Inches High, 
24-Inch Louis Heel. 


Made and Exhibited by 


PINCUS & TOBIAS, Inc. 


BROOKLYN, N. Y. 


Judge It by Its lsers” 
New Castle Leather Company 


NEW YORK 


: o_o Montreal,Can. Chicago 


and the Principal Leather and Shoe Centres £i Verywhere 
Factory, Wilmington,Del. 
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To those men who are about to go on the road 
with samples of next season’s footwear, 
this short message is directed: 





UPPOSE you change places with the retail shoe 
buyer for a minute or two: 








Several salesmen have already shown you 
their samples of shoes. Each one talked 
style—style—style. Another shoe salesman - 
displays his samples. They are equally as 
attractive as his competitors. Of course, 
he brings out the striking features in regard 

to his styles, but he goes just one step ) 
further and says: 


~w - 








} “As your customers leave your store well pleased with their purchases, do you ever 
i ’ wonder how many will come back still satisfied and anxious to duplicate their orders? 
Many people are so unreasonable, you know. Some will complain that their shoes 
were uncomfortable; that they quickly lost their shape. Others will claim that their 
shoes squeaked or that they permitted moisture to penetrate. Of course, no merchant 
or manufacturer can please everybody. But you can practically rid yourself of all 
complaints like these by buying this line that contains Korxole innersoles. See how 
light and flexible this cork material is! And take my word for it, it’s waterproof, squeak- 
less, and durable, too. For long wear and maximum comfort and for holding the good- 
will of all your customers you can’t beat Korxoled shoes.” | 





Other things being equal, wouldn’t you (as a retailer) be tempted to choose the Korxoled 
line? We have some special ‘printed matter about Korxole Prepared particularly for 
the man on the road. Ask for “The Shoe Salesman’s Series.” It’s free. 





Armstrong Cork Company, 132 Twenty - third St., Pittsburgh, Pa. 








Korxole and Allied Products 
Armstrong Cork Products Company 


403 Shoe and Leather Building, 
207 Essex Street, Boston, Mass. 
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Distributors in New England for | 
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Cooperation 
"THe whole-hearted coop- 


eration which we give 
the retail dealer is more valu- 
able than it otherwise might 
be, because, being retailers 
ourselves, we have a very 
keen appreciation of retail 
sales problems. 





Sample Displays 


Boston, 268 Summer Street 
New York, 1369 Broadway 


Regal Shoe Company 


BOSTON, MASS. 
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Stock No. 2052 
Ready to Ship 


Known From Coast to Coast 


Black Vici Blucher Oxford; 11 sq. 
sole; 9-8’’ Wingfoot Rubber Heel. Same 
Shoe in Black Calf with Leather Heel— 
Stock No. 1148. 


C,DandE 5 to 10 


Stock 
No. Last Telegraph Code Word Price 
2052 Penn Pioneer $5.00 


1148 Penn Kissel $4.60 


Regal Shoe Company 


BOSTON, MASS. 


DMT 
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I? is a peculiar fact that every now 
and then some sheep stray from 


the fold. 


This week we received letters from 
three lost sheep who have decided 


to return tO— 


“Onyx” 


Reg V3 Pat. orice 


After shopping around they have 
found out by costly experience that 
“ONYX” is the Only Brand that 
can give them service and satisty 
their customers. 








Emery & Beers Company Ine. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
81 Bedford Street 1033 Chestnut Street The Lytton Building 




















THERE'S NO TROUBLE FITTING _. 
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Model 804—Vassar Toe, Glazed 
Kangaroo 84-inch boot. Sizes 
AAA, 5 to 9; AA, 4to9; A,3to 
8; B, C, 2% to 8. 


“1 OLD at the try-on. 


That’s the story in a nut-shell about the 
selling value of ““Glove-Grip” shoes. 


No misfits scattered about the floor and the 
customer’s patience about gone trying to buy 
satisfaction. 


Use the measuring stick to be sure you are right 
on size and it’s a hundred to one bet the first 
pair will please. 


The less trying on done, the more customers you 
can serve and the more money you take in. 


Get a grip on YOUR trade with “Glove Grip” 
shoes. 





Fall Catalogue of 
ready to ship styles 
can be had now. 
Send for copy. 











Model 472—Banker Toe, 
GLOVE GRIP, Whole Quarter 
Blucher, Glazed Kangaroo, 9-8 
Medium Heel. 

IN STOCK 
Sizes: A, 7 to 11; B, 6 to 11; C, 
D and E, 5 to 11. 


M. N. ARNOLD SHOE CO., No. Abington, Mass. 
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V AUGHAN’S 
IVORY 


—— THE SOLE THAT HAS 
MADE WHITE SHOES STAPLE *2##2##2HHHHIRHIHHIHAY 
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ARDEN PARTY — hotel veranda—sport—seashore— 
everywhere that fashion congregates,s VAUGHAN'S 
IVORY is the accepted sole for white footwear. It 

perfects the line of the shoe—lasts as long as the shoe will 
wear. With an edge all its own, unaided by paint or spray, its 
beauty is permanent. Insist that your white shoes are soled 
and heeled with VAUGHAN'S IVORY. 


Costs no more than other good sole leather. 
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GEORGE C. VAUGHAN 


TANNERIES AT 


PEABODY, MASS. 
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“WILSON SEWED” SHOES 


Ue Tei 


1. A process of shoemaking that practically replaces the 
turn shoe—and as light and as flexible. 


. May be repaired. 
. Enables the use of a firm box toe. 
Eliminates wrinkles in the lining. . 


. Will not spread. 


HAS BEEN ADOPTED TO REPLACE | 
THE TURN SHOE BY LEAD- 
ING BROOKLYN SHOE 
MANUFACTURERS 


and by other makers of high grade women’s footwear throughout 
the country. 
CONCEDED by authoritative shoe retailers to excel in appearance 
and in durability a bench-made turn. 


Large Orders 


have been placed by some of the most note- 
worthy and famous exclusive shoe stores in 


the United States. 


A BOOKLET 
describes the ‘process 
and its advantages. 
A copy mailed upon 
request. 


The Wilson Process, Inc. 


Executive Office: 11 Elwood Building 
BOSTON ROCHESTER, N. Y. NEW YORK CITY 
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TRADE MARK 
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FACTORY ts3 BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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WORK SHOES 


; UNION - MADE 
EVERY NUMBER “IN STOCK’’ 
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We still have large stocks on practically all of our 
regular lines. Shoes are moving rapidly, however, 
and we are now obliged to offer for immediate 
deliveries only and subject to prior sale. 


Place orders NOW! 
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Only by doing this can you be 
sure of prompt and complete 


deliveries. 
No. 1531. Brown Full Grain Blucher, Un- 
lined. Two Full Soles. Goodyear Welt, 
Fastened. 


No. 696. Black Full Grain Blucher, Un- 
lined. Comfort Last. Plain Toe. Nail 


Fastened. 
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No. 441. Brown Full Grain Blucher, Hi No. 1591. Brown Full Grain Blucher, Un- 
Cut. Two Full Soles. Nail astened. lined. Outside Counter. .Two Full Soles. 
Boys’ Youths’ Little Men Boys’ Youths’ Little Men’s 


ARTHUR A. WILLIAMS SHOE CO, Manufacturers 


HOLLISTON, MASS., U. S. A. 
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A Successful 
Seller in the 
Best Stores 








Stock No. 981 
New York Last 








A MAN’S tan Crystal grain with 

high quality leather sole, leather 
counters, full size fleeced lined tongue 
and leather top face. It is in. stock 


in A, B, C and D widths. 


This last is often referred to as an 
English walking last. It is exception- 
ally good for Metropolitan trade. 


Write for prices and discounts. 


The J. W. Carter Chicago Co. 


Chicago, Illinois 
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The Shoes You Order Are 
the Shoes You Get 


WO years ago HARNEY formulated the policy 
outlined above and notwithstanding its diffi- 
culties of accomplishment has successfully ad- 

hered to it. 


This phrase is not merely a merchandising slogan, but 
a CREED, believed in and lived up to throughout 
every department of the HARNEY plant. 


HARNEY SHOES manifest the truth of our claim, as 
you who handle them well know. But to YOU who 
are NOT users of HARNEY SHOES we would offer 
one proof—thrée-quarters of our accounts are closed 


by TRADE ACCEPTANCE. 


Does this mean something to you? 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 


IN STOCK DEPARTMENT—78 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 
COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 








The New 






Goodyear Wingfoot Heelsare the walk- 
ing mates of Nedlin Soles. They also 
are guaranteed —to outlast all other 
heels, rubber or leather. And they’re 
so dependable that only one pair in 
352,000 is returned for adjustment. 


Trade Mark Reg. U. 8. Pat. Off. 


Neodlin Sole 
GUARANTEE 


All spring styles of Nedlin-soled shoes, 

and some fall styles -as well, will carry 

the following guarantee: 
If the Nedlin Soles upon these shoes 
fail to give you longer service than you 
have been obtaining from your leather- 
soled shoes, or if they crack or rip at 
the stitches, return the shoes to the re- 
tailer from whom you purchased them 
and he will have a new pair of Nedlin 
Soles applied free. 


This is a guarantee made direct to the 
shoe dealer. All charges for replacement, 
ifany such replacements there may be, will 
be borne entirely by Goodyear. These 
adjustments are made by the retailer — 
Goodyear reimbursing him direct for his 
expense. : 

Itis aguarantee made possible only by the 
proven durability of the Nedlin Sole and 
by the adoption of a standard and supe- 
rior method of application that has been 
accepted by the leading shoe manufac- 
turers of this country. 

This guarantee is only another proof of 
Ne3Glin Sole goodness. 

For were Nedlin Soles and this standard 
method of application at fault in any way, 
such a guarantee would be impractical. 
Many manufacturers can now make de- 
liveries of fall styles, Nedlin-soled and 
carrying this new guarantee. 


The Goodyear Tire & Rubber Company 
Akron, Ohio 


NMeolin Soles 
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HIGHEST GRADE /NCKAY 
FOOTWEAR FOR WOVEN 
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them throw 

their good old | 

shoes away too | 

soon: There's comfort left in them-| 
you can supply a new appearance, 


Thousands of shoe stores are giving their customers the benefit of Goodyear Shoe Repairing which 
brings trade to all branches of their business. Shoes are more than repaired— they are remade 
with all the fine appearance of new shoes. caine 
You may obtain a Goodyear Shoe Repairing Outfit on very easy terms. We install the machines, 
teach their operation and give the full benefit of Goodyear Service. 

Write for plan by which you can establish a modern shoe repairing plant with Goodyear Shoe Repairing Machinery. 


United Shoe Repairing Machine Company, 4 Albany Street, Boston, Mass. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Sereet 306 Broad Street 
Chicage New York Brockton Milwaukee Rochester Lynn 
145 Essex Street 619 Mission Street 221 No. 13th Sereet 11 Florence Street 
87 Main Street 236 No. High Sereet 16 No. 2nd Street 216 Chartres Street 
Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 
301 American Casualty Building, Reading, Pa. 
ERAT EL 65. Ie 
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Cost verses Service 


“Horn Fibre’’ counters have demon- 
strated both to the shoe merchant and the 
shoe manufacturer their superiority in 
wear, fit, flexibility and comfort over 
leather counters. 


With shoe prices soaring, ‘‘Horn Fibre’’ 
counters offer the merchant and manu- 
facturer an opportunity to keep counter 
costs down and at the same time give the 
consumer a better shoe, for ‘‘Horn Fibre’’ 
counters are guaranteed to outwear the 
_ Shoe in which they are an integral part. 


“‘Horn Fibre’’ counters are moulded to fit individual 
lasts, thus insuring smooth, clean heel lines. They 
are water and perspiration proof, too. 


“Horn Fibre’ counters offer an increased service in 
every function that a counter should fulfill at a less 
cost. 





Specify them in your next order. 


The Sign of the Circle 


SERVICE \\ ij} ECONOMY 
; 


Rogers Fibre Company 
Mousam Division 
121 BEACH STREET :: BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 
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Established 
reputation 
assurance 


People acquire the habit of believing in 
that which has always been dependable. 


Educator Shoes enjoy the reputation among 
the people of always having given satisfaction. 


When the question of the price of shoes is 
involved in a sale, people are prone to ad- 
here to the goods they know. 


More people wear Educator Shoes than any 
other make. Why? 


Established reputation 
assures satisfaction 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 
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A Blanket Indictment of An Industry 


cause and effect, no matter whether we have 

a national investigation, plus investigations 
by 48 states. A blanket indictment of an industry 
makes excellent muck-raking matter for spreading 
still greater unrest. 

The situation this week is one that necessitates a 
man-size courage to face on the part of every member 
of the industry. If we allow the blanket indictment to 
go unchallenged it will result in a pernicious unsettling 
of the public mind as to the ‘values of footwear for 
Fall, 1919. One of the trade’s best assurances of 
supply and demand’s preponderant influence is the 
fact that the national charge of profiteering would 
have immediately broken the market from 25 cents 
to $1.00 per pair. And yet what do we find? The 
market holds true to its prices on present levels. 

We do believe, however, that the effect of Congress- 
man Igoe’s resolution and the Federal Trade Com- 
mission’s report, has stopped the period of speculation 
which would have been tremendously dangerous six 
months hence. If the process of re-pricing shoes to 
somewhat approximating replacement values has been 
carried on in a large number of cases in every branch 
of the industry, don’t for an instant believe that that 
practice was true of every concern, or of the great 
majority of concerns. 

There is honor in the shoe industry. And in so 
highly technical a business, there is an intense com- 
petition which prevents collusion on prices in the 
manufacturing and retail branches of the industry. 
If you want to see just what effect supply and demand 
has upon the industry, automatically refuse to allow 


jy aesnt and supply stand to each other as, 


any of the products of the tanneries and shoe factories 
to be sold for domestic use for a period of a month 
and we guarantee that within two days that immense 
product will be bought at higher prices by foreign 
buyers. There is a frantic demand for shoes and 
leather in Europe and the problem of foot covering 
there is one of the incipient causes for further recruits 
to Bolshevism. 

We wish that we could satisfy the fundamental 
inclination of all minds to seek enlightenment on the 
higher cost of living. Much can be said on inflated 
currency and the 50-cent dollar as being the primal 
factors in higher costs. A rudimentary knowledge of 
the technique of the shoe trade will show that when 
the public refers to shoe prices it usually refers to the 
highest grade shoes, at $20.00, maybe, made of the 
highest priced and scarcest materials. The politically 
inflamed mind of the Congressman jumps to the con- 
clusion that all shoes are in that class. Both he and 
the public fail to realize that a well-constructed, staple 
shoe, much lower in price, both durable and comfort- 
able, can be obtained at a price, which in comparison 
with the American day wage is no greater than it was 
before the war. 

We will not soon forget the investigating meeting 
of the Massachusetts Legislature in 1904, when one 
manufacturer pointed: his finger at the retail trade 
and said: ‘“There is where the huge profits are made— 
a $2.60 shoe is sold for $3.50.” And still another 
manufacturer uttered: “No more value can be put 
into a shoe than $3.50.” 

Take a jump to September 12, 1918, and Bernard M. 
Baruch is quoted. “He said that he believed a good 








BOOT AND SHOE RECORDER 


shoe could be made to sell at $3.50 a pair.”” Such 
statements were pure nonsense then, and a lot that 
we will hear in investigations will be pure nonsense 
now. In fact, a whole lot of the nonsense will come 
from members of the trade itself, who will “look for 
the mote in their brother’s eye and see not the beam 
in their own.” It is for this reason alone that we 
did not telegraph representative men in each trade 
to ascertain their views on “investigation.” 

It is our sincere hope that the Allied Trade Council 
of the shoe and leather industries will evolve some 
sort of a method for investigation that will be fair to 
each branch of the industry, both impartial and, just. 
Now that the horde of paid prohibition workers are 
out of employment, look for a gang of.amateur in- 
vestigators, who draw their conclusions from a handful 
of interviews and take by that minute cross-section of 
garbled information a deduction that may be wholly 
unwaranted. °. 

If it is to be investigation, let it result in the utter- 
ance of an economic truth, so that we can render more 
efficient service to the American public. And yet, 
would an investigation of shoe prices: 

Raise more animals? 

Import more hides and skins? 

Cheapen tanning materials? 

Increase the working week? 

Pay for thrift instead of standardizing the labor of 
the drone? 

Make leather more plenty? 

Reduce transportation charges? 

Obviate strikes? 

Lower the machinery cost of 54% 
only cost that has not advanced)? 

Stop all demand for style? 

Satisfy people with a split brogan or an elkskin 
(light cowhide leather) unlined shoe, in place of calf- 
skin at $1.60 per foot? 


cents per pair (the 





Shorter Hours in Factories 


URING the past few years there has been a 
tendency on the part of unionized labor to carry 

their demands for shorter hours. The shoe industry 
has not been immune from this-influence and within 
the past few months decided strides have been: made 
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in this direction. Shoe workers in every center have 
demanded shorter hours, and in most centers the 
demands have been granted. Some cities are still 
working on a 54-hour basis, while a great many of 
them are only working 44 hours. 

The result has been to very materially lessen the 
output and at the same time to very materially in- 
crease overhead expense, which means more cost 48 
pair production. 

In some industries the double-shift plan has been 
adopted, but as yet shoe manufacturers, with possibly 
a few exceptions, have found this impractical. 

Shoe making is an intricate process and daylight 
is needed for its proper execution. Hence the only 
way that a shoe factory can increase its production is 
to add more machinery and more floor space. 

In most shoe making centers labor has been and 
still is scarce. That is to say, skilled laborers—trained 
shoemakers, who are confident and trustworthy. 

Shoe prices, therefore, must show advances, not 
only on account of increased cost of materials, but 
on account of increased cost of production. 





Who Can Talk Embargoes? 


HE ladder of progressive: price increases is de- 
veloping to such a state that the goat raiser of 
India is offered a price for the skins of animals yet 
unborn and the cattle raiser of the South American 
Pampas is giving options on hides now running around 
alive. ; 

Lest you forget—behind the whole situation of 
America’s need for leather is a much more urgent need 
for hides, skins and finished leather on the part of the 
rest of the: civilized world. The lifting of the com- 
mercial blockade against Germany will contribute to 
the increased scarcity of materials for shoes, as Ger- 
many was.no small purchaser of raw materials. Any 
returning soldier is able to tell an investigating:ncm- 
mittee of the shortage of shoes in. Europe. J 

We quote Pierre Mille in:ij{Le Temps,” . Paris: 
“There are shoes to be bought::.My last pair have 
been re-soled four times and now the uppers are gone; 
they admit water and are hideous to see, yet I should 
have to pay 80 francs to replace them. I passed a 
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bad night—I kept repeating—‘80 francs for shoes; 
80 francs for shoes.’ I simply couldn’t sleep.” 

The leading French trade paper in its last issue 
said: “‘Bread or shoes—The deprivation of footwear, 
especially in Winter, is not less cruel, and although 
totally different from that of hunger, compels people 
to endure the latter in order to soften the former. 
Can you not see by this shortage of shoes in Europe 
that the best cure for Bolshevism is a good pair of 
shoes for each and every inhabitant. Who can talk 
embargoes. if such is the case?” 





Wonderful Clearance Season 


EVER in the history of the retail shoe industry 

has there been such a clearance season. ' People 

are buying two, three, and four pairs of shoes antici- 
pating the higher cost in the Fall. 

The most profitable thing that a merchant can do is 
to clean out his old lines this season when the demand 
is so great. He may never have an opportunity like 
it again. 

With September and the hail season ahead, one of 
the cleverest merchants in this country expects to 
find himself without a single pair of oxfords on hand, 
as he means to concentrate on boots, feeling that in 
January the anticipated Spring season will mean early 
low shoes. i 

Prices are safe today while the public’s buying 
power keeps up. 





7 Help “Check” Extravagance 


O sensible person wants wages beaten down. 
Nobody wants to see “starvation wages” paid. 

But there ought to be more general recognition of the 
fact that a great deal of the added “cost of living” 
comes from.saddling on the public the wage increases 
granted'to certain groups of workers in transporta- 
tion, civic and general occupations, who were already 
from 100 to 200!per cent dbove the market. By 
“force”’ of numbers they get double, or triple, the 
amount received by, or which could possibly be paid 
to other workers. It will be a fine thing for business 
when this truth is more generally recognized, and 
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there is a cessation of the political humbug which 
promises everything and fulfills nothing. 

Our American system of “concealed charges” is one 
of the things which adds to the cost of living. The 
public, in general, is not foolish enough to really be- 
lieve that it can get something for nothing. Yet it 
acts as if it did. 

It is the same with wasteful, extravagant govern- 
ment. Every man in town really knows when he 
stops to think that he is compelled to pay for that 
extravagance; but he pays it in insidious and concealed 
ways, chiefly in increased house rents and in the in- 
creased cost of everything he buys. 

If every citizen in town were compelled to go down 
in his pocket and pay directly for these taxes, munici- 
pal extravagance would have been checked long ago. 





Retail Merchants Face in 
creased Expense 


HE average retail shoe merchant is also face-to- 
face with increased overhead costs for rent, for 
fuel, for advertising, for transportation, for selling 
expense, and for every other item that enters into his 
cost of doing business. Alli of these things should be 
and will be taken into consideration by the retail 
merchant in marking the selling price on his shoes. 

It is not a difficult matter then for the retail shoe 
salesman with these facts before him to present legiti- 
mate reasons for the present prices of shoes. 

Note that we do not say “present high prices for 
shoes,” because shoe prices really are not high in 
comparison with raw materials, neither are they high 
in comparison with many other commodities with 
which the consuming public have to deal. 

Bituminous coal, for instance, is worth ten or twelve 
cents in the hill. That is to say, the coal operator 
pays this price to the landowner. That same coal 
costs the consumer from $5.00 a ton upward according 
to transportation costs. 

Wool is today worth around 60 to 70 cents a-pound. 
It takes approximately 10 pounds of wool to make the 
material for a suit of clothes for a full grown man, and 
yet that suit of clothes, if well tailored, will cost today 
around $50.00 or upwards. 
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DATES FOR AUCTIONS 


Announced by Surplus Property Division at 
Boston—San Francisco 


Washington, D. C—Announcement has been 
made by the Surplus Property Division of the War 
Department that Tuesday, August 19, has been set 
as the date for the auction sale to be held in Boston 
for approximately 15,000 dozen sheepskins or jerkin 
leather. The leather is valued at about $300,000. 

A sale date has also been set for the leather auction 
at San Francisco for September 3, when some $250,- 
000 worth of leather will go on the block, very similar 
in quality to that offered at the recent leather auction 
at Philadelphia. This leather will include harness 
leather backs, harness leather sides, russet strap 
leather sides of various weights, shearlings, bridle 
leather, bag leather, etc. 


ONLY 20 PER CENT LOSS 


In Settlement of Government Contracts— 
Leather and Rubber Branch 


Washington, D. C.—It is interesting to note in 
connection with the settlement of Government 
contracts that the Leather and Rubber Branch of 
the Army Quartermaster’s Department will prob- 
ably settle up all of its contracts with a loss of only 
about 20 per cent to the Government. This is con- 
sidered exceptionally good in view of the fact that in 
ordnance there will be a loss of nearly 100 per cent 
to the Government. About the only difficulty which 
has been experienced in the matter of settlement of 
contracts in this branch is with the jerkin leather 
situation and officials of the branch feel that this will 
finally be adjusted to the satisfaction of all. 


SHOES FOR ITALY 


May Be Exported Immediately, Without 
Restrictions 


Washington—The Department of Commerce has 
announced that the Italian Government, under date 
of August 1, has issued a decree allowing the immedi- 
ate importation of American shoes, without re- 
strictions. No licenses are required for the importa- 
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tion of shoes although licenses will be required for 
all other leather goods. 


MAJOR BYRON IN CHARGE 


On September 30 of Surplus Leather Sales 

Washington, D. C.—Captain William S. Urion, 
who has been in charge of the sale of surplus leather 
and leather goods for the War Department for some 
time, has tendered his resignation to the department, 
effective September 30. When Captain Urion re- 
linquishes his position he will be succeeded by Major 
J. W. Byron, son of Major Joseph C. Byron, who was 
so well known to the leather trade. 


RUSSET AND MARCHING SHOES 
Bids on Salvaged Goods Received August 18 


Washington, D. C.—Announcement has just been 
made here by the War Department that bids will be 
received on August 18 at Fort Sill, Okla., for 17,260. 
pairs of salvaged russet shoes and 400 pairs of sal- 
vaged marching shoes. Bids must be accompanied by 
check of at least 20 per cent of the amount of the bid. 
These shoes have been condemned as unsuitable for 
military service. 


A PARIS VISITOR 
W. J. Page Arrives in Boston August 14 


W. J. Page, United States Trade Commissioner at 
Paris, France, has just returned to this country and 
will be in Boston on Thursday, August 14. Mr. 
Page was formerly connected with the London office 
of the Graton & Knight Manufacturing Company. 
While in Boston Mr. Page will make his headquarters 
at the Boston office of the Tanners’ Council. 


FACTORY ADDITION 


The Wise, Shaw & Feder Company Plans Larger 
Output 

A recent deal, whereby The Wise, Shaw & Feder 

Company, Cincinnati, O., secured possession of 

adjoining property, on a lease, was the talk of the real 

estate and shoe industry, the past week. This ad- 
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dition will be devoted exclusively to the manufacture 
of high-grade hand turned “Tailored” shoes. : 

The increased demand for this class of footwear, 
from this factory, made this step imperative, and a 
daily output of 600 pairs of hand-turned shoes will 
insure the merchants of “Tailored” shoes their full 
quota for the coming ‘season. 


’ LEATHER AUCTION SALES 

By Surplus Property Division of War Department 

The Surplus Property Division of the War Depart- 
ment has evidently determined that it will sell all of 
the leather and leather equipment possible at pre- 
vailing high prices. In addition to the sales which 
have already been announced it is understood that 
many more leather sales are in contemplation and 
arrangements have been made by the officials to have 
the leather gathered up from various depots through- 
out the country so that further auction sales can be 
held. 


PICNIC AT HARTFORD 


Wiley-Bickford-Sweet Company Employes, 
1000 Strong, at Keney Park 

One thousand employes of The Wiley-Bickford- 
Sweet Company of Worcester, Mass., and Hartford, 
Conn., held a picnic at Keney Park, Hartford, on 
July 26. 

The morning and afternoon events consisted of 
athletic contests and a baseball game. 

A box luncheon was spread on tables under the 
trees near the Woodland Street entrance of the park. 
During the luncheon the Governor’s Foot Guard 
Band played popular airs,, which were occasionally 
joined in by the employes. After luncheon all present 
were summoned by the voice of “Pa’’ Corbin, treas- 
urer of the company, who was in active charge of the 
outing, to have their pictures taken. The company 
arranged themselves in a circle around the camera, 
with the Worcester and Hartford divisions arranged 
on opposite sides. Cheers and rival yells were ‘ex- 
changed between the two delegations. When the 
picture was finally taken, the central group consisted 
of L. A. Wiley, president; J. A. Wiley, second vice- 
president; W. H. Corbin, treasurer; W. A. Sweet, 
assistant treasurer and E. A. Bickford, first vice- 
president. 

Leads Community Singing 

J. A. Bouvier, Government leader ‘of community 
singing in Worcester, led the singing on the train and 
in the evening at Foot Guard Hall, where the em- 
ployes were taken in motor trucks: A supper was 
- given by the company. ‘After the supper; ‘prizes’ were 
‘awarded by J. A. Wiley. ~ A box of candy was given 
‘to each member of the team winning the girl’s base- 
ball game and cigars were given to the winning team 
of men.. A large banner with the company’s name 


“they missed during war times. 
dispatches of this week tell:of,the licensing of 160 
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on it was awarded to Worcester as the winner of 64 
of the 100 points offered during the outing. 

In a vaudeville show which followed, employes of 
the company entertained their co-workers. This 
show brought forth talent of unusual merit. 

After the show came dancing, music ‘being furnished 
by. a six-piece orchestra. 

The general committee in charge of the outing was 
under the joint chairmanship of A. S. Persky for 
Worcester and A. S. Clement for Hartford. Fred 
Trumbull was the Worcester chairman of the guide 
and reception committee and J. F. Sullivan acted in 
that capacity for Hartford. 


“STAN”? NEWELL BACK 


Another ‘‘Recorder’’ Man Has Returned from 
Overseas z 


Stanwood S. Newell, who for several years prior to 
his enlistment in the army was connected with the 
Western advertis- 
ing department of 
the ‘“Recorder’” at 
189 West Madison 
Street, Chicago, 
has received his 
discharge from 
government _serv- 
ice and returned 
to work. 

Mr. Newell won 
many friends 
among shoe manu- 
facturers and 
wholesalers in the 
Middle West who 
are again pleased 
to greet him. 

During the time 
Mr. Newell was 
overseas he studied 
shoe and leather 
conditions in Europe; not only conditions of stocks, 
but methods of merchandising, styles; etc. 

In his present connection he will represent, not only 
the regular edition of the “Boot and Shoe Recorder,” 
but the “Export Recorder” and Latin American 
edition as well. 


STANWOOD 8S. NEWELL 
Chicago Office 


‘BERLIN: SHOE SHINES 
A Pre-War Public Service Resumed 
Once more the shoe-shine artists are basy in Berlin, 
and Berliners are having the satisfaction and pleasure 


of getting their shoes polished each morning, a luxury 
The Associated Press 


pane cepeiaeaees — in Beelin.. wt pote nabs 
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Federal Trade Commission Report 


Official Text of Summary of Report to Be Submitted to Congress, Which Was 
Given National Publicity August 6 from Washington---Startling Headlines 
Were Used in the Newspapers of the Country Ranging from “Shoe 
Profiteering Exposed’’ to “Hanging too Good, If True’’ 


HE Federal Trade Commission has found that the high 
price of shoes can not be justified by underlying 
economic conditions. The Commission after exhaus- 

tive inquiry into the price of hides, leather and shoes is 
reporting to Congress that the larger packers control the hide 
supply and have taken excessive profits and passed increased 
costs:to subsequent steps in manufacture and distribution; 
that jhe tanner has taken exceptional profits; that the manu- 
facturer of shoes has taken unusual margins and that the 
prices charged by the retailer are not justifiable, each factor 
in the industry adding to the burden he had to bear before he 
passed it on to the next. 
The summary of the Commission’s report is as follows: 


Summary 


This report treats of conditions in the Leather Tanning 
Industry including the hide trade and the boot and shoe 
industry, including the merchandising of shoes. The period 
covered by the inquiry is from 1914 to 1918 inclusive, except 
in regard to certain financial data. The outstanding facts 
established by the inquiry are as follows: 


(1) Between 1914 and 1917 the prices of hides, the 
principal factor in the cost of producing leather, 
greatly advanced and the differential between coun- 
try. hides and packer hides increased beyond the 
usual proportion, due to the more marked increase 
in the price of packer hides. 

(2) Though there was an increase in the cost of 
hides to the tanner, the prices of his product— 
leather—advanced to a point that could not be 
justified by the cost of producing it. This conclu- 
sion is supported by the high rates of return on 
investment received by tanners. 

(3) The cost of manufacturing shoes increased 
greatly between 1914 and 1917, but, as evidenced by 
the high rates of return on investment, not to an 
extent that warranted the prices at which manu- 
facturers sold their product. 

(4) The absolute margins of profit taken by 
retail shoe merchants per pair of shoes grew wider 
as their costs of’ shoes increased because their rate* (1 
of profit remained substantially without change. 

(5) As a result the public had to pay prices for 
shoes that could not be justified not only because re- 
tail shoe dealers took too much profit but because 
the dealer had to pass on to the consumer the exces- 
‘sive profits received by butchers for hides and also 

"the excess profits of tanners and shoe manufacturers. 


General Conditions 


— the progress of the war in Europe, even before the 


United | tates became a belligerent, the demand for leather 
and leather goods for the allied nations of Europe had a 
marked effect on prices. The demand was not only for large 


quantities of leather and shoes, but there was pressure for 


quick delivery. Either one of these factors would tend to 
stimulate prices and both of them together brought rapid 
and marked advances in the prices of both leather and shoes, 
and also of hides and skins. 

When the United States entered the war, there was im- 
mediate demand for shoes and other equipment made of 
leather to meet the requirements of the army. The shoes 
needed by the Government were required to. be made of 
specified high-grade leather. Only the better grades of hides 
could be used in making such leather, and as a result hides, 
especially the better grades, rapidly advanced in price. The 
situation became so acute that in 1918 the War Industries 
Board undertook to provide means of supplying the tanners 
with hides at fixed maximum prices. Maximum prices for 
leather was also fixed for the shoe manufacturers. The de- 
mand for labor in other industries compelled tanners and 
shoe manufacturéfs to increase wages. . 


The Hide Market 

There are two well recognized classes of domestic hides, i.e., 
packer hides and country hides. Packer hides include those 
taken from cattle in regular slaughtering establishments, 
while country hides include all others, such as are taken off 
by small butchers and farmers. The quality of country 
hides, as a class, is generally considered not as good a8 packer 
hides, and there has always been a differential in price in 
favor of the latter. 

Between 1914 and 1917, there was a remarkable advance 
in the prices of hides. From 1914 to 1917 the price of heavy 
native packer cow hides advanced more than 68 per cent, 
while the corresponding grade of country hides increased 
less than 42 per cent. The actual increase in price of packer 
and country cow hides in the two years was 13 cents and 7 
cents per pound respectively. A comparison of these actual 
increasts with the percentage of increase indicates that the 
differential between packer hides and country hides widened 
beyond the usual proportion. 

More than 75 per cent of the cattle and 65 per cent of the 
calves killed by wholesale slaughterers in the United States 
are killed by five large meat packers. The best hides are taken 
off by these wholesale slaughtering concerns and the cattle 
killed by the five large packers are uniformly heavier than 
those killed by the smaller ones. These five large meat pack- 
ing concerns thus have a high degree of control of the grades 
of domestic hides that are reputed to produce the best: grades 
of leather. SéYnewhat less than half of the hides used by the 
tanners of the United States are imported. Four of these 
five large packers produce a large proportion of the cattle 
hides that are available for import into this country... In 
those classes of hides that enter into the production! Of the 
lighter leathers there is not‘the same degree of control inthe 
hands of packers as in the*heavier gradusy: yet some of these 
same packers are very important factors*in the country hide 
trade. Taking into account the extéatito which these five 
large meat packers control the domestic hides, the extent to 
which they control the hides that are available for import, 
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and the extent to which«same of them are engaged in the 
country hide business, and taking also into account the 
extent to which they are engaged in the tanning business 
they seem to be in a position largely to control the hide 
market. 

The system of handling and marketing country hides is not 
satisfactory. The farmer, and often the small butcher, usually 
sell their hides without grading. As a consequence of this 
method of purchasing hides from the primary owner, it is 
often the case that no distinction is made between those hides 
that are well taken off and well cured, and those that are not. 


The Tanning Industry 


During the four years, 1914 to 1917, the cost bf producing 
sole leather increased from 9 to more than 20 cents per pound 
of leather produced. About 85 per cent df the increase was 
due to the increased cost of hides. The increase in cost other 
than for materials, including overhead expenses, during four 
years ranged from about 1%. cents to 3 cents per pound of 
leather produced. For upper leather the increase in the con- 
version cost between 1914 and 1917 was, in some cases, as 
much as 100 per cent, though the total cost of producing this 
class of leather, including the cost of the hides, was approxi- 
mately only 70 per cent. The cost of producing kip upper 
leather, including the cost of the hides, increased during the 
four years about 75 per cent while the cost of producing calf 
leather increased a little more. 

The earnings on investment in the tanning business were 
very much greater in 1916 and 1917 than they were in 1914 
and 1915. The poorest results were in 19 Of 53 repre- 
sentative companies 24 earned less than 10 per cent in 1914 
and 11 had earnings of over 20 per cent, while none earned as 
much as 40 per cent. In 1917 only 2 of the 53. companies 
earned less than 10 per cent, 32 earned over 20 per cent and 9 
earned over 40 per cent. 


The Shoe Manufacturing Industry” 


There was a great increase in the cost of producing shoes 

between 1914 and 1917, the principal increase being in the 
cost of leather. Between 1914 and 1917, the cost of leather 
increased from 40 to 100 per cent—in a majority of shoes the 
increase was over 50 per cent. ‘The cost of materials other 
than leather, such as linings, trimmings, cartons and packing 
cases, increased at approximately the same rate as leather. 
Labor and general expense did not increase at so gréat a rate 
as either leather or other materials: There was but little 
difference in the rate of increase in the various elemgnts. of 
cost of shoes except for misses’ shoes which had a greater 
increase in leather cost than any other class, and children’s 
and infants’ shoes which had a greater increase in cost for 
materials other than leather. _It should be noted in this con- 
nection that leather constituted from 50 to,70 per cent of the 
total cost of all classes of shoes in 1914, except infants’, and 
by 1917 this percentage had increased to about 60 to 75: per 
cent. 
- The manufacturers’ selling prices of shoes increased at a 
somewhat greater rate than costs. In 1916..costs in , many 
instances were less than 1917, but reductions in,selling prices 
oceurred in. only about half of the shoes showing reduced 
costs. «3 ic 

The rate of return on investment: was. much greater in 1916 
atid 19 Mfothari in 1914 and 1915. Out of 256 companies where 
odmparisons could be, made for these years; 23 had losses in 
4914. By 1916 earnisigs: had inen¢ased until there were only 3 
companies with losses;,and.in 19}i,there were 8. There were 
102 companies oubpf!236 that had earnings of 15 per cent or 
miore in 1914, while in 1917-there were 169.companies in this 
class. More than one-third of the companies here considered 
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earned 25 per cent or more in 1917, while only about one- 
sixth earned this much in 1914. Of 236 companies 104 earned 
25 per cent or more in 1916. 


Shoe Merchandising 


The gross profits of wholesale shoe merchants getiorally 
ranged above 20 per cent of the cost and they were somewhat 
greater. in 1918 than in previous years. 

There was a heavy increaie in the price of shoes/to con- 
sumers between the years 1914 and 1918. The retailers’ gross 
profit is around 50 per cent—sometimes more and occasionally 
less. In 1914, the retail merchants’ rate of profit was some- 
what lower than it was in 1918. The absolute amount of 
profit per pair of shoes was very much greater in 1918 than 
in 1914. A good work shoe for men that cdst the dealer $1.75 
in 1914 and retailed for $2.50, cost him $2.75 in 1918 and 
retailed for $4.00. In this instance the retailer took a margin 
of 75 cents in 1914, or 42 per cent, and in 1918 a margin of 
$1.25 or 45 per cent. In a group of shoes that: cost the retailer 
from $2.00 to $2.50 in 1914,-a large proportion of them re- 
tailed for $3.50 with a percentage of gross.profit ranging.from 
40 to 64 per cent. The same shoes in 1918:cost the retailer 
from $3.05 to $4.45 per pair and retailed at from about $5.00 
to as high as $7.00 per pair, with the percentage of profit 
ranging from 39 to 69 per cent. In 1914 the retailers’ absolute 
gross profit for this group averaged a little more than $1.00 
per pair, while in 1918 it averaged more than $1.80 per pair. 

The absolute amount of money necessary to conduct busi- 
ness in 1917 and 1918 was greater than in 1914, but the rela- 
tive. cost of doing business practically did not change. The 
percentage of total sales of dealers that was expended for 
the conduct.of, business was approximately the same in 1917 
and 1918 as it was in 1914. The volume of business of more 
than 50 wholesalers increased 32 per cent in four years while 
their actual expenses in dollars and cents increased only 24 
per cent. The actual expense of 53 retailers handling a 
general line of good shoes was 26 per cent of their sales in 
1914, and the expense of 61 dealers in 1917 was the same. 
Stores handling popular priced shoes had a lower rate of 
expense as compared with sales than the general class of 
dealers. It is to be noted also, these popular price stores had 
a lower rate of expense in 1918 than they had in years prior to 
that time. 

Retail Price of Shoes 


Taking into consideration all the circumstances, the high 
prices of shoes in 1917 and 1918 can not be justified. Leather 
manufacturers, shoe manufacturers, and retail shoe mer- 
chants all made. unprecedented profits. 

It should be noted in this connection that prices were bound 
to advance considerably between 1914 and 1917, even though 
no large profits were obtained. There was an increase in the 
cost of hides and all other materials used in the manufacture 
of leather. The shoe manufacturer had to pay much higher 
prices for leather and other materials and also more for labor 
as the war progressed. While the shoe merchant did not take 
a larger percentage of profit on the cost of shoes, the applica- 
tion of the same percentage during the war as was used prior 
thereto, gave him a much larger absolute profit per. pair of 
shoes. 

The best silliest for judging whether or not the prices of 
a commodity are.reasonable is the percentage of the profit on 
the investment employed in its production and sale. Meas- 
ured by this standard, slaughterers took more than they 
should for hides, tanners charged more for leather than they 
should, and shoe manufacturers likewise charged fio much 
for shoes. Eveni in 1914 the tanning industry’ was prosperous; 
in perhaps a majority of cases earnings were 10 per cent or 

Gantinued on page 48) 
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Original State Street Store of I. Miller, Chicago, Showing New Section in the Background 


Shoe Store’s Expansion 


I. Miller, Chicago, Adds New Section---168 Fitting Chairs 
and Stools 


AINLY due to the unbounded energy of 
Edward M. Mittelman, who has been man- 
ager of the I. Miller Store at State and Mon- 

roe Streets, Chicago, for the past 11 months, the busi- 
ness of this store has grown in such volume that it 
became absolutely necessary to provide for a big 
expansion in order to handle the ever increasing trade 
effectively. 

This store has had a salesroom on the seventh floor 
of the Mentor Building, in which building the ground 
floor store is located, and still this addition was not 
sufficient. 

The new addition extends on the Monroe Street 
side all the way to the alley, giving the store ground 
floc? ‘witidow space of half'a block. It also gives the 


store a Monroe Street entrance. Besides, the ad- 
dition has rendered one complete new store. In 
adding this new section to the store many new and 
original improvements were made in the interior. A 
complete balcony extends all around, both in the old 
store and the new store. An ornamental iron railing 
finished in walnut to match the interior decorations 
extends over the balcony and gives a clear view of the 
main floor. The railing is trimmed with fancy 
drapery and presents a very dignified effect. 


Cashier’s and Wrapping Desk in Center of Store 


The ‘most distinct: improvement was made in the 
ground floor store by installing thé cashier’s desk in | 
the center of the store between the original store and 


eff 
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View from New Section of the I. Miller Store, Chicago, Looking Towards State Street 


the new addition, where it is situated so that it is 
convenient to the stairway entrance to the balcony. 
‘The cashier’s desk includes a wrapping desk. with 
many unique features. This wrapping desk contains 
16 compartments with self-closing lap-doors. In 
each of these 16 compartments are three pigeon holes, 
each providing for six’pairs of rubbers, making the 
total capacity of each of the 16 compartments 18 
pairs of rubbers. The advantage of this arrangement 
is that the rubbers can be stocked without: boxes, thus 
doing away with the handling of tissue paper é and other 
wrapping and rubbish. a 


ond 
 $ WnW4 


Hosiery Section Opposite Cathier’ s Desk 


Directly opposite this combination of cashier’s and 
wrapping desk is the hosiery section located in the 
center of the store so that all customers approaching 
the cashier’s desk or entering ‘the- original, store from 
the new store, or vice versa, can easily observe and be 
attracted by the hosiery display. 

Besides the extensive ‘irhprovements made in the 
ground floer stores, the seventh floor, sales rooms: have 


been entirely rearranged and a portion of them have 
been turned into a stock room. The offices still are 
located on the seventh floor and a number of seats are 
provided for taking care of the trade. 

‘The addition to the I. Miller Store has given it a 
capacity of 168 chairs. The store employs regularly 
57 sales clerks—all clean cut, enthusiastic workers, 


many of whom have a call trade that takes up their 


entire time. 





Daily Output Increased 
The F. Blumenthal Company has bought further 


plots of property.adjoining their works in Wilmington, 


Del. 

_The erection of their new buildings ‘is. going on 
rapidly. When these are completed the daily output 
of the F. Blumenthal Company will be not less than 
5,000 dozens of goatskins daily. Besides this they 
manufacture a large amount of ‘side..leather now 


averaging 600 sides per day, which will probably be 


increased to not less than 1,000 to 1,200 sides per day, 
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To Be Held August 20 and 21 at Yacht Club on Beautiful Lake 
Winnebago, Oshkosh 


climate delightful on Lake Winnebago, Wis. 
Merchants of the Badger State have 
generally had a prosperous and successful season. 

For two days, August 20 and 21, the prosperous 
and successful shoe merchants of Wisconsin are all 
going to forget the inside conditions of their stores, 
get beyond the four walls of their confinement and 
journey by motor, by trolley or by train, to Oshkosh, 
the metropolis of the Fox River Valley. . 

Here on the veranda of the cool, breezy home of the 
Oshkosh Yacht Club they will meet their-fellow retail 
merchants and in a heart-to-heart way thrash out the 
problems and difficulties which are daily met in the 
routine of business. 

The merchant who feels that he cannot afford to 
spend the time and money necessary to attend a 
convention of his fellow craftsmen is just the,man 
who cannot possibly afford not to be present at that 
gathering; he is the man whose vision¥$ limited and 
whose horizon is bounded by the narrow confines of 
his own selfish individual activities. 

Big men and broad-minded men in every craft are 
recognizing the necessity of personal contact with 
men in the same walks of life in other communities. 


BIG ATTENDANCE URGED 


Opinion of A. H. Geuting on Springfield 
Convention Cited 


A. H. Geuting, president National Retailers’ Shoe 
Association, the head of an organization operating 
three large stores in the city of Philadelphia, journeyed 
all the way from his Eastern home to Springfield, IIl., 
to spend one day in convention with the Illinois 
Retail Shoe Merchants. Mr. Geuting said that he 
learned enough, during that one day of association 
with fellow retail merchants to repay him over and 
over again for the time expended. 

President William Schlaefer and his program coin- 
mittee of the Wisconsin Association have spent muchi 
time and effort to arrange a program that will be 
interesting and instructive on live-wire shoe topics. 

bThe Oshkosh Association of Commerce is lending 
dyery possible assistance to make the stay of the 
merchants both pleasant and profitable, and to this 
end have arranged automobile trips, a cruise on the 
lake, .&;dance and other entertainment. 

Study the program of this convention, and if your 
store is within a radius of Oshkosh that makes it 
possible for you to. be present;:rest,assured that your 


Rcm are good, motoring is fine and the 


“Advertising; 


time will be more profitably spent in-Oshkosh August 
20 and 2k than if you remain at home. 


THE PROGRAM 
An Outline by the Day and Hour of Convention 


August 20—9.30 a.m., meeting called to order; 
10.00 a. m., reading of the secretary’s report; 10.30 
a.m., president’s message; Admission of new mem- 
bers; 11.00 a. m., address: “Organization and Craft 
Association;” 11.30 a. m., Dutch lunch; 12.30 p. m., 
automobile trip around the city; 2.00 p. m., address: 
“Some Obligations of the Shoe Manufacturer and 
Shoe Retailer to the Consumer,” by H. L. Nunn, 
treasurer of the Nunn, Bush & Weldon Shoe Co.; 
2.30 p.m., address: “Conditions of the Hide and 
Leather Market,”’ by E. C. Logan, Western Editor of 

e “Boot Shoe Recorder”; 3.00 p. m., address: 
3.30 p.m., address: “Styles,” by 
Frank B. King, president of the Chicago Shoe Trav- 
elers’ Association; 4.00 p. m., address by Senator C. B. 
Bird; two reel motion picture lecture, by J. F. 


+ O'Connell of the United Shoe Machinery Company; 


’ Saved on Fire Insurance,” by Ray z; 


5.00 p.m., boat ride on beautiful Lake Winnebago; 
9.00 p. m., dance, given by the Oshkosh Shoe Re- 
tailers. 

August 21—Morning session at the Yacht Club: 
9.30 a. m., opening report of directors on place and 
time for holding the 1920 Convention; round table 
talks: 10.00 a. m., topic: “Cash vs. Credit,’ leader, 
Joseph Langenberg, Appelton, Wis.; 10.30 a. m., 
topic: “Profit Possibilities of a Repair Department,” 
leader, Wm. F. Schumacher; Madison, Wis.; 11.00 
a. m., topic: “Stock Turnovers, How Often? Should 
it be Based on Pairs or on Dollars?, leader S. J. 
Brouwer, Milwaukee, Wis.; 11.30 a.m., topic: 
“How I pick Novelty Shoes,”’ leader, A. B. Caspari, 
Milwaukee, Wis.; 12.00 a.m., lunch; 2.00 p.m., 
topic: “Odds and Ends, and How to Dispose of 
Them,” leader M. Fitzsimmons, Fond du Lac, Wis.; ° 
2.30 p.m., topic: “Rubber Footwear Situation,” 
leader Wm. F. Gleue, Grand Rapids, Wis.; 3.30 p. m., 
topic: “How to Reduce Complaints,” leader Edw. O. 


Ray, of the Shoe Retailer; 4.00 p. m., topi¢: “Money 
le, Mil- 


oO} edtnorm , 

14 "* old § 

ide»: Pfuodda adi 3 
_ Changes in Prices 

“Prices subject to change ‘without notice” is the 

common P.S. on all catalogs. 


waukee, Wis. 
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Visit from an Internationalist 


Fred S. Page, Esq., London, Favors Better Understanding Between England 
and America—Stzongly Favors Shoe Organizations 


years has been managing director of the Lon- 

don Shoe Company with a chain of stores in 
London, has now become affiliated with Henry Bolton 
in the firm of Bolton-Page Company, Ltd., New Bond 
Street, 125 and 126, Finsbury Pavement, London, 
E. C. 2, who are large importers of American shoes 
for Great Britain, including the British Colonies and 
Continental Europe. 

Mr. Page is well known to 
American shoe manufacturers. 
He has spent twenty-five years in 
the shoe business, eight years of 
which he has lived in South 
Africa; he knows the shoe stores 
of Johannesburg and Cape Town 
intimately; previous to his con- 
nection with the London Shoe 
' Company, he was identified with 
Selfridge & Co., and the Saxone 
Shoe Company, London. He has 
a large clientele in the markets 
of the world. 

Mr. Page has come to the 
United States to buy shoes for 
Harrod’s Ltd., wholesale depart- 
ment, which will be distributed in 
Continental Europe. If Mor. 
Page can get in touch with shoe 
manufacturers whose interests do 
not. conflict with those of his 
present connections, he will ac- 
quire more accounts. His errand 


a S. PAGE, ESQ., who for the past seven 


for Harrod’s Ltd., however, is entirely distinct from, 


his own business connections and he will buy wherever 
he finds suitable merchandise. 


A Big Opportunity for American Manufacturers 





‘“‘American manufacturers have a great 
opportunity to seize domination: of the 
European shoe market,’’ said Mr. Page. 
“Shoe | fa ‘tories in Europe are sold out for 
months to come, both in England and on 
the Continent. With quantity production, 
the American should be able to put out a 
line of shoes at’puidés tha? Will be less than 
his foreign competitor could ask.’? 











. FRED S. PAGE, ESQ. 
Of Boltqn;Page Co., Ltd., London 


“If American: wish to sell American shoes in 
Europe, they must adapt themselves to European 
styles. What Harrod’s are going to go after is the 
big bulk of trade, staple shoes. They feel that by 
the time any novelty merchandise could be sent over 
to the other side, it would already be out of style.” 


Samples Displayed Are Not Like American Shoes 


Mr. Page displayed several pairs of shoes, which 
judged by the American standards 
might be considered peculiar look- 
ing. He has brought over samples 
of men’s and women’s shoes which 
are worn by Europeans. 

“They won’t buy American 
shoes built as they are now, be- 
cause, in their eyes, they look 
foreign,” said Mr. Page. “Each 
nation creates its own styles in 
footwear. There are some people 
who do wear American shoes 
made according to our lasts, but 
they are far outweighed by the 
great bulk of the population 
whose tastes must be met _if 
Americans expect to find a shoe 
market abroad. I do not wish to 
do missionary work,” said Mr. 
Page, “I want to do business. I 
will go into a French store and 
show the proprietor a pair of 
shoes and the next morning he 
will order 40,000 pairs. I could 
go in with a line foreign to his tastes and spend several 
weeks in that city converting him, but I have not the 
time to do that.” 


A Trip to Germany in June, 1918 
-*Mr. Page performed a most amazing feat. through 
his visit to Germany late in June of last year, from 
the British Bridgehead at Cologne, upon a permit 
furnished by Premier Erzberger. 

“It was reported. everywhere in Belgium and 
France,” said Mr. Page,: “that the Germans had 
secured from Russia large quantities: of hides, and 
that leather supplies would be found in Frankfor#-on- 
Main and Offenbach. I was somewhat doubtful, .but 
decided that-I would proceed with all. possibk/ haste 
and investigate.‘ I found that there was not a word 
of truth in ‘this=répért}: hut rather that Germany 
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needed leather desperately as there is practically 
none in Germany now. I found that shoes in Ger- 
many were made of a paper fabric. There were some 
wooden sole sandals. Pieces of paper forming the 
shoes were so interwoven that they closely resembled 
the substance of which panama hats are made. In 
no case was leather used, excepting for a child’s shoe, 
which was made of scrap leather and had 17 different 
pieces sewed together just like a patchwork quilt.” 

He spoke of Germany having a much “down-at- 
the-heel’” appearance. He further spoke about the 
windows in Germany being made of paper; that the 
telephones in the hotel bedrooms had not returned 
from war duty; of the peculiar substance of which the 
spoons were made. One shoe manufacturer in 
Frankfort-on-Main is described by Mr. Page as 
making 8,000 pairs a day of paper slippers. . The 
manufacture of these slippers denoted great ingenuity 
both in the uppers and in the soles. The British 
military authorities were unable to give Mr. Page 
permission to proceed to Germany .and Erzberger, 
Premier of the new German Government. of that 
period, had given special instructions that no civilians 
be allowed to enter Germany. ‘Where there is a will, 
there’s a way,” said Mr. Page and added with char- 
acteristic British simplicity of language—“I got 
there—the least said about it the better.” - 

In the early days of the world’s war, Mr. Page took 
a part in national service work by organizing food 
production and work pertaining thereto, such as 
plowing and mechanical cultivation in the County of 
Shropshire. One of the convincing arguments put 
forth to the German Staff Commander in Cologne was 
that Mr. Page’s primary mission in Germany was to 
make arrangements to supply food if the German 
merchants could buy it. For years before the war, 
he had spent much of his time in Germany and was 
well known to hundreds of German merchants and 
business men. 

In Frankfort-on-Main, just before the Peace 
Treaty was signed, Mr. Page discussed the political 
situation with leading bankers and merchants. 


German Merchants Need Credit to Buy Goods 


“German merchants expect the Allied nations to 
resume business relations with them on the pre-war 
basis, and even at pre-war exchange rates,”’ said Mr. 
Page. “In the opinion of ‘leading German bankers, 
it will be necessary for outsiders selling goods to 
German merchants to extend them credit. One 
banker expressed the opinion that his firm- would be 
able to make financing arrangements through English 
banks for any orders that might be taken:from Ger- 
man firms of high standing. He also suggested that 
it would be wise for English merchants to offer to 'sell 
goods to Germans for marks ‘at near their: pre-war 


values, and hold such: moneys for a rise-in-the rate-of 
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exchange, or that a good business might be done by 
banking in Germany the marks received for goods 
that might be purchased from German manufacturers.” 

The extension of credit under present circumstances 
or the accepting of German marks at near pre-war 
value, manifestly is not desirable to American or 
British shippers, according to-Mr. Page, and it is his 
private opinion that the last suggestion of the German 
banker may be the channel through which trade will 
be opened up. 

“The working people in Germany are short of 
money,” said Mr. Page, “but. the wealthier trading 
class seems to be able to get everything it requires, 
both in food and clothing. _ I found German merchants, 
bankers and others willing to meet me and talk busi- 
ness.. I was received courteously everywhere and 
was not molested, although I spoke English con- 
stantly. ; 


Labor Is Agitated—Business Should Be Done 
Through Travelers 


“Labor is in an agitated state closely bordering on 
Spartacism, due to high prices and a shortage of 
foodstuffs and clothing. Under these conditions I 
think it will be possible to do business in Germany 
only through commercial travelers, and not by the 
establishment of agencies. Cash transactions should 
rule, and the rate of exchange will have to be given 
great consideration. 

“The Germans need leather desperately,” con- 
tinued Mr. Page, “‘as there is practically none of any 


.. description in Germany now. 


“Swiss tanners and shoe manufacturers are selling 
great quantities of their products in Germany. I 
believe that more supplies will come e from the United 
States. 


’ Germans Interested in Attitude of Allied Nations 


“I was in Heidelberg riding with two German 
acquaintances the afternoon the treaty was signed. 


- Promptly as the hour came around, my two com- 


panions drew their watches from their pockets. ‘It 
is the hour,’ they said, in hushed voices, and added, 
‘ja, ja, ja, ja,’ in descending tones as viewing the 
corpse of a beloved relative.”” The Germans with whom 
Mr. Page came in contact showed no resentment 
against him personally, but rather treated him as one 
who was laboring under a delusion. The extent of the 
damage done by the German raiders and the strict 
food regulations enforced in England seemed to be 
unknown to. the Germans with whom he conversed. 
He told them what had happened i in England during 
the war as a means of drawing from them statements 
German Viewpoint _ was. They were. "particularly 
interested in the feeling of the allied nations as a whole 
(Continued on page 48) 
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Melvin Shoe Corporation Managers and Executives Studying Brockton Methods of Lasting and Shoemaking 


Newiiaal Course in Shoemaking 


Melvin Shoe Corporation [Illustrates Desirability of Studying 
Methods 


operating 12 retail shoe stores and a wholesale 

department, made a trip to Brockton, Mass., 
the latter part of July to study last making and shoe- 
making. 

The. visitors consisted of executives and store 
managers. They visited the shoe manufacturing 
plant of A. E. Little Shoe Company and the Maw- 
hinnéy Last Company. All were very much interested 
in the different processes through which the shoe was 
put from the last to the finishing room and the speed 
and skill with which the finished product was turned 
out was a revelation to those “‘taking the course.” 

A similar course, might, with profit, be adopted by 
other shoe store owners throughout the country. It 
is desirable that merchants, their store managers and 


fe Melvin Shoe Corporation, New York City, 


salesmen understand the product which they are 
offering to the public. Volumes may be read on the 
subject, lectures and informal talks may be given in 
the greatest possible number and yet there is some- 
thing lacking in the real ‘‘driving home’”’ of the lessons 
from the actual demonstration of. scientific shoe- 
making as conducted in the great factories where the 
American shoe is created. 

The education of the store salesman is not com- 
plete unless he has spent a few hours, at least, going 
the rounds of the shoe factory visiting various rooms, 
seeing the leather in the uncut stage and observing 
how it is died out and moulded into the correct shape, 
to be passed on to the laster, the fitter, the stitcher and 
finally boxed and sent out to the retail shoe store. 

Just as in a normal school, the young men and 
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women who are training for teachers must spend a 
number of months in the practical study of teaching 
in the public schools, so a normal course in salesman- 
ship which would train the salesman in the actual 
work or close observation of the article about whose 
merits he must “teach” or explain, should be given. 
Unless he does this he will not be able to talk of the 
merits or selling points of his merchandise to the best 
advantage. 

In the course which the Melvin Shoe Company, 
New York, put into operation for its store managers 
and executives, last making was alsoifitroduced. This 
is also an important point for the retail shoe salesman 


to understand, especially in these days when the buy- — 


ing public is on the alert with questions and for the 
correct answers to which they are depending on the 
store salesman to whom they look as authority in 
shoe history. 





VISIT FROM AN. INTERNATIONALIST 
(Concluded from page 46) 


toward the Germans. Mr. Page illustrated this by a 
simile in which he likened the German nation to a 
naughty boy, who had pulled out the cat’s tail, 
gouged out her eyes, and had been spanked and sent 
to bed in the dark without his supper to consider his 
faults and to apologize. When the apology was 
forthcoming and sufficient assurance of good behavior 
in the future had been given, the youngster would be 
reinstated into the family circle. 

The Germans do not seem to accept the application 
of the parable. They said that they had never been 
at fault, so had nothing for which to apologize. The 


stern parents who administered the punishment had - 


done so according to their views upon the lying evi- 
dence of others. The British newspapers, they said, 
were the authors of these lies, so, although they had 
been spanked they were not sorry and felt that the 
punishment was unmerited. 

Mr. Page emphasized the importance of America 
and England coming to a better understanding of 
each other. He said, “I think that we in England like 
the American people better than the American, people 
seem to like us. On all public buildings we fly the 
American flag in connection with the British flag. 

“The airplane service will undoubtedly work to 





““Why should America and England not 
work together in harmony? The two na- 
tions have the same ideals; we speak the 
same language. While we cannot change 
our individual characteristics or opinions, 
our national aims and motives are funda- 
mentally the same.” 
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establish a better relationship between England and 
America, as you will then be able to get our papers 
with full and correct accounts of the British viewpoint 
and not have our viewpoints re-edited as they must 
necessarily be from an article written on perhaps a 
20 to 50-word cable. I think that the written word—- 
the trade journals and the newspapers of the country 
—has the mission of bringing about a better under- 
standing between the two nations. The writer of 
today truly has accomplished a great mission if he 
can by his labors bring about the cementing of the 
English and American peoples. When the airplane 
service for the transportation of our London news- 
papers and trade papers is inaugurated, I shall try to 
be the first man to put into the hands of the American 
reading public the English viewpoint as it is given 
by the English press and to place before the minds of 
the English reading public the American viewpoint 
as it is actually presented by your able American 
writers of the American press.” 


An Admirer of the Boston Shoe Trades Club 
Mr. Page is the father of The Footwear Organ- 


eo Londes, which is published monthly in the 


rests of the shoe trade. 

He is a strong believer in organization and advo- 
cated an association of. retail shoe salesmen with a 
lecture course to be inaugurated, monthly meetings 
and instructions in scientific salesmanship, window 
trimming, leather and shoemaking, and all that makes 
for better shoe merchandising. 

He is also looking forward to the day when a shoe 
men’s club will be established in London along the 
same lines as those of the Boston Shoe Trades Club. 





FEDERAL TRADE COMMISSION REPORT 


(Concluded from page 41) 


more and only a very few suffered losses. By 1916 and 1917 
it was rather unusual for a company to earn less than 20 per 
cent. A similar comparison for manufacturers of shoes shows 
that more than twice as many made a profit of 20 per cent or 
more in 1916 and 1917 as did in 1914. 

The rate of return on investment to shoe merchants cannot 
be stated, but it is evident from the volume of business they 
had and from the gross margins of profit they secured per 
pair of shoes, that their business was very profitable. Taking: 
into consideration all the circumstances, especially the cir- 
cumstance that the United States was engaged in war, the 
large profits taken by slaughterers for hides, by shoe manu- 
facturers, and retail shoe dealers cannot be justified, and 
there is consequently no justification for prices that con- 
sumers have been compelled to pay for shoes. 

Some relief from the intolerable prices paid, by consumers 
for shoes may be had by (1) a rigid enforcemeitt’ of the laws 
against monopolistic cotitrol of comimodities, (2) Legislation 
forbidding producers of hides engagiig in the tanning busi- 
ness, and (3) the adoption of a device in the distribution of 
shoes that will acquaint the consumer with the selling prices 
of the manufacturer. 

The complete report will be ready for distribution within a 
week or ten days. 
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Factory Studies by Salesmen 


Gathering of Rice & Hutchins, Inc. Men Make Tour of 
Their Factories . 


salesman includes a thorough knowledge of the 

making of the product he sells, Rice & Hutch- 
ins, Inc., on Monday, July 28, called in all.the sales- 
men who have not previously made a tour of their 
factories. 

Included in the second group of such salesmen are: 
R. Hales of Philadelphia; Messrs. Jacob Goodman, 
Fred J. Kadel, and Thomas Kenney, of New York; 
Messrs, George Baumet, E. E. Harvey, F. L. Kern, 
E. E. Marten, 
John Ripple, H. H. 
Reid, P. A. Mor- 
gan, Frank Baird, 
Will Morrisee, and 
R. C. Jenkins of 
Chicago; Messrs. 
F. E. Benjamin, O. 
A. Lamb, A. L. 
Sherman, C. E. 
Zinsmeister, J. O. 
Ford and Willis F. 
Allen, of Cleve- 
land. 

These men were 
quartered at the 
Copley Square 
Hotel, Boston, 
from which they 
made an early 
start each morn- 
ing to carry out 
the following 
program: 

Monday morn- 
ing, July 28, at the main office of Rice & Hutchins, 
they were met and given short but timely topics by 
F. B. Rice and the heads of departments. Lunch was 
served at the Boston Shoe Trades’ Club, after which 
cars were taken to the new Rice & Hutchins’ Factory 
B, at Cambridge, where R. S. Ayres, superintendent, 
received and showed them through the various de- 
partments: Dinner, Monday evening was at Paragon 
Park, Nantasket. 

On, Tuesday the entire day was spent in Marlboro 
_ at the Curtis factory where the men obtained thorough 
insight into the multiplicity of'detail in the making of 
a shoe. Lunch was’ served at the Rice & Hutchins 
Cafeteria, after which Charles E, Curtis, superin- 
tendent, gave a most interesting and educational talk 
on manufacturing conditions. The trip back to 


[3 apeenteys that the complete education of a 
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A Group of Rice & Hutchins, Seti: Salesmen; the Mayor of Marlboro in Center 


Boston was made in electrics to the door of the hotel. 
Tuesday evening, dinner was served at the Boston 
Shoe Trades’ Club, after which the men were ad- 
dressed at the office of Rice & Hutchins by W. G. 
Dennison, publicity manager, who showed a new 
advertising movie reel, and by F. G. Conway, sales 
manager for Street & Finney, New York. 
_Wednesday another trip to Marlboro was made but 
this time in touring cars-by way of Cambridge, Ar- 


lington, Lexington, Concord and Sudbury. 


Arriving at Marl- 
boro at noon on 
Wednesday, July 
30, the salesmen 
were shown 
through the Main 
Street Factory by 
D. B. Aldoes, then 
to lunch at the 
Rice & Hutchins 
Cafeteria, after 
which a group pic- 
ture was made on 
the City Hall steps 
with Mayor 
Charles F. McCar- 
thy in the center. 

Thursday the 
men made an early 
start for South 
Braintree to see 
women’s shoe- 
making in three 
Rice & Hutchins’ 
factories. 

At noon automobiles took them to Rockland for 
lunch at Hotel Thomas, after which the afternoon 
Was‘spent in the large men’s factory, the home of 
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°All America and Educator shoes. 


Thursday evening the men went by Narrow Gauge 
and trolley to Bass Point, Nahant, for a shore dinner 
and then across by steamer to Revere Beach and back 
to Boston by train. 

Friday morning, August 1, a general meeting at pe 
offices of Rice & Hutchins for general discussion and 
leave taking after another lunch at the Boston’ Shoe 
Trades’ Club. ; ti 
1 

Secretary Redfield has made estimate that eight 
years will pass before there is a general lowering of 
war price level. 
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Tribute to A. F. Sloane 


Funeral Exercises Marked by Simplicity---Large Number Attend the 
Obsequies 


From the Hamilton (Ohio), Journal of July 29 


™ XFORD lost one of its best known and most 
QO honored citizens at four o’clock this morn- 
ing, when A. F. Sloane passed away at his 
home on West Walnut Street. Mr. Sloane had been 
ill for several months with kidney trouble and his 
death was not wholly unexpected. 
“Mr. Sloane was born in White Cloud, Kansas., 
July 12, 1862, and spent his early life in Kansas and 
Indian Territory, now the state of Oklahoma. He 


learned the printer’s trade in Chetopa, Kans., on the © 


Advance, of which publication he eventually became 
the proprietor and editor. 

“In September, 1885, Mr. Sloane was united in 
marriage with Miss Luella Adams, of Oxford. They 
lived in Chetopa until 1887, when they came to Ox- 
ford, where Mr. Sloane spent the remainder of his 
life. He engaged in the dry goods business until he 
accepted a position with a Hamilton publication as 
business manager. Upon retiring from this position 
Mr. Sloane entered the shoe business in Oxford and 
in this became very prominent. He was at one time 
president of the Ohio Retail Shoe Dealers’ Association 
and for the past three years had served as field secre- 
tary of the National Shoe Dealers’ Association. In 
this capacity Mr. Sloane showed a remarkable ca- 
pacity for organization and made a fine record in the 
formation of various state associations. 


Prominent in Public Life 


“Mr. Sloane was at one time a member of the village 
board of education and in 1896-1897 was acting mayor 
of the village in the absence of William J. Rusk, who 
was ill. In 1910-1911 he served as mayor by election 
and made a fine record. 

“Mr. Sloane was a member of Oxford Lodge, Free 
and Accepted Masons, and of the Knights Templars, 
while he was also a member of the Methodist Episco- 
pal church. 

‘““Mr. Sloane is survived by the widow, his mother, 
Mrs. Mary Sloane, of Muskogee, Okla.; a sister, Mrs. 
Edward Morris, of Muskogee; a son, Dwight A. 
Sloane, of Muskogee, and a daughter, Mrs. Arthur M. 
Gee, of Lawrenceville, Ill. 

“In the death of A. F. Sloane Oxford loses a citizen 
who did much for the advancement of the village. 
He was a ready speaker on almost any subject, quick 
in debate and forceful in the use of words. Personally 
Mr. Sloane was of a jovial disposition and won friends 
wherever he went. In all movements for the better- 


.and Mr. McCormack offered prayer. 


ment of Oxford Mr. Sloane took an active part. 
Although a republican in politics, Mr. Sloane never 
permitted himself to indulge in offensive partisanship. 

“In honor of Mr. Sloane the village flag has been 
placed at half mast and will so remain until after the 


funeral.” 
Funeral Services Largely Attended 


The funeral of A. F. Sloane took place at 10 o’clock, 
July 31, from his late residence, No. 123 West Walnut 
Street, and was attended by a large number of friends 
and relatives. The services were marked by extreme 
simplicity. Two former ministers of the Methodist 
Episcopal Church, of which Mr. Sloane was an official 
member, officiated—Dr. Cyrus M. Van Pelt, of 
Delaware, O., and the Rev. Ira G. McCormack, of 
Columbus, O. Dr. Van Pelt read the scripture lesson, 
There were 
two songs—“Hark, Hark My Soul’ (Shelley), by 
Miss Emma Cone and Mr. Floyd Farquear, and 
“Plains of Peace’ (Barnard), by Miss Cone. 

Dr. Van Pelt read the above obituary which ap- 
peared in the Hamilton, Ohio, Journal on the evening 
of the day Mr. Sloane died; he then spoke upon the 
justification and necessity for belief in the heavenly 
home. 

Mr. McCormack paid high tribute to the character 
of Mr. Sloane as a citizen; his usefulness to the com- 
munity, his integrity and moral worth, his genial 
disposition, his loyalty as a friend, his sympathetic 
nature, and his unselfish devotion to his family. 

The pall bearers were business men of the town, and 
Brother Masons of Mr. Sloane—John W. Hutchisson, 
D. B. Sexton, William Tucker, Caleb A. Shera, Evert: 
E. Williams and George C. Welliver. The Masonic 
funeral service was conducted at the house, and the 
burial service followed at the grave. The floral 
tributes were many and beautiful. 





British Shoe Importations 


United States May Ship an Additional 25 Per 
Cent 

A cablegram has just been received by the Depart- 
ment of Commerce from Special Trade Commissioner 
Burwell S. Cutler, stating that the British Board of 
Trade will permit the importation of boots and shoes . 
from the United States to the extent of 25 per cent of 
the 1913 imports, in addition to the 25 per cent 
already shipped. This latter concession will extend: 
over a period of three months beginning August 1. 
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Newspaper Advertising Copy 


Instructions on Its Preparation---Rules Identical with Those of Successful 
Salesmanship---Make Your “Ad’’ a Personal Talk 


as applied to advertising is 


the term by which advertising men designate 
everything that goes into the space the ad- 
vertiser buys and pays for in his local paper, and it is 
built rather than written or designed as most mer- 


dew term “copy” 


chants think. 


Before endeavor- 
ing to prepare the 
advertising copy the 
merchant should 
first have a definite, 
comprehensive and 
accurate knowl- 


vertising man has no supernatural power to scan 
a crowd and determine just what each individual 
wants, or just what argument would prevail in 
his particular case, therefore, we must accept 
conditions as they are. 

Resultful Buying 


Motives Charted 





This Is Important 


If you are interested in SHOES 
of distinctiveness for Women and 
Children, also HOSIERY and 
GLOVES that accord 


edge of the articles 





he wishes to adver- 
tise. He should 
know just what each 
article is, what it 
will do in the hands 
of his customer, 
what feature about 
this article, its man- 


ser ge Mr. Wiese, 
Co. of 3 


Messrs. N. H. Blough & H. E. Wiese 


Devijs Lake, N. Dak. 


Will open a new SHOE STORE for Women and Children in 
the Great Northern Hotel Building (next to the Hotel: 
Cafeteria) on about AUGUST TENTH. 


7] Many may remember Mr. Blough as having been man- 
ager and buyer of shoes for Manns 

of Devils Lake for the past four years — less several 
who came to Manns from 

early in 1918. 





ufacture, its appear- 
ance, the quality, 
the price, its use, 


Romesery Blough & Wiese are not interested iu a quick 
iter- 


Blough & Wiese ultimately. Ping profit must result from* 


However, we have 
been able to chart 
the various buying 
motives that prompt 
buying on the part 
of the public. Be- 
hind every’ de- 
cision to buy or not 
to buy, there is one 
or many motives. 
These motives are 
the main-springs of 
action and if your 
department store advertising appeal 
touches one of these 
motives it is sure to 
produce results. 


aust Fes These motives 





etc., will 
an interest and a 
desire for it on the 
part of the pros- 
pective customer. 
He must know his 
goods in order to 
find the point of 
contact between his 
goods and the group 
of people he wishes 
to reach. He must 


In the Great Northern 
Hotel Building 
Next Door to Cafeteria 





your 

create as this service—will be ae ah showing of ee eae wv 
J. & T. Cousins Shoes for women, also a carefully main’ 

HOSIERY and GLOVE service. 


This New Store will be Called 


Tk Blough-WieseCo. 


DEVILS LAKE, N. DAK. 


may be _ roughly 
classified under six 
headings, and every 
blend of human mo- 
tives which prompt 
buying can be clas- 
sified under these 
headings. In other 
words, you will find 
one or more of these 
motives behind 
every purchase: 


The Stock Will Be 
Ready-for Selling About 
August 40th 








know in order to 
secure the argu- 
ment that will con- 
nect his goods with the wants and. needs of the 
buying public. 

Advertising would be a very simple matter if the 
advertiser had the ability to read the individual 
human mind and know precisely how to appeal to his 
or her specific wants. But the trouble is that the 
advertising man does not know what the points of 
contact are, so far as the individuals are concerned. 
If he did, then advertising would be easy sailing. 
Unfortunately— or is it fortunately)—the ad- 


A Readable Type advertisement 


(1) Saving of 
Money. 

(2) Utility—Usefulness, Benefit, Advantage, Serv- 
iceableness, Necessity, Etc. 

(3) Pride and Emulation. 

(4) Love and Enjoyment. 

(5) Caution and Foresight. 

(6) Self-Indulgence, such as Luxury, Vanity, etc. 

Probably the most elementary motive, by far, is the 
money-saving motive. The opportunity to save 
money in their purchases appeals to the larger group 
of people, while the utility motive runs a close second. 
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Over-emphasis on the money motive, however, may 
result in a loss of prestige and patronage where pros- 
pects want utility and quality above all else. 


Points to Be Remembered in Writing Copy 


In preparing your advertising copy you must re- 
member that advertising, like personal salesmanship, 
to be successful, requires organized action. It must 
involve the human equation. It must first attract 
attention, then it must arouse an interest in the 
goods advertised, then it must convince the reader 
and turn that interest into a desire for the goods, and, 
finally, induce action on the part of the reader. 
Your advertisement dare not fall down on any one of 
these points or it will fail in its mission, that of selling 
goods. In order to bring about this organized action, 
the advertising copy has been divided into three 
parts: the headlines, the body and the close. 

The purpose of the headlines is to attract attention 
of the reader to your advertisement. Before your 
advertisement can produce results it must attract the 
attention of the reader in order to be read. It is very 
important, then, to start your advertisement with 
the right kind of headlines. But you must also re- 
member that the headlines must not only attract 
attention to themselves but must also divert the 
attention of the reader to the body of the advertise- 
ment. In other words, the headline must act as a 
guide to the advertisement and in many ways re- 
semble the title to an article or story—it should con- 
tain the point of contact and when it has attracted 
the attention of the reader it will cause him to seek 
further information by reading the body of the 
advertisement. 


Headlines Must Be Very Strong 


Your advertisement—every advertisement, no mat- 
ter if you use a full page or merely fifteen lines, no 
_matter if it is your first advertisement or whether 
you have been using the paper for the past quarter of 
a century—is on trial, and if it doesn’t catch the eye 
and interest of the reader at first glance, it is lost. 
Your advertisement is not only competing with every 
other advertisement in the paper, but it is competing 
with the news items as well. At any time there is 
apt to be a piece of news of a startling nature in the 
paper and should it happen that your advertisement 
comes next to that piece of news, the eye of the reader 
may be carried past your advertisement because 
the general interest in that piece of news is so great. 
It is, therefore, imperative that the headlines of your 
advertisement be strong, especially if relied upon 
as the only means of attracting attention. For- 
tunately, however, there are other elements that may 
be used to attract attention. 

If the headlines are to be relied upon as the only 
attention-getting power of your advertisement, they 
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should be set in larger and bolder type than the body 
of the advertisement in order to attract the attention 
of the reader at first glance. By larger and bolder 
type is meant type that will stand out more dis- 
tinctly than the type the newspaper may use in setting 
up the captions of its news items. The eye of the 
reader will always see the thing that stands out most 
prominently on a page upon first glance. When you 
pick up your evening paper the first thing that re- 
ceives your attention are the large headlines on the 
front page. Why? Because they stand out more 
distinctly than the other headlines and the eye will 
always see the biggest things first. 

Another method of “getting your advertisement 
seen” is through the attractive “make-up” of the 
advertisement. The usual straight line border is 
not used. While there are other methods of attract- 
ing attention, such as: (1) variation, (2) contrast, 
(3) motion, (4) position, (5) arrows, darts and simi- 
lar designs; headlines are the most commonly 
used method and in the average shoe advertisement 
are relied upon to perform this task. 


Emphasize Salient Feature—Preserve Point of 
Contact 

But the headlines must not only aid in attracting 
attention to the advertisement, they must also aid 
in arousing an interest. Determine first of all just 
what feature of the article you wish to advertise is 
the strongest feature and then decide what motive 
this feature will best appeal to and then word your 
headlines so as to touch this main-spring of action. 
Never sacrifice the point ot contact in your headlines. 


The Body of ‘‘Ad’’ Should Convince Reader 


After you have chosen the headlines for the ad- 
vertisement you will then pass to the body of the 
advertisement. The headlines have attracted atten- 
tion and aroused an interest, now the body of the 
advertisement must proceed to convince the reader 
and to create a desire. The body of the advertise- 
ment is the sales-talk or argument. In this sales- 
talk you should back up what you have said in the 
headlines. 

Advertising is nothing more than personal salesman- 
ship and the rules of successful advertising are al- 
most identical with those for successful personal 
salesmanship. When preparing your advertising 
copy you should keep this in mind and talk to the 
prospective customer through your advertisement in 
the same manner as you would were the customer 
standing right at your elbow listening to your sales- | 
talk. : 

Talk Personally to Your Customer in Your Ad 

Most merchants make hard work of writing ad- 


vertising copy. They say they “don’t know how to: 
begin,” or “how to end,” or “what to say,” and yet 
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many of them are expert salesmen. Put into your 
advertisement exactly what you would say to 
the customer if he was in your store and you 
were endeavoring to sell him that particular 


article. 
Simple, Direct Language Should be Used 
In writing your advertising copy always use simple, 
direct, plain language. This is the most easily 
understood by the great majority of people. 


An Honest Description of Article Necessary 


A complete description of the article advertised 
should be given. An honest description, always. 
Never claim more for any piece of merchandise than 
you are absolutely sure it will fulfill. 


‘Good Will’? Created by Ad of Value 


There must be some reason why he should buy 
your line, and this is the purpose of the body of the 
advertisement. 

Now it is up to your copy to produce action on the 
part of the reader to be successful. The primary 
purpose of your copy is to sell goods, although you 


cannot always determine the value of the advertising , 


copy from the number of actual sales it produces. 
Often times the “good will” created by advertising 
is of far greater value to the store than the sales 
which you are able to trace directly to any certain 
advertisement. However, you should always en- 
deavor to make your copy produce tangible results, 
but unless it produces action it will not produce 
tangible results. Right here is where the good closing 
comes in. Many a good advertisement has failed to 
produce tangible results because it had a weak close. 


A Forceful, Positive Close Produces Action 


Your advertisement may attract attention, arouse 
an interest, convince the reader and create a desire 
but fail to produce action. And, unless it finally 
induces the reader to act, it is a loss, a job not com- 
pleted, and, so, as far as tangible results are concerned, 
is of but little more value than if not undertaken at all. 
Often times the reader of the newspaper is attracted 
to an advertisement and is thoroughly convinced that 
he should have the article advertised but he will delay 
action because the advertiser did not impress him 
with the necessity for immediate action and the sale 
is lost. It may be that he forgets all about it, or it 
may be that he reads your competitor’s advertise- 
ment that did impress him with the necessity for 
immediate action, or he may be reminded of his desire 
by the window display in a competitor’s window. In 
either case the original advertiser losses the sale. 

You must always remember that your advertise- 
ment is only one of many which the reader will see and 
it may be that your competitor is advertising a line 
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similar to yours, why should the prospective customer 
buy of you instead of the competitor? Your com- 
petitor has possibly held out in his advertisement the 
same arguments that you have—why buy of you? 
Therefore, it is imperative that you bring your ad- 
vertising copy to a close.with such a strong argument 
for immediate action that the reader is impressed 
with the necessity for quick action. 

Your close should always be a positive statement— 
never a negative one. A positive statement is com- 
manding and will prompt action, whereas, a negative 
statement is weak and does not carry the force that 
is necessary to produce action. Make your close 
strong, positive and forceable, one that will impress 
upon the reader the need of immediate action. There 
is a psychological effect in this that only those who 
understand the principles of psychology can explain. 
Nevertheless, it is a human frailty to follow the line 
of least resistance, to let the other fellow think for us, 
and a positive statement, one that commands, gets 
action. Word your statement or question in such a 
manner as to suggést the answer. For instance, it is 
much easier for the customer to say “nothing”’ to the 
question, “Is there anything else today?’ than to 
say, “Yes, I believe I want ——.” This is a negative 
statement and should be shunned in all retail selling. 
On the other hand, it is much easier for the customer 
to say “Yes” to the question, “Mrs. Smith, we have 
here a new polish that is especially fine for that kind 
of leather, shan’t I wrap a box up with your pack- 
ages?” than it would be for her to say “No, not today.” 
This is a positive statement and is suggestive of the 
answer you want. 


Give a Reason for Acting Promptly 


If you can give some reason in your advertisement 
why the reader should act promptly it will be more 
effective than the suggestion that they act promptly. 
For instance, “On Sale at this Price for Saturday 
ONLY”—“This Week ONLY”’—“This Line Is Sell- 
ing Rapidly, Best Call Early to Get the Benefit of 
the Full Stock from Which We Can Help You 
Make Your Selection.” 


A Final Word—Leave Sufficient White Space 


Last, but not least, always leave sufficient white 
space. Nothing will ruin the effect of the copy like 
overcrowding. It is the hardest thing in the world 
fora man to buy newspaper space and leave it white. 
A man must progress a long ways in the art of ad- 
vertising to pay for space and leave it white. But 
this is a very important point in successful adver- 
tising copy. 

The merchant should always remember that if: his 
advertising copy does not produce results it is not the 
fault of advertising, rather it is the fault of his 
advertisement. 
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Resolutions Adopted at Convention 
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Illinois Shoe Retailers’ Association Convention, 





Opposition to Luxury Tax Emphasized---Recommend Buying in 
Accordance with Style Program of Allied Trade Council 


ation now in annual convention assembled at 
Springfield, in keeping with our purpose to 
foster and promote all such endeavors as will main- 
tain or elevate the standard of our trade, while using 
constant effort to eliminate and discourage all that 
pertains in a manner harmful or derogatory to the 
best interests of ourselves and the public we serve; 
and that we may have permanent record of such ex- 
pression, therefore be it 
“RESOLVED: That we emphasize in unmistak- 
able terms our opposition to the ‘Luxury Tax’ as ap- 
plied to shoes, there being no doubt of question as to 
the unfairness or inconsistency of this law, when com- 
modities not more essential, as men’s or women’s 
clothes unrestricted in price or otherwise, are not 
similarly taxed, that innumerable commodities much 
less essential are tax free, no logical reason having yet 
been offered why this plain discrimination is made 
against the retail shoe trade; therefore, it is incum- 
bent upon every retailer in the United States to sup- 
port his local, state and national associations to fur- 
nish the necessary influence to bring about the earli- 
est possible repeal of this law; that copies of this reso- 
lution be sent to the Senators and Congressmen from 
Illinois to be referred by them to the proper commit- 
tees at Washington. 
“RESOLVED: That we endorse and approve the 
action taken by the National Shoe Retailers’ Associ- 


Wi ction nox the Illinois Shoe Retailers’ Associ- 





ation towards inducing the Rubber Companies to 
change the date of announcing prices and terms on 
rubber footwear to March 1 and tennis goods until 
September 1; further that we pledge ourselves not to 
place any orders before these dates, after which we 
will give and promptly detail our orders; that this 
resolution be brought to the direct attention of the 
entire individual membership, obligating them to 
act in accordance. 

“RESOLVED: That we will assist the Associated 
Advertising Clubs in their campaign to stamp out 
dishonest advertising, that we will report all cases 
of this character through the N. S. R. A. Vigilance 
Committee. 

“RESOLVED: That we are in full accord with the 
aims and policies of Allied Council of the shoe and 
leather trades, that we recommend our members be 
guided in their buying by the style program of this 
Council, that a copy of this resolution be forwarded 
to the Secretary of Council. 


This Resolution Given to Press of Country 


“RESOLVED: That as Illinois retailers we go on 
record in declaring that we will continue to sell our 
merchandise at reasonable and justifiable profits; 
that we have no control nor are responsible for the 
many complex factors causing higher priced goods; 
that we will continue to operate our business on the 
common standards of margin as have always been 
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established by retail competition; that thus retail 
prices are virtually and automatically made, much 


in the manner that bankers charge interest on — 


money loaned, the rate being applied to what- 
ever principal is involved, that this resolution 
be given out to the press for publication from this 
body. 

‘RESOLVED: That we reiterate our former reso- 
lution against the practice of some manufacturers 
and jobbers in selling the merchandise to people or 
concerns for distribution in irregular way direct to 
consumers, as being detrimental and unfair to the 
interests of retailers generally. ° 

“RESOLVED: That by the death of Mr. A. F. 
Sloane, National Field Secretary of the N. S. R. A., 
the entire shoe trade of the United States suffers a 
great loss, particularly the Illinois Shoe Retailers’ 
Association, who has ever held Mr. Sloane in highest 


regard, esteem and friendship. A copy of this reso-. 


lution to be sent to his family. 

“RESOLVED: That witha sense of keen loss and 
deep sorrow we record the death since our last con- 
vention of Mr. Harry Folrath, Decatur; of Mr. Theo. 
Helacke, Quincy, and that a copy of this resolution 
be sent their respective families as our expression of 
sympathy. 

“RESOLVED: That as many of our Illinois men 
as possible will attend the National Convention to 
be held in Boston January, next; that while we have 
the advantage of an affiliated membership in the 
National Association, it is the duty of our members to 
help the National with their individual ‘membership; 
that the National Association has demonstrated its 
value to the trade and no small measure of the great 
forward strides of the shoe trade has been due to their 
efficient leadership. 
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28, 29, 30, 1919 





Shoe Travelers Thanked for Co-operation 


“RESOLVED: That we welcome and give our 
most sincere expression of thanks to the traveling 
salesmen, who by their presence and otherwise so 
largely contribute to the success of our Association 
and its conventions. 

“RESOLVED: That we commend our Secretary- 
Treasurer Mr. L. S. Wynes, Moline, for his faithful 
and efficient services congratulating him upon the 
successful issue of our Year Book. 

“RESOLVED: That as a token of good will and 
the high esteem with which we hold Mr. A. H. 
Geuting, Philadelphia, president of the N. S. R. A., 
that he be voted an honorary membership in our Asso- 
ciation, that we particularly appreciate his kind dis- 
position towards us as evidenced by his visit to our 
Convention and his most welcome address. 

“RESOLVED: That we extend our thanks to the 
city of Springfield and its Mayor, Mr. Chas. T. 
Baumann, for their most kindly hospitality, to the 
Springfield Commercial Association and the Secre- 
tary, Mr. Wm. H. Conkling, for his helpful efforts in 
furthering the plans of this Convention. 

“RESOLVED: That we record our appreciation of 
the favors and courtesies extended our convention 
by the management of the St. Nicholas Hotel. 

“RESOLVED: That we extend unanimously our 
sincere thanks to the Springfield Retail Association 
for its unselfish and untiring efforts in making this 
our most successful convention, and particularly men- 
tion Mr. D. Schwengels, general chairman with the 
chairmen and members of the local committee, who 
assisted in carrying out the plans to such successful 
conclusion. 

“RESOLVED: That we encourage the formation 
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of local assoc tions in cities throughout our state, 
that it is the duty of each member to initiate such a 
movement in his own city, that we have pride in 
pointing to Springfield as the model association for 
other down-state cities to follow. , 
“By Committee on Resolutions: Lyle S. Abbott, 
Chairman; Otto Hassel, W. B. Huette, R. Empson, 
R. W. Ranney, J. Swanson, W. L. Shibe, S. G. Auer.” 


“ Turnovers ”’ 
By OTTO H. KELLER 


Davenport, Ia., Before the Illinois Retailers’Association 





“There is no doubt but what turnovers have been 
frequently discussed before at your conventions, 
whatever else may be said of retail merchandising. 
There is one fact which should be constantly in our 
minds in connection with the operation of any store. 
The fact is that retail business cannot be properly 
conducted unless stock turnovers are rapid enough 
to accomplish two things—satisfactory volume in pro- 
portion to capital invested; second—clean stocks. 

“The only way to take full advantage of the selling 
opportunities of your store is to have the investment 
in stock low enough to permit your always being open 
to buy. It is my firm conviction that the success 
and the greatest opportunity of any store depends 
upon frequent turnovers. A merchant turning his 
stock frequently can undersell his competitors who 
do not get the necessary turn and at the same 
time make more money. A rapid succession of turn- 
overs means a smaller stock, a larger volume and 


more profits. 


Each Merchant Should Know Sales Possibilities 


“In order to speed up your turnovers each mer- 
chant should know his sales possibilities, in other 
words he should know the number of people in his 
trading territory, and in so far as possible, he should 
know the annual consumption in the territory in 
dollars and cents of the line of merchandise carried in 
his store. You may ask what value this information 
may be to you. ‘It is worth the work. All of us need 
some incentive to bring out the best that is in us. 
If you individually know how much in dollars and 
cents. of the kind of merchandise you sell in your 
store is consumed annually by the people of your 
trading territory, you can compare the business you 
are actually doing against that total and perhaps the 
comparison will surprise you. Your share of the 
business may not be as large as you thought it was 
and so your sales activity may be stirred to the bene- 
fit of your business. 


A Five or Six Times Turnover Means More Money 


“To turn your stock over, is to turn over the money 
you have invested in merchandise. 


To turn it over 
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so many times a year is very important as it effects 
your net profits materially. The merchant who can 
make a five or six time turnover consequently makes 
more money than the one who only turns his stock 
two or three times. It is true, however, that ab- 
normal conditions sometimes go a long way towards 
slowing up the turning of stock. Shortage of mer- 
chandise, transportation facilities and present labor 
conditions cause the present business-like merchant 
no small worry, but try to keep live selling merchan- 
dise, weed out the dead merchandise and watch your 
investment on slow selling merchandise, so you can 
increase the earning power by keeping your stock 
down to a reasonable turnover basis. As a rule, 
25 per cent of your stock is locked up in merchandise 
that does not turn over once a year and 10 per cent is 
invested in merchandise you could get along without, 
or you are sorry you have at all. Many stores turn 
a small part of their stock frequently but find a large 
part of their goods too dormant and inactive, in other 
words, stickers. 


Be Careful of Overbuying 


“This brings us down to a point where we find the 
proper kind of buying has a great deal to do with the 
amount of turns your stock is going to have. One of 
the chief causes for the slowing up of your turnovers 
is overbuying, the buying of too many competitive 
lines, paying no attention to the law of size averages. 
Overbuying is especially easy through trying to pro- 
tect ourselves against the trend of a rising market. 

“Every one of us being red-blooded Americans like 
to speculate and in the face of present conditions 
buy and buy heavily, anticipating our needs many 
months ahead of the actual consumption, thus slow- 
ing up our turnovers. 


Every Store Should Carry a Stock Record 


“In order to buy intelligently I think that every 
merchant should give himself a sales quota, a definite 
amount of sales in dollars and cents for each month 
in the year. Make this quota an amount that you 
can reach by work, neither too big nor too small. 
The very fact that you have set a mark for yourself 
and for your clerks will quicken your sales spirit and 
your activity. I am a firm believer that every store 
should carry a practical stock record, which makes 
possible more frequent turnovers. Knowledge of the 
movement of the stock through the store is necessary 
in order to secure a maximum turnover. If you, as 
a shoe merchant, know certain lines that sell and cer- 
tain sizes that sell during given periods of the year 
you can have the merchandise come into your store 
and keep supplied for each period without having an 
excess stock and by having enough stock to meet the 
sales for each period that the right turnover may be 
secured. When you think of profits that are lost to 
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dead stocks lying on the shelves, it ought to be 
enough to spur any merchant to some sort of system- 
atic effort in a direction to speed up the turnover 
on these goods, so keep throwing the slower moving 
goods into the middle of the outflowing stream of 
merchandise. Re-invest your incoming cash in fresh 
new stocks. Let your business be a constant flowing 
stream of seasonable merchandise. Allow no side 
pools of stagnating stocks to make in-roads on-the 
clear cut lines of ever-moving, profit-making goods. 
And so the merchant who keeps his stock on the 
move and makes as rapid turnovers as modern 
methods and efficient management are capable of 
producing is on the road to sure and permanent pros- 


perity. 





“THE RESULT OF RAPID TURNOVERS 
IN YOUR STORE ARE: clean stocks, vol- 
ume, profitable operation, prestige for the 
merchant, who is known as one who does a 
good job of store keeping and always looks 
good to his banker.”’ 











Now in conclusion— 





“In order to secure the proper turnover 
of stock, let us write this on our cuffs, The 
RIGHT GOODS at the RIGHT TIME in the 
RIGHT QUANTITY and at the RIGHT 
PRICE turns the trick.” 











* Store Service ’’ 


By W. H. RODGERS 
Decatur, Ill., Before the Illinois Retailers’ Association 


“Service may be defined as the relation-which exists 
between a store and the public it serves; or it may 
better be defined as the spirit rather than the act: 
the way you feel toward your customer, rather than 
the actual transaction with him; or the degree in 
which you lose yourself in your desire to benefit hu- 
manity. The Greatest of All Teachers taught us, 
that ‘He who would be the greatest among you—He 
shall be your servant.’ 

““Directly or indirectly the shoe business renders 
service to one of the most sensitive, delicately-con- 
structed members of the human body. Large num- 
bers have overworked, mistreated and neglected their 
feet as they have no other part of their anatomy, until 
today they require scientific care bordering on pro- 
fessional attention. Coupled with this condition, the 


merchant is handicapped by freakish models, made 
on lasts that are sure to work havoc to those who 
wear them. This increased demand for scientific 
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shoe fitting calls for a corps of salesmen of ability, 
with leadership of the highest type. 


A Successful Business Should Have Personality 


“Tt has long been my conviction that a successful 
business should be more than a mere store; it should 
be lifted above sordid commerce, given a personality. 
The shoe store should be a place where every em- 
ploye can contribute a share, and from which he in 
turn can draw inspiration and help. Every customer 
should be treated as a friend or guest, and made to 
feel that the salesman is his personal representative 
while making his selections. 

“When a lady buys a pair of shoes in your store 
you may think the transaction closed, but it is not. 
She will have to live with that pair of shoes for some 
time. And if they are of poor material, improperly 
fitted—or if the circumstances surrounding the pur- 
chase were not what they should have been, she will 
be reminded of that fact every time she wears or sees 
the shoes. That being the fact, too much care cannot 
be given to the selection and training of your sales- 
people. 

“You can well afford to spend considerable time 
and money in providing proper environment and 
instruction for your help. Attend every convention 
possible, subscribe for suitable magazines, make ex- 
tensive investigations in order to bring information 
to help them out of the rut of indifference; and to 
inspire them with lofty ambitions for higher achieve- 
ments. 

Spirit of Co-operation Is What Counts 

“Destroying habits, poor health and indifference to 
self improvement mean that you are ‘falling down’ 
on the job of building your own success. The success 
of your store depends on the success of the organiza- 
tion as a whole. If just one salesman ‘weakens,’ the 
strength of your whole organization is impaired. It 
is not the size of your organization that counts; it is 
the spirit of co-operation on the part of every mem- 
ber that will determine to what degree you will suc- 
ceed. It is a wonderful inspiration to work with a 
company of men whose aims and ambitions are in 
harmony with your own. This being true you can 
readily see how important it is to have the proper 
leadership to direct the energies of every member in 
the right direction. 

“The best machine in the world will not run with- 
out lubricating oil. So it is with your business or- 
ganization. Brains and enthusiasm may furnish the 
motive power, loyalty may tune every part to har- 
mony of effort, but courtesy is the oil which makes 
the wheels go round smoothly and prevents friction. 


Hard for a Business to Rise Above Employes 


“Courtesy to customers, of course—that goes with- 
out saying; but courtesy among employes is equally im- 
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portant. The really big executive is always courte- 
ous. He may be a driver, he may exert constant 
pressure to speed up every store activity; but he 
always has time for courtesy. Under such a leader, 
courtesy between subordinates follows naturally. It 
‘creates an atmosphere where work is a joy. It takes 
away the petty irritation that retards progress. It 
smoothes the hard places and makes for business 
efficiency. It is hard for any business to rise above 
its employes, regardless of the aims and ambitions of 
its owners. So if you would render the best service 
to your customers, it is quite essential that you render 
the best service: possible- to your-employes.~ If you 
would win your employe to your cause, first convince 
him that you are his true friend. Therein is the drop 
of honey that catches his heart, it is the greatest 
highroad to his reason. When you once gain access 
to his heart you will find but little trouble in convinc- 
ing his judgment of the justice of your cause. If, in- 
deed, your cause be really a just one. On the other 
hand, assume to dictate to his judgment, he will re- 
treat within himself, close all the avenues to his head 
and heart, and though your cause be naked truth 
itself, transformed to the heaviest lance, and though 
you throw it with more than herculean force and pre- 
cision, you shall be no more able to pierce him than 
you will penetrate an armor plate with an airgun. 
Such is man and so must he be understood by those 
who would lead him, even to his own interests. 
Don’t let your clerks get the idea that the boss is 
driving; and so to get even, side step every little thing 
that they don’t really have to do, but which would be 
better that they should do. Let us pull together in 
our own particular store organization, whether that 
organization is merely yourself and one clerk, or a 
big house staff with a score or more clerks. The in- 
telligent employer realizes that he cannot achieve 
success of any consequence without developing in 
every way the abilities of every person in his employ. 


Interest Salesmen in Profit-Sharing Plan 


“The salesman is, as it were, the very apex of the 
great pyramid of merchandising. Therefore, don’t 
allow one of them to become so narrow, their intér- 
ests so petty that they can only see a day’s pay for a 
day’s work. They owe themselves and their families 
more than that, and you cannot afford to keep any 
person who is so stupid that he fails to catch a glimpse 
of the wonderful opportunities for service that 
the shoe business offers. I would suggest that you 
interest your clerks in some profit-sharing plan in 
order to get the best results from their efforts. Don’t 


let them feel that they are hired for so much per ' 


week. Try to have them realize that they and their 
families are a part of the organization of which each 
member is responsible for its success. I would also 


ust like to hint to you that your clerk’s wife and 
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baby is just as dear to him as yours is to you. He 
gets just as much pleasure in providing nice clothes, 
a good home and wholesome entertainemnt for them 
as you do for yours. If he is kept on a mere pittance 
of a salary—not sufficient to meet the demands of 
society and for the education of his children—he can- 
not give the best service for you. Pay him a salary so 
he and his family can look prosperous, and see how 
soon he will brace up and put ‘pep’ into his work. 
If he furnishes the service that makes you money, 
surely he is entitled to some of the profits. 

“Good salesmanship or store service is always su- 
perseded by good thinking. Good thoughts will 
mould features better than cosmetics. Character has 
its roots in wholesome thinking and high ideas, its 
growth consists in developing these mental states 
into habits of action. 

“If you have an active brain, an alert mind, keep 
your body healthy. The brain is nourished by the 
blood, and the blood alone. The brain that controls - 
every thought, desire and action depends on health 
to give your service of the best kind. Exercise, if 
possible, where sun and breeze can tan and fan your 
cheeks, develop a healthy circulation thereby develop- 
ing a more healthy brain and active mind; then study. 
Think systematically. The systematic thinker takes 
up each task, figures out the best and quickest way to 
do it and gradually the doing becomes a fixed habit. 
The one who does not think systematically does the 
task differently every day in a haphazard manner, 
thereby wasting both time and money. 

“Tt doesn’t matter how successful you have been 
in the past if you fail to appreciate the importance of 
improved methods, and do not keep constantly study- 
ing, you will soon be a back number. The doctor 
who has spent six or seven years in studying for his 
profession realizes that if he wants to hold his practice 
and be recognized as an up-to-date physician, he must 
study further. The lawyer must constantly buy law 
books or he becomes a ‘has been,’ so if we wish to be 
classed as merchants, we must keep studying the new 
methods or we will soon find that we will not be 
classed as merchants, but only store keepers. 


By Improving Personality Store Service Is 
Improved 


“There is always a chance for improvement as long 
as you have faith in yourself. Improve your person- 
ality by good thoughts thereby improving your store 
service. : 

“Play the game for the pleasure you can get out of 
it. Don’t be a grouch. There is just as much pleas- 
ure and satisfaction in selling a hard-to-please cus- 
tomer as there is in playing golf, tennis or watching 
a big league ball game, providing you play the shoe 
game to win and for the benefit of suffering humanity. 

“There is no danger of our becoming conceited as 
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long as we keep raising our standard of service. It 
is only natural that we should feel proud over the 
progress that we have and are making but if we are 
to give our customers the best possible service, we 
must necessarily keep raising our standards. An 
achievement which was praiseworthy last year, hardly 
attracts our attention today. We have automatically 
advanced our standards, so that we expect more and 
more of ourselves as time moves on. 

“The tests of business life are now harder than ever 
before, but the rewards are greater in proportion. 

“Success is sold in the open market, you can buy it, 
any one can buy it who is willing to pay the price. 
We cannot attain the greatest success without en- 
countering and overcoming difficulties. 

“There is no higher wisdom than to lose yourself 
in service for suffering humanity. Keep raising your 
standards of service as you advance. 





“If you wish to know to what degree you 
will succeed, just figure out how much you 
are willing to give in real service. If you 
attend to your part, the ‘giving’, the getting 
will take care of itself.”’ 











Hub Shoe Store 
Opening at Flint, Mich.—Elwyn Pond, Manager 
—Held Late in June 

The informal opening of the Hub Shoe Store at 
410 Sagamore Street, Flint, Michigan, was held on 
Saturday, June 28. 

The Hub is one of the finest equipped shoe 
stores in the city. It is beautifully finished 
in circassian walnut with floor mirrors, dis- 
play windows and cases, and leather up- 
holstered walnut seats which match the 
fixtures. Individual shelves have been 
installed, which allows of the classification 
of the stock in such a manner that the de- 
sired style and size of shoe may be found 
instantly. 

At regular intervals along the walls are 
special built-in display cases which are 
mirror-lined and at the top have a silver and 
black candelabra. 

In the front of the store on either side of 
the entrance, are large display windows. In 
the center of the entranceway is also an 
island show case, for special display purposes, 
which is full height to the ceiling as are the 
windows. 

Besides a complete line of fine quality men’s and 
women’s shoes, the Hub store plans to carry a line of 
men’s and women’s hosiery. A special display case 
has been installed on one side of the entrance, which 
will be used for the display and stock of hosiery. 
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Special departments of the store are to be opened 
later in the Summer. The second floor will be equipped 
as the children’s department, and a complete line 
of children’s shoes will be installed. The basement 
will also be remodelled and made into a department 


-of the store. 


The store will be under the management of Elwyn 
Pond, president and manager of the Hub Shoe Com- 
pany of this city. 





A. E. Pitts Shoe House, Columbus, O. 


An Attractive Store With Illuminated Wall 
’ Cases 


After remodeling this store, the A. E. Pitts Shoe 
House is one of the most modern and up-to-date stores 
in the city. This store occupies a four story building 
at 162 North High Street. 

The first floor is 40 x 180 feet, which is divided into 
men’s and women’s departments. A very novel 
feature in this store are the illuminated wall cases, 
with sliding glass doors, showing newest, and advance 
styles in seasonable footwear. 

The floor covering is a carpet of green velvet. The 
chairs are the Shakespearian style, finished, as the 
woodwork and fitting stools, in a rubbed putty effect. 
The harmony of color is very pleasing to the eye and 
most restful as a whole while one is being fitted. 

To the center and one side is the findings counter, 
where is to be found any and all kinds of shoe findings, 
buckles, etc. Next to this counter is the passenger 





First Floor of A. E. Pitts’ Shoe House, Columbus 


and freight elevator. At the extreme end.of the 
room is a mezzanine floor, on which is an up-to- 
date shoe shining parlor. This shining parlor is the 
only one of its kind in the city and is always well 
patronized. 
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New York Style News 


Short Skirts for Summer and Fall---Oxfords and Pumps Predominate 
---Buckles as Popular as Ever 


bearing on shoes, is again arousing consider- 

‘able thought and diversity of opinion. Last 
season the well dressed American woman took to the 
long tight skirt and wore it on all occasions, that is to 
say, in the morning, afternoon, and for evening wear. 
This was entirely contrary to the Paris idea of the 
length of the skirt, as the smart Parisian wore her 
skirts very short and considerably fuller than those 
advocated by our own designers. When the Ameri- 
cans went abroad again in search of new ideas, they 
found that the Parisian still clung to the short skirt, 
and they brought over a few models to show their 
American clientele. The women were so pleased to 
find that the shorter skirt was coming into vogue that 
they immediately adopted the idea and even went so 
far as to have their dressmakers change the dresses 
they had on hand to conform with the short and more 
practical length. 


T HE skirt question which has such an important 


Low Shoe for Afternoon and Evening 

Despite the fact. that the skirt is short, the low shoe 
is being worn in the afternoon and evening, as well as 
for simple, tailor-made, morning costumes. The 
oxford built on mannish lines is selected for sport wear, 
while the oxford with the narrow toe and high heel has 
been selected for dressy occasions. Pumps are also 
in high favor and are worn not only with smart after- 
noon frocks, but with tailor-made sport costumes as 
well. As was expected, the interest in sports is 
greater than ever. 


White Shoes with Contrasting Stockings 
White, as always, is a great favorite for tennis cos- 
tumes. Many of these white dresses or sport cos- 
tumes have a touch of color introduced in the belt, 


in the hat, or m the sweater. To make this even 


more marked, stockings of the same color as the 
trimming are worn with the white shoes. In some 
instances the white shoes are trimmed with colored 
leather to match the color introduced in the belt or 
hat, as for example: a smart looking outfit seen in the 
tennis court recently was a skirt of white plaited 
tricolet. The sweater was of green and the hat was 
white trimmed with green of the same color. The 
white tennis shoes were also trimmed with green 
leather, making a most charming ensemble. The 
young lady who accompanied the tennis player wore 
a skirt of blue and white-striped satin with a filet 
sweater of the same shade of blue. The oxfords were 
of white buck and trimmed in blue as well. 


On the golf course, smarter women usually select 
a cloth skirt, a majority of which are made in striking 
striped effects or in plaid. A few checked skirts are 
worn but they are not as popular as they have been 
in other seasons. White oxfords or white high golf 
shoes are worn with some of the lighter cloth skirts 
but women usually prefer a golf shoe of tan leather 
and occasionally black golf shoes are seen. 


Leather, Silver and Beaded Ornaments 


With the light colored Summer frocks which are 
now so popular white pumps are worn finished off with 
a leather, silver, or beaded buckle. Oxfords are also 
seen, but the pump is more dressy and therefore more 
desirable in most instances. White high shoes are 
seen occasionally. 

The women who come into town for lunch seem to 
prefer dark clothes and frocks made of georgette, or 
tricolet in navy, brown or black. With these dresses 
pumps or oxfords in dark brown or black are usually 
preferred. 

Buckles have lost none of their popularity and add 
materially to the effect of the smart pump. Some of 
these buckles are of exquisite workmanship and are 
very high priced; but women do not seem to object 
as long as they find the pattern attractive. With a 
dressy pump lace stockings are selected and which are 
very attractive. 


Dancing Slippers Are Exquisite Creations 


Dances at the Summer resorts are again reviving, 
as a majority of men are now out of the service and 
dancing is one of the favorite pastimes, in the country 
and at the seashore. That is to say, the evening 
dances are now in high favor but afternoon dances 
are seldom indulged in, even at the various resorts. 
Evening gowns worn by the young misses are of nets, 
chiffons, or printed taffetas in all the delicate colorings. . 
Many of the dresses are embroidered in beads of steel, 
silver, gold, or black colorings, and the slippers worn 
with these costumes are usually of matching shade or 
cloth of silver or cloth of gold. Occasionally shoes of 
brocaded metallic cloth are seen. Beaded slippers 
are particularly smart. 

These dancing slippers are finished off with ex- 
quisite buckles in tinted enamel in gold or silver 
or beads. The new beaded buckles are very 
attractive for evening wear, many having the 
beads worked out in colors to correspond with the 
gown. 
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Real harmony in’ costume—from 
silver leaves on hat to silver buckles 
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MILWAUKEE 
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| Fee conditions in the factory vitally affect the sta- 
bility of a product. Our shoe and leather manufac- 
turers not only operate up-to-date and modern plants, 
but zealously guard the well-being of every employee. 


HAT’S why the wholesome ‘‘make-good”’ spirit of 
the “‘quality first’? market is universal. We are all 
boosters—it is this spirit which has made Milwaukee the up-to- - 
date, well behaved factory city that it is. Nowhere in the U. S. A. 
is the retail shoe merchant assured of a more complete, steady 
and comprehensive output than in Milwaukee. 


ALBERT H. WEINBRENNER CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT & SHOE CO. 
NUNN, BUSH & WELDON SHOE CO. 
OGDEN SHOE CO. 
PFISTER & YOGEL LEATHER CO. 
WEYENBERG SHOE MFG. CO. 
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*“Foot- Fitters” are made in the 


most highly specialized and fastest growing 


shoe factory in the world—a large plant in which nothing 
but this ONE shoe (in ONE leather over ONE last) is made! 


Guaranteed ‘immediate delivery 
AA to EE, 5 to 12 (sizes and half-sizes), at 


$7.50 net thirty days! Send in your mail orders! ! 
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Milwaukee Wisconsin 
ONE SHOE! ONE LEATHER! ONE LAST! ONE PRICE! 
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THE NORMAN SHOE 


METROPOLITAN STYLES FOR MEN 


A large selection of neat fitting lasts, 
combined with correct style, in all 
the popular leathers—is what you 
will find the Norman line of Men’s 
Fine Welts contains. Styles that 
meet the requirements peculiar to 
the most critical men’s trade. 


MADE BY 
No. 2202 


Brown glazed kangaroo blu- Noyves-NoRMAN SHOE Co. 


re! ge heavy ~— 

insole, leather counter an 

| oor mane eee de® St. JOSEPH, Mo. 

tting narrow shan eature, 

combination “widthe, Ate Chicago Office — ROOM 306 — LEES BUILDING 
E, 5-12. 
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Shoe Polishes 


QUALITY VARIETY 


Pupp 


Sold in the Market Places of the World 


THE POLISHES THAT PUT PEP IN SALES 
LONGEST LINE OF QUALITY POLISHES PRODUCED 


Every leather produced can be cleaned, dressed it. When you can have the choice of the best 
and beautified by use of Whittemore’s polishes. from one firm; why {divide your polish pur- 
No matter what the special shade, or the grade, chases among several firms? Be a specialist on 
there’s a Whittemore polish to preserve Whittemore’s. 
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“Bostonian Cream” is ont ae nae ce “Quick White” puts the 
the ideal cleaner of kid see newness back on worn ita 
and calf. Can be had | f\ shoes in a jiffy. Your WHITE 
for tan or white shoes Mo sit | | trade will like it. Put up 
and in a rainbow variety NU Sera in Whittemore’s time- 
of shades for colored _ saving packages for re- 
leather shoes. tailing without wrapping. 


PBB III III 




















Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 
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FOUR 
BEAUTIFUL “ OUR hosiery 


SLIPPERS! : ; 
7 business will 


be better this Fall 


than ever before. 


_. ; The resources of the 
people are inexhaust- 
ible. They will dress 
better and better. They 
will demand good mer- 
chandise, the best 
quality—and they will 
-get it. 

Let the consumer know 
you carry 


Gor don 


HOSIERY 


in your stock. That is 
le he what sells today—high 
se oe grade hosiery that has 
; the confidence of the 
people, and the enthu- 
siasm of the merchant 

and distributer. 





Slipper 


Semce= || Brun Durel 
K. M. STONE IMPORTING CO. Sole Distributers 


12-14-16 East 22nd St., New York 
NEW YORK CITY  . 
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F. S. Elam Shee Co., 
Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 








DON’T PUT OFF 
TILL TO-MORROW 
the orders you ought to 

; place to-day 
Higher prices are coming 
Infants’ shoes made in 
Rochester area gilt-edge 
investment. 
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W.C. Goodger 


Manufacturer of 


Children’s First 
Step Turn Shoes 


For Jobbers 
Exclusively 


89 Allen Street 
Rochester, N. Y. 


OOTW 
ROCHESTER,N.Y. 


The label of Quality 

in the world of Soft 

Sole and First Step 
Turn shoes. 


NEWCOMB- 
ANDERSON 
SHOE CO. 


SOFT SOLES 
For 
JOBBERS 


Rochester, N. Y. 
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‘‘Bonita’’ Soft Soles |f 
and First-Step => 
TURNS (#3 

In Stock 


A.H.MARTINCO. = 
Rochester, N. Y. - 





Levinson Shoe Mfg. Co., Inc. (Hf 


Children’s Turns and Welts 1 
for Jobbers Exclusively tt 
Factory in N. Yeas 
ROCHESTER, N. Y. 
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Model .0140. “Here U. 
R.” Last. Gun Metal 
Vamp. Smoke Buck 
top. 








IMPROVE YOUR 
SHOE DISPLAYS 


You"’can add selling value to your windows by ae | your shoes with 
Mayhew’s Invisible Top Trees. Your shoes will look more attractive 
salable. 


Bea MAYHEW’S Perfection 
i Lace 
Tipper 


Unbreakable— asians 
Guaranteed to Last a Lifetime— 


Aluminum and Tool Steel construction and 
designed upon mechanically correct scien- 
tific principles— 

Absolutely different from any hand tipper 


Adjustable toall ever put on the market and. guaranteed 
satisfactary. 


heights of shoes— \ j k 
lace or button. Makes a perfect and graceful tip. 
2 THE LIGHTEST 
Ww for fi of the follo 3 
No. 8 for mo form or open form. STRONGEST 
See BEST MADE 
$6 00 per doz. prs. (24 trees) On the Market 


as a PRICE $2.00 Ask Your Jobber 


JAMES N. MAYHEW CO. PERFECTION LACE TIPPER MFG. CO. 


MINNEAPOLIS * e -.- MINN. 2257 3d Ave., New York City 


CY ot St 
Simms yor 
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LACO 
PURITY 


demonstrates 

















nothing in itself. It may or may not be real 
Castile, such as you supposed it to be. Even so, 
there are many grades of Castile, not all of them the 
best for the purpose. 
A Real Castile—such as LACO—demonstrates itself 
in use. It is a pure olive oil product. 

As a shoe dressing ingredient, LACO com- 
bines perfectly, without alkalinity. 

As a cleaner for tan and russet shoes, LACO 
frees the pores naturally, mollifies the leather, 
promotes suppleness and lustre, is truly effi- 
cient. Thus it isa real side line of practical prof- 
it to the dealer. 

Laco Pure Castile Soap is a while, absolutely pure, 
olive oil soap; economical, always uniform and un- 
equalled for use on leather. 


Write for samples and quotations 


Lockwood, Brackett & Co. 


Direct Importers of Pure Castile Soap 
in the original bars from Castile, Spain 


218 State St., Boston, Mass. 


(CC sotiee a certain kind of soap “‘Castile’’ proves 


Our No. 383 
Tilting Glass 
Shoe Stand 





Trim Your 
Fall Displays with 
Crystal ‘Glass Fixtures 





They will give your shoes that dignified © 
appearance which will result in added | 
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’ sales value. : 
| Crystal Glass Fixtures are adapted to r erfection 
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effectively display women’s, men’s or 
, ; 5 
children’s shoes. Csclottes 


Made in alJ heights and sizes—in vari- 
ous styles. 


Bright, clean-cut units, affording splen- 
did trims without crowding. 
Send for New With the Sharp in see Broad Wear- 


Catalog and Prices 
They don’t scratch floors They do protect 
They don’t wear slippery They do stop uneven wear 


They don’t drop out The do prevent runover heel 
CRYSTAL FIXTURE CO. PUT ’EM WHERE THE WEAR COMES 


359 Monadnock Bldg.’ TRADE SUPPLIED BY 


CHICAGO RAaNeSS F. W. Whitcher Co., Chicago 
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No. 146 


Taupe Gray Buck Top, Brown 

Calf Vamp, Parkway last, Bal 

pattern as shown, widths AA to 

D. For? immediate delivery. 

In ordering “specify No. 146. 
A strong selling style. 





**PARKWAY’’ MODEL. DARK BROWN CALF, ALSO GUN METAL CALF 
FURNISHED PROMPTLY FROM THE CROSSETT IN-STOCK DEPARTMENT 





RESENT price conditions make it all the more 
imperative that the shoes you offer your trade 
shal] be worth the price you must place upon 


them. 


You can ask for no better reason for selecting Cros- 
sett Shoes as the central feature of your men’s 
department than this fact— 


For thirty years Crossett Shoes have been the shoes 
of unchanged quality. 


Shall We Send You Our Spring Stock Catalog—or a Crossett Salesman? 


LEWIS A. CROSSETT, Inc. 


Address all communications to 
NORTH ABINGTON, MASS. 


SAN FRANCISCO SALESROOM BOSTON SALESROOM 


NEW YORK SALESROOM 
417 Pacific Bldg. 58 Lincoln Street 


606 Marbridge Bldg. 
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We are now 
conducting a pre- 
inventory sale on all 
seasonable Oxfords and 
Pumps at a saving of 
$1.00 to $3.00 a pair. 


Wire for samples 


h : men m ef 
civ tht A 

















INTERMISSION 
BEGINNING WITH THE NEXT ISSUE WE WILL DISPLAY 
E NEW at i WE 


TO MAIL PS a ONE OF OUR NEW CATALOGS IF YOU 
REQUEST I 


L. B. SCHINDLER SHOE CO. 


99 Duane St., New York City 
“SNAPPY STYLES ALWAYS IN STOCK” 




















Its superiority is so 
generally recognized 
that our market is be- 
‘ng _constantly ae 
Customers are cogs Bhp 
most discriminating judges of 
leather values. Useful wher 
ever kid can be used. * 
Expert attention te 


Popeye 


BUTTON BOOT 


Factory: Wormwood Street 
Boston, Mass. 


i, Be fi Room #0 
Bancroft ¥ Walker ian 














‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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In Stock 
HIGH GRADE GOODS 


Quick Sellers 
Good Profit Makers 


Black, $1.50. Colors, $1.50. 5% a, 
10 10 days. Goods shipped day 


THE BAKER SHOE CO., 


280 River St., Haverhill, Mass. 
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CORDO TAN DYE 


manent dye that changes a faded tan or — colored leather, 
ore kid to a deep, rich cordovan brown, the popular shade 


today. 
CORDO Lid is the result of exhaustive e 
research, and to do al ae yp 
Send for trial 0c package with 10c added for parcel post-—— NOW 
\§ Pinte § $0.75 Pints $1.50 
= 3.00 % Gallon 5.00 
7.50 
ARISTO PRODUCTS 
602 Myrtle Ave. 


SS . - - - NEW YORK 
We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather @ permanent jet 
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ESTABLISHED 1834 


Everything in 
Wood Heels 


Our experience and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. : 
HAVERHILL, MASS. E 
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Look for the Stamp! 





When the salesman comes to your door ask him 
first of all if he carries Union Stamp footwear. 
Let him show you the Stamp on his samples and 
insist upon it in all lines. 


Remember that Union Stamp footwear is sold at 
all prices for every member of the family, and ac- 
cept no excuse for the absence of this one identify- 
ing mark of the Union product. 


family by the exclusive sale of Union Stamp shoes. 


Boot and Shoe Workers’ Union 


Affiliated With the American Federation of Labor 


246 SUMMER STREET - - BOSTON, MASS. 
COLLIS LOVELY, Gen’l President | CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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WORKERS UNION 


Te Meme rel 











Reach out for the trade of the Union man and his : 
ir 
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“AJUSTO”’ BOOT TOP FORMS WORK ALL DAY FOR BUSINESS 


Something every dealer needs. This simple, inexpensive device will help solve your 
window worries and increase their selling power. Every shoe dealer likes to feel that 
his show windows are smartly dressed, that his shoes are not only correct in style but 
reflect the utmost beauty and grace of line. 

“AJUSTO” BOOT TOP FORMS will give your windows these distinguishable features, 
make them more effective and multiply their attractiveness. “AJUSTO” FORMS 
are simple in make up and easily adjusted. Just slip over form in shoes, pull up slide, 
lace shoe, push down slide. This little slide does the trick—it expands the form— 
removes all wrinkles and shoe assumes graceful appearance. Order enough for your 
windows today. Price $3.00 the dozen, f. o. b. Pittsburg. 


If your jobber cannot supply you, order direct 


| U. S. SPECIALTY MFG. CO. 
Model No. 2 for A & B Widths DEPT. A, PITTSBURG, KANSAS 
Model No. 3 for C & D Widths (And Remember. It’s Kansas) 











IN CHICAGO HIGH COST SHOES 
— MAKE IT 
Morrison Ffotel NECESSARY TO 
ELIMINATE 


Errors, Careless Buying, Guess Work, 





RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most a aa 
1 Ry we Londen The handy profit and price marking table 
rooms. shows you how to buy and mark goods 
It is the Home of the accurately and save time. Tables range from 

cost of 50 cents to $10.00, showing profit 


< TERRACE GARDEN both on cost price and selling price. 
BE Chicago’s Wonder Restaurant 
$1.00 Postpaid. 


J ‘ lorris tot AMERICAN SHOEMAKING 
- el PUBLISHING COMPANY 


Madison and Clark Streets 683 Atlantic Ave., 
CHICAGO Boston, Mass. 


Personal Management Harry C. Moir 


Inaccurate Marking 





























BELGRDGRRURORRRORORRORE 
Our Motto— 
Children’s Shoes of 


Quality 


Shoe Knowledge That You Need 


You’ll find it all in *“*The 
Shoe and Leather Lexicon”’ 


“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the eomngae 
and mill through all processes to the finished shoe. 
contains correct anatomical drawings of the foot, tables 
of foot, and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
peamepmente. — 
' “one «heady ititle ¢ volume _ ee on 50 cents a copy. 
3 copies for $ 


Boot and Shoe I Recorder Publishing Company 


207 South Street, Boston 


ONUURUCOURCCEOOCEREETS 


In-Stock 
Welt Scuffers 


5-8 8-11. 


Patent or 
| ee | Metal 





Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 





? 
‘Renna, Wak ee 
4 b, Lod : 
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Built To Uphold 
A Reputation 


Dalton Shoes have earned 
a reputation for goodness. 


Stock No. 520 


Stock No. 510 
e “Corsair” Last, Chetry Calf Var- Winchester Last, Cherry Calf 
i Square Throat Bal, Heavy Single 


sity Bal. Heavy Single Sole, Broad 
Heel. Sizes and Widths, A to D, 5 ‘ Sole, Broad Heel..Sizes.and Widths, 
11 Price $9.00. Ato D, 5 toll Price $9.00. 


ce @comey style effort, choice materials and real New 
England Shoemaking skill have built this reputation. 


You can’t go wrong with this line. Increased sales to satisfied 
customers will be the result achieved from featuring Dalton 


Shoes. 


The Dalton Company, Inc. 
Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 ho oye we ne: CHICAGO: 1415 Great Northern Building 
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THE AMERICAN HIDE & LEATHER COMPANY manufactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather: eighteen kinds of 
Chrome Side Upper: nine kinds of Combination and Bark Tanned Side 
Upper: six finishes of Splits: Bag. Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY’S TRADE- 
MARK LEATHERS — Calf:—Tan Royal, Royal Kid, Box, 102 Box, - 
Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
waukee Patent, Bison, Boris, Ottawa, Radium, Sheboygan Calf, Trojan, Zulu. 
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Stock Keds 
FULLY 


Be sure you 


have ENOUGH 





The First 
RealSummer Days! 


T only takes two or three for the trout 
brook, the mountains, the seashore, 
woods and the thousand other delights 

of Summer to climb on to the office desk and 
switch thought to vacation-land and—Keds. 

Shortly after, the whole family journeys 

to the Keds store and you should be able to 
show them a full line of styles, a price range 
of interest, and, pleasing them in both these 
particulars, be able to fit them perfectly 
with the correct Keds size. 

So, for that reason, we suggest earnestly 


that you give real thought as to whether you. 


have fully enough prepared yourself. Of 
course you are “prepared” in a way,! but are 
you prepared sufficiently for a line so popu- 
lar and so active as Keds. 

Doubts now may mean lost sales—later. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Compan 


New York 
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BOOTS AND SHOES 


Trade Showing Seasonable Sum- 
mer Dullness 


The rubber footwear market is nearly 
at a standstill, as far as new business is 
concerned. People are not thinking 
much about Winter weather during dog 
days. Retail shoe merchants may be 
selling a few pairs of light rubbers to 
tourists who expect to visit the sea- 
shore resorts, but taken as a whole the 
rubber business at this season is con- 
fined mainly to boots for farmers, fisher- 
men and garage workers. The dis- 
continuance of the brewery business 
has effectively closed an outlet for the 
rubber boot business. However, the 
manufacturers are‘not specially anxious 
regarding the boot demand, for they 
have plenty of boot orders yet to fill, 
and boot makers are none too plentiful. 

Shipment of Fall orders began the 
first of the month, and from now on the 
shipping departments at the mills will 
be busy. Many mills which have been 
shut down for a longer or shorter period 
for annual clean-up and the installa- 
tion of new equipment have started up, 
and most of them have enough con- 
tracts ahead to keep them going for 
some time. The retail merchants will 
begin to stock up next month, that is 
to say, those will do so who have not 
already ordered, and as a rule, the 
jobbers will be stocked up preparatory 
to promptly fill this demand. 


TENNIS LINES 


Some Dealers Have Started 
Clearance Sales 


The tennis season is still lucky, as far 
as the retail demand is concerned, but 
as a rule merchants are reducing stocks, 
and will refrain from sizing up prefer- 
ring to lose an occasional sale, rather 
than risk carrying over too heavy 
stocks which will not be salable for 
three-quarters of a year. There are 
those who believe it well worth while 
to carry over such stocks until next 
season, because of their belief that 
prices will be higher next season, and 
such carried over stock will be a ‘‘good 
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buy” and sell at a higher profit than 
their duplicates brought later. How- 
ever, those who believe in the “nimble 
sixpence rather than the slow shilling” 
are advertising clearance sales at re- 


duced prices, regardless of higher re-, 


placement values nine months hence. 


Crude Rubber 


The crude rubber market is suffering 
from a plethora of supply, which taken 
in connection with the fact that manu- 
facturers, or at least some of them, have 
sufficient amounts on hand to last them 
for a longer os shorter period makes 
this a difficult situation for sellers, who, 
however, have advanced and are hold- 
ing prices remarkably firmly, with 
buyers and sellers only 14 or Jc apart. 
Brokers and importers hold that the 
continued firmness for so long a time 
at Far Eastern shipping ports, followed 
by an advance, then justifies their hold- 
ing to present quotations, and are good 
enough reasons for advances here. 
Buyers base their offers on the plentiful 
supply, and a real or assumed unbelief 
in the maintenance of the advance, 
even should the planters raise prices. 
at the source. Yet forward prices 
about lc higher than spot for September, 
2\%c premium for October, December, 
and 3%c higher than spot for all next 
year. Paras are steady, with a very 
moderate demand noted. Stocks of 
washed and dried guayule are depleted. 


The principal factories in Mexico have — 


discontinued production, owing to the 
guerilla warfare in that country. 


We quote spot prices: 


First latex pale crepe... .. 42 
Smoked sheets.......... Al 
| aaa ae 34@.35 
Upriver fine para........ _-55 
Ne ESE ae ee ATI 
Upriver coarse.......... .32 
Islands coarse........... 21%@.22 
Caucho ball upper....... 324% 
Caucho ball lower....... none 
Camoetas’.'.° 2) 552.0088. 214%@.22 
Centrals and Mexicans...35 @.39 
Guayule (20% moisture). 25 


Guayule washed and dried none 


77 
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SCRAP RUBBER 


Prices Somewhat Softer, with Con- 
tinued Light Demand 


While reclaimers generally report a 
quiet business, still it is known that 
some of them are making sizable sales, 
and though these sales are mainly being 
filled from stock already made, or are 
being produced from scrap stock on 
hand, there are evidences that some 
dealers have contracts still running 
which call for periodical deliveries of 
moderate amounts. These, however, 
are considered the exceptions, rather 
than the rule, reclaimers generally being 
out of the market. A_ well-known 
authority in the trade sums up the situ- 
ation as follows: 

“Buying of boots and shoes by re- 
claimers has been slow. Scrap in 
movement has been on old orders. 
Dealers have found holders rather firm 
in their price demands, as the latter 
have in many cases been refusing 7.60 
to 7.65c delivered mill. Holders of 
boots and shoes are inclined to empha- 
size the fact that accumulations are 
rather light, and expect a big enough 
demand from mills to net them better 
prices. Dealers have been purchasing 
this week at from 7.00 to 7.10c f.o.b. 
shipping point.” 

The foreign outlet for scrap rubber 


* has more than doubled the ten months 


of this fiscal year over those of a corre- 
sponding period of 1918. The exports 
of scrap rubber last year, ten months to 
April 30, were 1,423,326 pounds valued 
at $175,423, and for same period to 
April 30, 1919, shipments abroad were 
3,143,782 pounds valued at $345,236. 

Our reports from leading markets are 
given below. 


Scrap boots and shoes: $7.10 to $7.20 


“in Boston; $7.00 to $7.10 in New York; 


$6.95 ‘to $7.05 in Philadelphia, and 
$6.90 to $7.00 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Bos on; $5.00 to $5.50 in other mar- 
kets. ; 

Untrimmed arctics: $4.50 to $4.75 in 
Boston; $4.25 to $4. 7: in ae mar- 
kets. 
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PROGNOSTICATIONS 


HE HIGH COST OF LEATHER calls for curtailment 
of its usages in order to effect economies. Anticipating 
this condition, and to meet the call, La France Agencies 

have bought new Oxfords and Pumps for Fall wear. Spats: 
and woolen hose complete the foot and ankle covering, and 


will be much in vogue. 





An attempt will be made to popularize button boots, but this 
is propaganda. Just so long as the short skirt—demanding the 
high boot—is in vogue, there is no place for button boots. _ If 
a trim fit around the ankle is prized, there is but one boot 


possible—the lace. 


La France Shoes are constructed by the Goodyear Welt Proc- 
ess. Why? Shoes made by this method are more lasting 
than those made by the Turn method, and more comfortable 
than McKay’s, and at the same time are as comfortable as 
Turns and last longer than McKay’s. A good reason for you 
and therefore for us—the makers. 


The La France trade-mark is ‘the warrant of value 
that makes you sure’’—sure of style, sure of quality, 
sure of sales. 


Williams Clark & Co. 


Lynn, Mass. 


Makers of Goodyear Welts Exclusively 
for the Better Retail Trade 
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BEST SELLING SHOE 


School Footwear Popularized in 
Brown Calf 


The best selling school shoe in the 
Burdett Shoe Company line is this: 

A boot of brown calf leather, A. C. 
Lawrence shade No. 16, solid leather 
throughout and welt sewed. 

It is made over three lasts, a broad 
toe last for children, a medium last, and 
a new slim toe last for growing girls. 

The misses’ and children’s shoes have 
a No. 8 iron sole. The growing girls’ 
shoes have a No. 7% iron sole. The 
small shoes have a spring heel. The 
growing girls’ shoes have a 9-8 heel. 

This best selling shoe, in its several 
sizes, provides footwear for children 
from the primary grade to college girls. 
The growing girls’ style is made in 
sizes up to No. 7 and it is worn by many 
young women as well as by college 
girls. 


DANCING IN STREET 


This Means Good Roads for Good 
Shoes 


That good streets and good shoes go 
together was demonstrated by Peabody, 
the big leather city. It had dancing in 
the street, as a feature of its Peabody 
Products’ Exhibition the past week. 
The band played in front of City Hall. 
The people danced on the smooth 
asphalt pavements of the streets. 

Now when people can dance in a 
street they certainly can wear good 
shoes in the streets. Time was when 
streets were like the rocky road to 
Dublin. That was true of streets of 
all American cities. Then people had 
to wear heavy shoes which would pro- 
tect their feet from stone bruises. Now 
streets are smooth, not quite as smooth 
as a ball-room floor, but smooth enough 
for dancing and for the wearing of fine 
shoes. 

Seventy-five miles of modern streets 
have been built in Peabody the past 
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two years. That is going some for a 
city the size of Peabody. The streets 
are kept clean by the new motor-driven 
street-sweepers. As the streets are 
clean people can wear shoes that are 
white or of other pretty colors. 

Peabody didn’t have in mind that it 
would give a boost to its leather busi- 
ness by encouraging people to wear shoes 
of fine leather when it built its new 
streets, but it has turned out that way. 

Evidently, the merchant who is sell- 
ing good shoes in any city has a close 
interest in keeping the streets: of his 
city smooth paved and clean. It helps 
his business. 


ELECTRIFIED SHOEMAKING 


A. M. Creighton Installing More 
Motors 

Electrified shoemaking is going on at 
the Creighton factories. More motors 
are being put in and more shoes are 
being made. It is more than the ordi- 
nary electric drive that is being in- 
stalled. There are new departures. 


New type motors are being tried. In- | 
- dividual motors are used wherever it is 


practical. A man with a motorized 
machine is a shoe shop in himself. H 
can follow his own pace and make his 
shoes according to his best skill and 
ability. The motorization is being fol- 
lowed by an increase in production. 
The designers are putting better grade 
shoes into the works all the while. 


The 21/8 Heel 
- Another eighth has been added to the 
height of high heels for the Goodwin, 
factory is producing a last with a heel 
21/8 high. That is the maximum of 
high heels. The minimum of Louis 
heels is a baby style 13/8 high. 


A FIVE-DAY PROGRAM 
Likely to be Installed in Local 


Factories 


A five-days a week program is likely- 


to go into effect in Lynn next month. 


7 TURDADARAASDUUAUAGDAAUERU EAA AAGAE AEA TAD TALLY) 


ters 


TAI ieee Ha 


= 


The shops will run 44 hours a week. 
It is expected that the change will 
steady production and will tend to in- 
crease it rather-than decrease it. 

Shops used to run 40 weeks in the 
year and slow down, even stop for the 
between-season’s period, which totalled 
ten or 12 weeks. 

Under the five-days a week system 
it is expected that the shops will run 
steadily for 50 weeks in the year. The 
new system may: make some difference 
in the placing of orders for shoes. It 
looks as if orders would have to be 
spread out more, to provide for a 50 
weeks’ run instead of being concen- 
trated to provide for a 40 weeks’ run. 


SPRAYED HEELS 


Enamel Does Not Peel or Crack, 
Smooth Finish 


Buyers of shoes will be interested in 
the new method of finishing heels by 
spraying an enamel on them. 

The buyer chooses the color of the 
upper leather he wishes for his shoes. 
His manufacturer sends a sample of 
that leather to the manufacturer of heel 
enamels. He makes up an enamel to 
match the leather. 

This enamel is sprayed on the heel 
by a hose with a brass nozzle. It is 
sprayed under a pressure of 40 pounds. 
This pressure drives the enamel into 
the fibre of the heels, whether of wood 
or leather, and it stays there and does 
not peel or crack. 

The enamel when properly handled 
should give a smooth finish free from 
brush marks, which sometimes appear 
on heels when the finish is applied to 
them by hand. The heels should be of 
the same shade as the upper leather. 


DEFIES WEATHER 


Some Shoe Designers Predict a 
Big Sale 


Some designers of Lynn think there 
will be an unusual sale of weather de- 








i6 Duane “STREET, New Yorn. 





» 
The Line of 100 Styles 


of Comfort Shoes 
Juliets — Oxfords — Bals 


TIMSON BROS., ine. 
Boston, Mass. 











NY} Americas foremost 
@X\\ \ FELT SLIPPER 








 Tober - Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 








IN STOCK 


Black Kid, 1 7- ¢ Heel, 9-inch 
Lace Boot, in A, B, C and 
D Widths, ggg Wet 
Imitation Tip. tock 
552-M. Price, 96! 50 
EIGNER SHOE CO. 
173 Summer St., Boston, Mass, 








COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Leather, Satin and 
White Cloth 


Factory,118 Phoenix Row 
Boston Office, 110 Lincoln St. HAVERHILL, MASS. 








QUESTIONS 
ANSWERED QUICKLY 


in “*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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fying footwear the coming Fall and 
Winter season. Few present signs there 
are of it, true enough. But later the 
flu warning bulletins will be posted by 
the government for it has appropriated 
millions for fighting the flu. Then 
people will be asked to keep their feet 
warm and dry. This will be a natural 
thing for them to do. So they will de- 
sire stout footwear, that will keep out 
the Winter cold and wet. 


FOR WHITE WELT SHOES 


Donn D. Sargent Company Will 
Build New Factory 


Donn D. Sargent Company’s new 
factory for making white welt shoes will 
be soon turning out shoes for next sea- 
son’s delivery. The permit to build 
was granted last week. The contrac- 
tors started to work on the foundations 
at once and they are now undertaking 
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to make a record for rapid and excellent 
factory construction. 

As fast as the floors are finished the 
newest model machines for making welt 
shoes will be installed. The shoes will 
be white with white ivory soles, white 
ivory heels and white ivory welting. 

The output of the Sargent Company 
will be increased to 6,000 pairs a day. 


Going to Russia 
Chandler Brown is going to Russia 
next month for E. J. Berg, importer of 
hides and skins, New York. He is the 
son of George Brown of J. Brown & 
Sons, shoe manufacturers, Salem. 


An Outing for Employes 
Mrs. Adra L. Day, manager of the 
Ideal Baby Shoe Company of Danvers, 
gave an outing to the employes of the 
factory at Salisbury Beach last Satur- 
day. 


New York City 


BUSINESS IS BRISK 


Clearance Sales on Broken Lots 
Only Continue 


While some of the smaller retail 
merchants in New York say they are 
passing through the normal mid- 
Summer slump, the larger retail mer- 
chants, especially those carrying high 
grade stocks, report that business is as 
brisk as it has been at almost any time 
this year. 

The clearance sales continue, al- 
though most of the stores are offering 
reduced prices only on broken lots. 
Hanan & Son, in their stores, announce 
“reduction on broken lots only,”’ and 
the Hurley shoe stores have cards in 
their windows announcing a “sale on 
broken lots.”” Mixed in with the sale 
shoes in most of the windows, are 
samples of shoes marked at the prices 
they have brought all Summer or in 
some cases at prices above what was 
asked earlier in the season. Even with- 
out clearance sales, say some retailers, 
it: will be possible for them to close out 
their Summer stocks. 


WHITE SHOES PLENTIFUL 


Stocks of Retail Stores Have 
Been Augmented 


The stocks of shoes in the retail 
stores have ‘been augmented to a cer- 
tain extent by late shipments of Sum- 
mer footwear during the last two weeks. 
This is especially true of white shoes, 
which appear to be more plentiful than 
they were a month ago. Few reduc- 


tions have been made on white shoes 
and the Broadway and Fifth Avenue 
shops are obtaining at least $5.00 a pair 
for canvas oxfords, and from $8.00 a 
pair upwards for kid, nu-buck and real 
buckskin. The demand for white shoes 
continues strong, although black kid 
leads all others at present. 


SEVERAL PAIRS SOLD 


Customers Buy for Summer and 
Winter Supply 

Sales of two, three, four and even 
five pairs of shoes to a single customer 
are reported by various retail merchants 
now. It has been pretty generally 
established in the minds of the people 
that they will have to pay greatly in- 
creased prices for their shoes next Fall 
and almost unbelievably high prices 
next Spring. The customers who pur- 
chase more than one pair of shoes 
divide their selections between high and 
low shoes, thus laying in both the 
Winter and Summer supplies. 

Stocks of men’s oxfords are not as 
plentiful as might be. The Emerson 
Shoe Company in several of its stores is 
displaying a sign reading “Plenty of 
Oxfords—All Sizes,’’ which is said to 
have brought them much business be- 
cause of the inability of other stores to 
supply the big demand for low shoes. 


NO PROFITEERING 
John Slater Shows Why Prices Are 
Higher 
John Slater, of J. & J. Slater, presi- 
dent of the Retail Shoe Dealers’ Associa- 
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tion of New York, said that the retail 
shoe merchants and manufacturers of 
the country would welcome any in- 
vestigation into the high cost of shoes 
by the Government as is now proposed 
in Congress. ‘“‘They will find no evi- 
dence of profiteering, I think,” he said. 
“It is inevitable that shoe prices should 
be on their present levels and go even 
higher. There is a positive shortage of 
leather because of our reduced importa- 
tions and wages have doubled in all 
process of making and distributing 
shoes. Shoe boxes alone, which used 
to cost 2% cents apiece, now cost five 
cents. Cutters who obtained $35 a 
week a few years ago now get $75 a 
week. The overhead in the average 
shoe store has doubled. In some cases 
retail merchants are now selling shoes 
to the public for less than replacement 
cost. I can’t see where there is any 
profiteering in the shoe industry.” 


BUYERS IN CITY 


Fully Seventy-Five Per Cent of 
Merchants’ Business Placed 


Buyers continue to come into the 
New York market in efforts to obtain 
more Fa‘] shoes from the manufacturers 
and jobbers, the latter declare. Offer- 
ings of jobbers are small and manu- 
facturers are said to be taking almost 
no Fall orders now. Buyers report 
that they have been able to place good- 
sized orders for next Spring. 

Arthur 1. Benedict, head of all the 
operations of the shoe and findings de- 
partment of the Bush Terminal Sales 
Company, said last week that fully 
seventy-five per cent of the retail shoe 
merchants’ Spring business had been 
already placed. ‘Manufacturers have 
taken orders up to the limit of their 
capacity,”’ he said. 


WINDOW SIGNS 
Rice & Hutchins Co.’s Stores 
Educate Public 


Propaganda to acquaint the public 
with coming higher prices is being 
carried on through the medium of 
window signs by the Rice & Hutchins 
Co., who operate retail stores under the 
name of the Signet Shoe Company: 
According to the manager of one of the 
concern’s local stores, the idea origi- 
‘ nated with W. W. Willson, general 
manager of the retail stores. 

Among the window cards are the fol- 
lowing: 

“Higher prices for Fall will make 
these offerings extremely interesting to 
the money-saving purchaser.” 

“Spring, 1920—The high cost of 
leather and labor in shoe factories will 
add $3 to $4 a pair to next Spring’s shoe 
prices. Buy now.” 
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“Cheaper in the U. S.—Shoe prices 
are much less in the United States than 
in England, France, Belgium, Germany, 
Russia or elsewhere.”’ 

“The reason—Higher prices are re- 
flections of increased cost of materials 
and labor.” 

“Buy low shoes to help conserve 
leather and reduce the cost of your 
footwear.” 

According to the manager of a store 
where these signs have been displayed 
for a week, the volume of business has 
been increased by them. Many per- 
sons were seen who stopped to read the 
signs, look at the shoes displayed and 
then walk into the store. 


A NEW RUBBER HEEL 


Manufactured by the E-Z Walk 
Mfg. Co., New York 


A new rubber heel has recently been 
manufactured by the E-Z Walk Manu- 
facturiag Company of New York. This 


is one of the best and most practical 
heels on the market. It is called the 
E-Z Heel. 

It is made of finest pliable rubber and 
can even be made of sponge rubber. 


The main features of the heel are that 
no cement or nails are required to attach 
the hee]. Any inexperienced persor can 
do this. | +i me@e Pes 

In the cartons in which the heels are 


We To Buy 
_¥ Women‘ 's Shoes 





Bluestein Dros 


WOMEN'S FINE SHOES IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 








BOUDOIR SLIPPERS sc, 


Black, $1.50 
Colors, $1.50 
5% 10 days 
Goods shipped day 
order is received 
Baker Shoe 


280 River St. 
Haverhill, M 


ass. 
acedenunaneeetsooens 











SPECIALISTS IN. 
Women’s Footwear 
Welts, Turns and 


McKays 
IN STOCK 








Childrens Shoes 





Tredlite Steppers 
for Boys and Girls 

GUARANTEED 

FOR 75 DAYS 

Write for Particulars 


HenryKleine & Co. 


Chicago 








SOFT SOLES 
A Wonderful Line for the 
holesaler 
All leather lines 
ranging in prices 
from $3.60upwards 
Alsoa line of ladies’ 
Pump ph in all 
= and colors, 1 
iece and 2 piece. 
NU BABY SHOE CO., East Lynn, Mass. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











INFORMATION ‘iactene 


“Where to Buy” constitutes 
source ‘hamee tpce ge so that he _ 
runs t g ese pages may rea 
—and learn. 














e To Buy 


Mens Shoes 4» 














~~ 1 Gentlemen’s 
ektleton Shoes 


A. E. Nettleton Co. 


SYRACUSE, N. Y. 











STOCK DELS <> 


iS AT YOUR SERVICE 





THe Stetson SHOE Con 
Soutn WevmoutTn,Mass. 














Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford. A-D 6.00 
Gun Metal Pump A-D_ 5.00 


KNOX SHOE CO., Milford, Mass. 











pewecry > .2A80m @t0ner oO atascm 
THE 
JOHN RPHY 
—S SHOE 
@rrice and Facroay “Ew YORK Ornces 
wMewaen nw AEZOUAN BUN OND 
Vs.a. 30-68 w <er* ot 











HOMPSON BROS. IN¢ 
MEN'S FINE S' 
—— BROCKTON 









































Stacy Adams Co. 
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soid are contained two wood screws for 
each heel. These screws are worked 
through an opening in the heel and 
through the shoe. 

In order to show how the heel is at- 
tached to the shoe, the rubber heel is 
shown cut in halves, displaying the steel 
frame. This heel is made to fit all sizes 
of shoe heels, both French and Louis. 
The heels can be reversed from one shoe 
to the other after having been worn 
down on one side. 

With each pair is a guarantee that a 
new pair will be given in case these heels 
come off or do not give the proper wear. 
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They will be marketed at an average 
cost of a good rubber heel. 

M. Hirshfield of the E-Z Walk Man- 
ufacturing Company says that it is his 
idea to approach the better grade of 
manufacturers and have them attach 
the heel when manufacturing the shoes. 
When the shoes are sold in the retail 
stores of the country, an extra pair of 
rubber heels will be included with the 


. purchase for a small additional amount. 


People living in rural districts where 
there are no cobblers nearby will find 
these to their advantage since they can 
attach the heels themselves. 


Philadelphia 


WILL LABOR HALT? 


Manufacturers See Hope for More 
Reasonable Attitude 


It has not reached the point where 
anybody is making any optimistic pre- 
dictions, but Philadelphia shoe manu- 
facturers are talking seriously about the 
development of labor thought which the 
railroad employes have started on the 
relation between wages and costs, and 
wondering whether it will spread to the 
workers in shoe factories. 

If it does this, and more particularly, 
if it spreads throughout labor generally, 
the manufacturers say, it is going to 
constitute a decided factor of stabiliza- 
tion. So long as labor thought only in 
terms of the dollar, and not in terms of 
what the dollar would buy, strikes for 
higher wages were bound to send man- 
ufacturing costs skyrocketing, and then 
skyrocketing again. But with a labor 
element thinking of what the dollar 
will buy and why, the danger of inter- 
minably increasing labor costs will be 
lessened, to say the least. 


MARKETS UNSTABLE 


Manufacturers Dissatisfied with 
the Conditions of Today 


Much has been said and written 
about the manner in which the shoe 
and leather industries generally have 
held the situation under control, and 
it is not with any attitude of depreci- 
ating what has been accomplished that 
the manufacturers say the situation 
today is far from satisfactory. But, to 
put it baldly, the manufacturers appear 
to be a little frightened over the insta- 
bility of thiags, even while they are 
thankful that things are not worse. 

In every instance, whep they discuss 
the situation, the question of specula- 
tion in the raw materials markets re- 
curs. It stands to reason, that the raw 
materials end of the allied industries is 


by its very pature more speculative than 
the other, but while the shoe manufac- 
turers hesitate to mention specific in- 
stances of downright profiteering, they 
make no secret of their belief that many 
leather interests are keenly watching 
every development and every utterance 
anywhere down the whole line of dis- 
tribution with a view to making it play 
an alibi for further increases in price. 


STOCKS NOW LOW 


Odd-Size Offerings More Prominent 
Among Displays 


Retail sales volume has been stimu- 
lated somewhat by fine weather, and 
clearances are still proceeding satisfac- 
torily. In many instances stocks have 
become reduced to a minimum. The 
odd-size offerings are becoming quite 
prominent among the displays of the 
Philadelphia stores. 

Coincident with this there is to be 
noticed a shading in the prices which 
are being placed before the public in 
connection with these clearances. In 
virtually every case, however, this is 
simply an effort to clear out the sea- 
son’s remnants and the realization on 
the part of the merchant that the pub- 
lic cannot be asked as much for incom- 
plete offerings as for wide selections. 
It does not represent any surplus of 
supply over demand. 


COMPLAIN OF QUALITY 


Workmanship Remains Poor Say” 
Retail Merchants 


Apparently the appeal of the Na- 
tional Shoe Retailers’ Association of 
several months ago in connection with 
the quality of merchandise which many 
manufacturers were putting out, even 
in the high-priced lines, has not been 
taken very seriously to heart in some 
quarters, or perchance it represents a 
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deplorable lack of ability to remedy 
matters. 

A number of Philadelphia merchants 
declare that the public is kicking much 
harder over the workmanship and gen- 
eral quality of the footwear, which they 
have to offer at high prices, than it is 
over the prices themselves. It can be 
stated most emphatically that a very 
large percentage of the footwear com- 
ing into the Philadelphia retail market 
is far from satisfactory. 

This is the thing that the retail mer- 
chant fears most. It is the thing which 
prevents the return of the once good 
customer. A consumer may “‘kick like 
a steer,” as one buyer puts it, “‘over the 
price you ask him. But when you have 
once persuaded him that you are not a 
profiteer, and he pays the price, then 
your trouble on that score is over. The 
price does not rankle—after he has paid 
it. Itis forgotten. But give that cus- 
tomer a pair of shoes that does not 
stand up, and every time he looks at 
them he ‘cusses’ your store. But all 
you know about it is that he never 
comes back. I met a man the other 
day, outside the store, and the subject 
of shoes came up. I tactfully sprung 
a little questionnaire of my own on 
him. I asked him if he ever bought at 
this, that and the other store, and why 
he did or did not. 1 found out that 
there was just one store in the city 
which had frightened him off with .a 
reputation for high prices, but there 
were four which he declared he would 
never buy from again because their 
shoes were ‘rotten.’ He is only a pros- 
pect for the one store, which means it 
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has a fighting chance for his trade. He 
is a former customer of the four, which 
means they have very little chance of 
his future trade.” 


GERMAN SHOE DISPLAY 


Vivid Contrasts in Hanover Window 
—Paper Uppers 


A very effective window display has 
been arranged by the Hanover store. 
It consists of several pairs of new and 
re-soled German and Austrian boots for 
both civilian and army wear. They 
all have roughly hewn, heavy wooden 
soles, and most of them have woven 
paper uppers, with reinforcement at 
“strategic’’ points of all sorts of little 
odd shapes and sizes of very rotten 
leather, sewed together like a patch- 
work quilt. 

One of the surprising things about 
them is what might be characterized 
as utterly “degraded’’ workmanship. 


LEATHER UP AGAIN 


Increased Foreign Demand Given 
as Reason 


Leather prices in the Philadelphia 
market, particularly sole leather prices, 
have taken another sharp jump. In- 
creased foreign demand is the explana- 
tion most usually offered. Orders for 
export are reported to be coming in 
heavily from France and England, and 
also in very free volume from the Scan- 
dinavian countries. There are also re- 
ports current that in Germany the pro- 
duction of sole and upper leather is 
being resumed. 


Buffalo, N.Y. 


A TRADE FEATURE 


Clearance Sales of White Pumps 
and Oxfords 


Clearances of white shoes, pumps, ox- 
fords and other Summer footweer is a 
feature of the Buffalo trade these days. 
Inasmuch as August is the most popular 
month for vacations in and out of 
Buffalo, thousands of travelers and stay- 
at-homes are taking advantage of these 
sales. Press reports that shoe prices 
will continue their aviation stunts have 
induced many to stock up as a protec- 
tion against possible advanced costs of 
footwear next Spring and Summer. 


REGARDING PRICES 
The Gray Bros’ Boot Shop Educates 
Public as to Prices 
This is the way Gray Bros.’ Boot 
Shop “‘sounded the tocsin’’ and knocked 
smug contentment from the minds of 


many Buffalonians who hitherto had 
the delusion that shoé prices would go 
tobogganing: . ‘“‘Newspapers are pub- 
lishing repeatedly quotations from some 
of the greatest experts in the country 
that the price of shoes this Fall will 
reach the extreme high level of $20.00. 
We deplore the situation and only wish 
that shoes would be selling at the low 
prices we were enjoying before the war— 
BUT FACTS ARE FACTS—we have 
got to take affairs as they are.” 


SELLING EVENTS 


At Five of the Leading Stores Show 
Considerable Variety 


Recent selling events in Buffalo shoe 
stores included these: Flint & Kent’s, 
women’s fine oxfords and pumps, $4.85 
a pair; J. N. Adam & Co., women’s 
white reignskin linen boots, $6.45; 
Vogue Boot Shop, clearance of pumps 
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and oxfords at $4.95; Factory Sample 
Shoe Stores, advance showing of new 
Fall footwear at $6.95 and $7.95; 
Oppenheim, Collins & Co., hand-made 
pumps and oxfords, $7.90. 


TANNING COSTS HIGH 


Hemlock Bark Scarce and Has 
Increased 30 Per Cent 

That the cost of tanning is very high 
may be judged from the following dis- 
patch received in Buffalo from Ridg- 
way, Pa.: “The manufacturers are still 
paying high prices for hides as well as 
for tanning materials. Wages are high. 
It is costing the leather manufacturers 
almost double the amount it cost five 
years ago for tanning their leather. At 
that time hemlock bark was used for 
tanning leather and was secured in the 
surrounding forests at a low price. 
Today conditions are in marked con- 
trast as there is little hemlock bark 
available and what little there is costs 
the manufacturers at least 30 per cent 
more than it did five years ago. In fact, 
the bulk of the bark being used for 
tanning leather at present is secured in 
South America, where the manufacturers 
are forced to pay enormous prices.” 


NEWS FROM OLEAN 


William Hengerer Company 
Discontinues Men’s Shoes 

Leading shoe merchants of Olean, N. 
Y., receive some good trade in sub- 
stantial footwear from. members of the 
Olean Pedestrian Club. This organiza- 
tion of walkers was organized twenty- 
five years ago. 

The men’s shoe department of the 
William Hengerer Company’s store will 
be discontinued. According to an 
announcement of that firm the reason is 
“‘to make room for the women’s apparel 
shop on that floor.”” Among the offer- 
ings at this store to effect a clearance of 
the stock of men’s shoes were Heywood 
and Banister boots and low shoes at 
$7.85 a pair. Of course the women’s 
shoe department at Hengerer’s, which 
does a lively trade, will be continued. 


PROMINENT MAN DIES 


William J. Forsyth, Head of Robert 
Forsyth & Son, Dead 

The funeral of William J. Forsyth, 
head of Robert Forsyth & Son, shoe 
merchants in Seneca Street, Buffalo, 
was held here recently. Shortly before 
his death Mr. Forsyth had been operated 
upon at the German Deaconess Hospi- 
tal. His friends did not consider his 
ailment serious and his death was 
unexpected. 

Mr. Forsyth was in business here all 
his life. He succeeded his father as 
head of the firm about 40 years ago. 


Aug. 9, 1919 


The original store was where Ellicott 
Street now runs through on the south 
side of Seneca Street, and was estab- 
lished more than 60 years ago. 

Mr. Forsyth was born in Buffalo. He 
was 65 years old. He was educated at 
Saint Joseph’s College. After leaving 
school he entered busiress with his 
father. 

For the last 25 years he had been 
president of the Irish-American Sav- 
ings & Loan Association, and before 
that was a member of its board of 
directors. He was a member of the 
Chamber of Commerce, the Retail 
Merchants’ Association and the Knights 
of Columbus. He is survived by his 
wife, a sor, Roland, and a daughter, 
Dorothea, and two sisters, Mrs. James 
Cloak and Mrs. Frederick W. Carter. 


SENECA STREET FIRE 


Those Not in Danger Zone Did Good 
Business 


As nearly all the Main Street shoe 
stores are closed all day Saturdays in 
July and August, the shoe stores of 
Seneca Street, Buffalo, all of which keep 
open on that day, do a good business. 
The shoe stores in Seneca Street, be- 
tween Ellicott and Wells, however, re- 
ceived a considerable jolt on a recent 
Saturday. On account of a serious fire 
in that block, the police stretched ropes 
and kept out the crowd from that section 
almost the entire day. The shoe men 
in the fire zone could do nothing but 
“grin and bear it.” The nearby shoe 
trade in the meantime flowed to the 
storekeepers fortunate enough to be 
just outside the fire zone. 


MID-SUMMER BUSINESS 


Many Buyers During July and 
August 
In former days some of Buffalo’s shoe 
salesmen considered that there was only 
subnormal business obtainable in July 
and August. On this basis they allowed 
themselves to be overcome with mid- 
Summer languor and their trade during 
these two months fell considerably be- 
low the mark. However, in this city at 
present the live shoe salesmen take-an 
opposite view from the one just ex- 
pressed. They believe that in July and 
August there are nearly as many pros- 
pective buyers as in any other months 
throughout the year. Special window 
trims, advertising and other induce- 
ments, however, are now especially 
necessary to attract the crowds, but the 
effort in this line has its compensation.- 
They say that when a prospective cus- 
tomer puts up with the discomfort of 
mid-Summer humidity and goes to a 
shoe store to examine stock and listens 
to the salesman’s best argument the 
visitor is very likely to become a buyer. 





Aug. 9, 1919 


BOOT AND SHOE RECORDER 


Milwaukee 


PRESSURE IS TREMENDOUS 


‘Fall Season Approaches—Factory 
Extension Planned 


As the Fall season approaches and the 
retail trade of the entire nation is 
clamoring for merchandise for Fall and 
Winter trade, pressure upon local shoe 
factories is becoming tremendous. Ex- 
traordinary means for enlarging the 
output to meet growing and insistent 
demands are being taken by every 
maker. Provision for more adequate 
facilities to handle the enormous volume 
of business is required of every factory. 
Under the circumstances the only alter- 
native is to erect new buildings, estab- 
lish new factories, and acquire available 
buildings of a suitable nature. Activity 
in this direction is: undoubtedly the 
greatest that the local industry has 
ever experienced. 


ANOTHER NEW FACTORY 


The Rohn-Ryan Shoe Company 
Incorporates 


The Rohn-Ryan Shoe Company, 
incorporated with a capital stock of 
$50,000, is the latest concern to enter 
the local field. Within 60 days it plans 
to start production in a complete new 
factory at 414-416 Fourth Street, in a 
four-story building now under . con- 
struction and nearing completion. All 
of the members of the company are 
prominent figures in the Middle Western 
industry. They are Chester F. Rohn, 
secretary and treasurer of the Albert H. 
Weinbrenner Company, and his brother, 
Franklyn A. Rohn, also associated with 
this concern, and Daniel M. Ryan, now 
with the J. P. Smith Shoe Company, 
Chicago. They will sever their present 
connections within a few weeks and 
begin active work on the organization 
of the new business. 


A $2,000,000 CONCERN 


Albert H. Weinbrenner Company 
Increases Capital 

Million-dollar shoe concerns are be- 
coming rather common in Milwaukee as 
the. result of the rapid growth of the 
industry. During the past week an- 
other company of importance entered 
the ranks of the $2,000,000 industries, 
when the Albert H. Weinbrenner Com- 
pany, 66 Juneau Avenue, filed amend- 
ments to its corporate articles, increas- 
ing the capital stock from $1,500,000 to 
$2,000,000. In less than a decade of 
existence, the Weinbrenner company 
has grown to be one of the largest shoe 
concerns in the Middle West and con- 
tributed much ‘to the growth of the 


industry which is rapidly giving Mil- 
waukee the highest rank as a center of 
footwear production. 


A UNIQUE ENTERPRISE 


One Operation of Machine Makes 
Box 


Of decided interest to the shoe trade 
is the establishment of a‘large enter- 
prise at DePere, Wis., which will manu- 
facture something new in factory and 
store machinery in the form of a self- 
contained unit which by a single opera- 
tion transforms a cardboard blank into 
a finished box or other container. The 
George Diamond Economy Process, 
originally formed in Milwaukee by 
George Diamond, a paper box expert, 
has started work on its permanent plant 
at DePere and will not only manufacture 
the box machines, but also paper and 
fibre board stock to supply users of the 
machines. Mr. Diamond’s invention is 
considered one of the really big things of 
the day and age. He has perfected the 
machine so that it can produce any size 
box from a cigarette package to a shoe 
box and even this does not indicate the 
limit of its possibilities. 


DONLEY PLANT GROWING 


Acme Tanning Company of Cudahy 
Builds Addition 


The W. E. Donley Shoe Company, 
Kenosha, Wis., which started manu- 
facturing only two months ago, is 
already confronted by the necessity of 
enlarging its floor space and installing 
additional equipment. The first sales- 
man started on his initial trip last week 
in order to visit the dealer organization 
and arrange for an equitable distribu- 
tion. The factory is virtually sold up 
until the end of the year but is making 
every effort to increase the output. 

Ground was broken last week by. the 
Acme-Tanning Company of Cudahy, a 
suburb of Milwaukee, for a plant ad- 
dition which will cost about $30,000. 
Additional facilities-are sorely needed to 
meet orders and work will be rushed so 
that the addition will be ready to begin 
operations about October 1. 


TO MAKE HOSIERY 


The Good Wear Hosiery Company 
of Kenosha 

The Good Wear Hosiery Company of 
Kenosha, Wis., has been incorporated by 
Edgar L. Gold, John W. Banks,‘Sam D. 
Stern, Bert E. Stuart and Arthur 
Walker to manufacture, sell and other- 
wise deal in knit goods, textiles, wearing 
apparel, etc. The principal product will 
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be hosiery and it is said that the com- 
pany will seek outlets in the retail shoe 
trade as well as the usual main channels. 
The capital stock of the new concern is 
$25,000. 


BIG MEETING ASSURED 


Wisconsin Shoe Merchants’ 
Convention August 20-21 

Indications are that the first annual 
mid-Summer convention of the Wis- 
consin retail shoe merchants to be held 
August 20 and 21 at Oshkosh will be the 
best attended meeting ever held by the 
Badger State trade. President W. C. 
Schlafer of Wausau and Secretary Ray 
J. Ripple of Milwaukee sent out a letter 
during the past week in which every 
merchant is admonished to be present, 
as a program has been prepared that 
insures everyone who attends a most 
profitable time. Members of the asso- 
ciation are asked to bring with them 
merchants who are not yet enrolled. 
It is believed that non-members will 
soon become converts to the spirit of 
“In Union There Is Strength” after 
sitting in at a meeting such as will be 
held in Oshkosh. 


BADGER RETAIL NOTES 


News from Stoughton, Racine, .and 
Other Towns 

Sverre Anderson, Stoughton, has pur- 
chased the store building which he has 
occupied under lease ever since he 
opened his store five years ago. The 
building is of modern construction, fire- 
proof, and one of the best business 
blocks in Stoughton. 

A new shoe store will be opened at 
Racine, Wis., about August 15 by a new 
firm known as the E. B. Shoe Stores 
Company which has been formed under 
the laws of Wisconsin with $15,000 
capital. The members of the company 
are Edward, David and Robert Edelson, 
all of Racine. 
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Leopold L. Imig, proprietor of the 
Julia Marlowe Shoe Parlor, 725 New 
York Avenue, Sheboygan, has added a 
new department. The room in the rear 
of the main display room has been 
fitted up for a line of girls’, boys’ and 
baby shoes. The store was founded 
only a few months ago as an exclusive 
ladies’ and misses’ shoe store. 

The Home Trade Shoe Store at 
Clintonville, Wis., is going out of busi- 
ness as soon as disposition can be made 
of the stock. The proprietor, C. J. 
Ulrich, probably will engage in another 
line of retail business. 

The Benson Mercantile Company, 
Rice Lake, Wis., has purchased the shoe 
stock of Robert March, Ladysmith, 
Wis., who recently retired from business 
and turned over this merchandise to 
C. J. Dregne, proprietor of the Bon Ton 
general store. The Benson company 
expects to continue the business in 
Ladysmith. 

Adolph and Theodore Wein, who 
opened a shoe store and repair shop at 
Spencer, Wis., some time ago, have dis- 
posed of the business and are opening 
a similar establishment in Marshfield, 
Wis., where they have purchased the 
shop of Fred Neuhold. 


A FIVE-FOLD INCREASE 


New Factory of Beals-Pratt Shoe 
Manufacturing Company 


When the new factory of the Beals- 
Pratt Shoe Manufacturing Company, 
Milwaukee, is completed at Watertown, 
Wis., within 60 days, the output will be 
increased five-fold. The present Water- 
town factory is making 500 pairs a day, 
which is the limit of its capacity. After 
October 1 or 15 the production will be 
2,500 a day and the force of.100 will 
grow to not Tess than 400. Thereafter 
it will be largely a question of procuring 
competent and permanent workers. 


Rochester 


FOREIGN TRADE BUREAU 


Rochester Manufacturers Preparing 


to Export 


That Rochester manufacturers are 
prepared to “‘get in’ on the boom in 
foreign trade that is expected to follow 
the resumption of normal trade rela- 
tions is evident from the attitude of the 
manufacturers themselves and from 
the action of the Chamber of Com- 
merce in establishing a Foreign Trade 
Bureau and in sending one of the 
Chamber experts to Washington, New 
York and other trade centers to secure 


valuable data for the Rochester ex- 
porters. 


DELEGATES APPOINTED 
R. A. T. S. S. to Attend National 
Council Meetings 

At the weekly meeting of the R. A. 
T. S. S. held at the Powers Hotel on. 
Tuesday, July 29, delegates and alter- 
nates were appointed to attend the 
meetings of the National Council of 
Traveling Salesmen during the ensuing 
year. The delegates are: Joseph 
Byrne, F.. W. Skinner, Sam Mac- 
Comber, D. D. Oster; alternates, Gus 
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Schaube, Clarke Rowley, Arthur Bene- 
dict and Joseph Labota. 

Resolutions were adopted expressing 
sympathy at the death of Mrs. William 
Ahearn, publisher of the Coast Shoe 
Reporter, and the secretary was in- 
structed to forward a copy of the resolu- 
tions to her son, Frank Ahearn. 

Richard W. Peer, representing J. 
Heilbrurin and Son, Rochester, N. Y., 
and L. K. Johnson, representing C. Saw 
Shoe Company, were admitted to 
membership. 


“STUDY SHOE PAPERS”’ 


Is Jim Olmstead’s Advice to Store 
Salesmen 


Jim Olmstead, manager of the shoe 
department of the McCurdy store, 
believes thoroughly in trade papers, 
and as the weekly issues of the 
“Recorder” and Retailer come to his 
desk, he places them in a prominent 
place in the department where his 
salesmen can read them, and advises 
everyone in the department to read 
each issue thoroughly and to keeg their 
eyes open for new ideas and new styles. 

“At first I found that my salesmen 
evidenced little interest in the papers,” 
said Mr. Olmstead, “‘but now everyone 
in the department looks forward from 
week to week for style suggestions. 
During the past month I have purchased 
two styles of pumps which my clerks 
saw advertised in the ‘Recorder’ and 
both have been big sellers.” 


ON REPLACEMENT VALUE 


Retail Shoe Merchants Discuss 
Insurance Thereon 


At the weekly meeting of the Retail 


Shoe Dealers’ Association of Rochester, 
held at the Chamber of Commerce on 
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Friday, August 1, President Pidgeon 
brought up the matter of insuring 
stocks at present-day or replacement 
values instead of at the purchase price, 
and advised the members of the associa- 
tion .that the insurance companies 
would accept policies covering the 
increase and that as a matter of pro- 
tection it was advisable to increase the 
amount of insurance carried on shoe 
stocks. 


EMPLOYES’ INSURANCE 


Utz & Dunn Co. Adopt Group Plan 
for Workers 

The Utz & Dunn Co. recently an- 
nounced that they have insured their 
employes under the group insurance 
plan of the Travelers’ Insurance Com- 
pany. Each and every employe who 
has been in continuous service for one 
year or more is insured for $500. For 
each additional year of uninterrupted 
service $100 is added until the maxi- 
mum of $1,000 is reached. 

Each new employe, upon completion 
of one year’s service, automatically 
becomes eligible for insurance. The 
insurance is payable upon the death or 
total disability of the insured. The 
policy does not in any way affect the 
salary of the employe, but is given to 
him through the generosity of the 
company. 

This new benefaction on the part of 
the Utz & Dunn Co. follows closely on 
the heels of the voluntary increase in 
wages and war-time bonus and is an 
additional indication of the thoughtful 
consideration in which the workers are 
held. The company’s announced aim 
and intention is to help and satisfy all 
persons in its employ to the end that 
there will be a better understanding 
between employer and employe. 


Cincinnati 


RETAIL SELLING GROUP 


Special Meeting Held—Warning 
Against Misleading Publicity 


A special meeting of the Retail Shoe 
Selling Group of the Cincinnati Cham- 
ber of Commerce was called by Presi- 
dent D. E. Hayman on July 30. The 
meeting was addressed by Richard 
Prather of the Blaine Thompson Adver- 
tising Agency of this city. What Mr. 
Prather had to say was in the nature of 
a warning to the local retail merchants 
against the possible publication of un- 
true and misleading articles in the 
newspapers relative to the high price of 
footwear. He pointed out a number of 
instances where such articles have 


appeared in the daily papers of other 
cities and*showed the had effects which 
resulted therefrom. 

Mr. Prather said that up to the 
present the public in general has been 
pretty good natured with regard to the 


high rising prices of footwear, and that, 


things might go along very nicely were 
it not for the possibility of occasional 
misleading newspaper editorials that 
tend to develop distorted opinions in 
the public mind. Some newspapers in 
the country have printed such editori- 
als, and it was Mr. Prather’s purpose to 
suggest to the local merchants a plan 
for forestalling the evil effects of such 
articles by taking action to prevent 
their appearance and also conducting 
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a co-operative advertising campaign in 
the local newspapers. 

According to Mr. Prather’s plan the 
president of the group was to appoint 
@ committee of the larger down-town 
merchants to wait upon the editors of 
the local newspapers, and to invite 
their co-operation in preventing the 
publication of dangerous untruths about 
footwear prices. This committee was 
appointed and consists of Charles Voller, 
H. R. Rogers, John Kipp, Harry Mc- 
Laughlin, Joseph Pietzuch, and D. E. 
Hayman, ex-officio. 


ADVERTISING FUND 


For Campaign of Public’s Education 
on High ‘Prices 

Besides waiting upon the editors of 
the newspapers Mr. Prather’s plan 
gives the committee the work of creat- 
ing an advertising fund by collections 
pro rata from the local retail merchants 
according to the amount of business 
they do. Reasonable assurance was 
given by those present that little diffi- 
culty would be had in getting sufficient 
funds. The purpose of this campaign 
is to lay before the public the facts and 
figures connected with the actual causes 
for the advancing prices of shoes. Mr. 
Prather further suggested that the 
retail merchants seek the co-operation 
of the local manufacturers and get from 
the prominent ones articles containing 
their opinions as to why prices are 
higher. 


A STEADY BUSINESS 


Joseph Pietzuch Reports Early 
Demand for Fall Footwear 


Joseph Pietzuch of the Joseph Piet- 
zuch Company reported a steady busi- 
ness during the past week. He said 
that white sales hed fallen off a little, 
but the early demand tor Fall footwear 
had lent considerable impetus to his 
sales. Mr. Pietzuch has completely 
cleaned out his stock of men’s shoes, 
having sold six thousand pairs since 
March | at a fair margin of profit. 


AN INTERESTING TALK 
Given by Charles S. Heith of Detroit 


Charles S. Heith of the H. M. & R. 
Co. and the Hoskins Shoe Company, 
Detroit, as their new merchandise man, 
was a welcome visitor at the meeting. 
Mr. Heith was formerly with the 
Thomas G. Plant Company. He gavea 
very interesting talk on general condi- 
tions of the industry, pointing out espe- 
cially the fact that today the consumers 
ere better shoppers than they have ever 


been, that they are showing greater 


scrutiny in their purchases than ever 
before, and that the time has come when 


they want to know why prices are 
higher. And it is up to the retail 
merchant to show them. 

The members of the Retail Shoe 
Selling Group passed a resolution to 
send Mrs. A. F. Sloane, the widow of 
the late A. F. Sloane, Field Secretary of 
the National Retail Shoe Dealers’ 
Association, a letter of condolence. 


TO THE EAST 


A General Exodus of Shoe Men from 
City 

A general exodus of members of the 
market to eastern centers has taken 
place during the week past. 

John Kipp, manager of the McAlpin 
Company shoe department, left for the 
East on a ten days’ trip. He expects to 
place some of his orders for next Spring 
and Summer. 

F. X. Owens, president of the Manss 
Owens Company, and E. K. Woodrow, 
sales and advertising manager of the 
Krobn-Fechheimer Company, are tour- 
ing through the East on their vacations. 

Rudy Schuler, credit man for the 
Krohn-Fechheimer Company, is also 
touring through the East on a vacation. 

V. R. Howard, assistant to E. K. 
Woodrow, returned this week after a 
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two weeks’ vacation near Chicago. Mr. 
Howard attended the Chicago Style 
Show while away. 

Harry McLaughlin and E. L.Franken 
of the Potter Shoe Company expect to 
leave this week on a motor trip to the 
East. 

R. W. Wellington, formerly of the 
Potter Shoe Company, is also in the 
East. Mr. Wellington will probably 
become associated with an Eastern con- 
cern within the near future. 


ENDORSES CONVENTION 


A. H. Geuting Says Every Associ- 
ation May Profit 


A. H. Geuting of Philadeiphia was 
visitor’ of Mr. Pietzuch’s during the 
past week while on his return from the 
Illinois State Convention. In speaking 
of the convention Mr. Geuting said 
that he was greatly impressed with the 
manner in which it was conducted. 
He stated that it would profit any 
association to get the methods and 
plans used in conducting their program. 
And he further said that the Style Show 
was the best that he had ever seen. 
Mr. Geuting suggests that every other 
association be sure to get the complete 
details of the whole affair. 


St Louis 


CLEARANCES FEATURED 


Public Tendency Is to Buy Against 
Price Rise 


In the local retail trade the clearance 
sale is in full swing now as the opening 
of the Fall season may be counted upon 
as coming with the first of September. 
In the offerings now some white shoes 
are beginning to be shown, indicating 
that the mid-summer lines are suffi- 
ciently broken to justify their being 
offered as bargains, but there is still a 
marked deficiency in real price cutting. 
Small cuts are being made, some manu- 
facturers’ job lots are being offered, but 
the principal advertising argument is 
buy now against the rise that will come 
later and which will put present regular 
prices in the class with real cut prices 
on next year’s merchandise. Inciden- 
tally, the public is still buying freely, 
apparently having the money therefor, 


or else being resigned to conditions and 


figuring it on the basis of “what's the 
use?”’ 
FUTURE IS UNCERTAIN 


Market Buying Season for St. Louis 
On 


The situation in the wholesale and 
manufacturing section is still one of 


uncertainty as to the future, although 
shoes already ordered are being made 
up and shipped with a rapidity which 
practically assures satisfactory service 
to the retailers. At the same time, 
although the orders received have been 
up to the aggregate which the houses 
were willing to accept, there is evidence 
that the retail merchants have not 
satisfied their needs and that they will 
be in the market for additional supplies 
just as soon as the manufacturers settle 
upon the prices which they will ask for 
the new goods and the quantities which. 
they will be willing or able to sell. 
The salesmen of the various houses are 
beginning to come into the market and 
will probably remain here longer than 
usual because of the uncertainties as 
to costs, etc. The market buying sea- 
son for St. Louis is on and they will be 
useful during August at least'in meeting 
the trade and explaining the conditions 
to customers as they appear. 


VACATIONS IN ORDER 


Hamilton-Brown Shoe Company 
Employes’ Outing 


Vacations have been the order of the 
day in the shoe trade recently, and 


~ among those who have been taking a 
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rest prior to the opening of the Fall 
season, have been President John A. 
Bush of the Brown Shoe Company and 
George Bull, vice-president, and William 
K rail, secretary, of the same concern. 
Mr. Bush has been in Michigan and the 
others have been in Northern climates. 
Chairman Jackson Johnson of the 
board of directors of the International 
Shoe. Company, has been at Harbor 
Springs, Mich., for some time and will 
probably remain until about the first of 
September. Harry Vinsonhaler is in 
New London, Conn., which enables him 
to enjoy the sea breezes and at the same 
time keep within hailing distance of the 
Brooklyn and Haverhill and other 
Eastern shoe centers, from which he 
obtains his supplies for the Vinsonhaler 
Shoe Company. 

The employes of the Hamilton-Brown 
Shoe Company enjoyed their annual out- 
ing and picnic at Normandy, a suburb 
of St. Louis, last Saturday, practically 
the entire force attending and partici- 
pating in the events provided for their 
enjoyment. The picnic party was pro- 
vided with cars, which took them to the 
grounds where music, dancing and 
humorous athletic events were the feat- 
ures of the afternoon and evening. 


STORE REMODELING 


Changes to be Effected in Time for 
Holiday Trade 

Two of the big department stores of 
the city are undergoing changes indic- 
ative of the prosperity of the retail 
trade. The store of the B. Nugent & 
Bro. Dry Goods Co. is being remodeled 
to a great extent in the interior and 
departments are being shifted about to 
render the establishment more effective 
in handling its customers. 

The Scruggs-Vandervoort & Barney 
Dry Goods Co. will add 60,000 square 
feet of floor space to its present estab- 
lishment by taking parts of three floors 
of the Century Building, of which it 
now occupies the first four floors com- 
plete. The new space it is to occupy will 
be remodeled at once, and in addition 
in one of the courts of the Century 
Building a music auditorium will be 
built and equipped for handling audi- 
ences up to 1,000 in number. It is 
expected to have these changes effected 
in time for the Holiday trade. 


SAMPLE LINES READY 


In Brauer Bros. Shoe Manufac- 
| turing Company’s Juvenile Line 
The sample lines of the Brauer Bros. 
Shoe Manufacturing Company, re- 
cently established by the Brauer Broth- 
ers as an extension of their leather 


novelty business, are ready for the 


trade and the factory is about ready to 


begin operations to meet the orders as 
the sample lines begin to produce 
results. It will be the present policy 
of the company to distribute chiefly to 
the high-grade city trade and it will 
confine itself to the manufacture of 
juvenile shoes only. The distribution 
in New York, Chicago and on the 
Pacific Coast will be in the hands of 
special representatives established in 
those centers. The territory surround- 
ing St. Louis, including Missouri, 
Southern Illinois, Kentucky and nearby 
states will be handled by traveling 
representatives operating from the 
headquarters offices at St. Louis. 


THE FASHION PAGEANT 


List of Shoe Manufacturers 
Exhibiting 

The footwear showings at the St. 
Louis Fashion Pageant, which opened 
August 5 and 6 and continues August 
12 and 13 and also August 19 and 20, 
presented some novelties especially de- 
signed for the pageant, but for the most 
part the shoes worn followed rather 
closely the accepted designs for the Fall 
and Winter, which have already been 
seen in the early and late sample lines. 
The concerns providing the footwear 
shown with the costumes included the 
Brown Shoe Company, the Hamilton- 
Brown Shoe Company, the Samuels 
Shoe Company, the David P. Wohl 
Shoe Company, the McElroy Sloan 
Shoe Company and the Johansen Bros. 
Shoe Company. 8 

The attendance was the largest since 
its inauguration in 1917. The influx of 
merchants to the St. Louis market, 
which began early in July, reached 
high tide the current week with all the 
hotels filled beyond capacity and the 
visitors overflowing into the hotels in 
the residential part of the city and even 
into the boarding houses. The season 
will be the biggest the market has ever 
known, partly on account of the pros- 
perous condition of the merchants 
which is bringing more of them into 
the market and partly because of 
the uncertain merchandising situation 
which causes them to get closer to their 
sources of supply for the information 
which is necessary at present to guide 
them in their buying. 


EMPLOYES’ PICNIC 


Annual Affair of Juvenile Shoe 
Corporation 

The annual picnic of the employes of 
the Carthage, Mo., branch of the 
Juvenile Shoe Corporation was given 
August 2 in Lakeside Park, Carthage, 
with an attendance which included all 
the working force of the branch, the 
executive officers of the factory and 
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also the parent company and the 
families. The picnic party was taken 
in special cars from Carthage to the 
park and the day was spent in athletic 
and humorous events for which many 
prizes had been provided by the com- 
pany and also by many of the merchants 
of Carthage. The events ranged from a 
greased pig race for the men to a quoit 
match, not to mention a powdered pig 
race for the ladies, the entire list cover- 
ing 23 events. Even the mid-day lunch 
was made an event with a prize to the 
man with the largest family at dinner. 
It was a basket lunch party for all con- 
cerned, but the company provided the 
ice cream and cold drinks for the 
assembled throng. The picnic lasted 
all day and in order that a thoroughly 
good time might be had those attending 
were warned in advance to wear over- 
alls or other clothing that could not 
suffer from the outing. 


TWO SAD EVENTS 


Major A. B. Donnelly and Edward F. 
Beach Dead 


Edward F. Beach, president of the 
St. Louis Rubber Cement Company, of 
St. Louis, died last week after a brief 
illness from blood poisoning which 
resulted from a cut in the foot suffered 
while cutting down a tree for exercise. 
Mr. Beach was 61 years old and leaves 
a family. His company mapufactures a 
cement much used in shoe factories 
and also cements for government use 
during the war. 

Major Arthur B. Donnelly, formerly 
well known in the leather trade in St. 
Louis, but who was active during the 
Mexican expedition and later in the 
National Army during the European 
War, was killed last week in an auto- 
mobile accident- in the mountains of 
Pennsylvania during a trip which he 
was taking with his family and some 
friends as a vacation. A _ defective 
brake was responsible for the accident 
in which Major Donnelly was killed, his 
wife seriously injured and others of the 
party hurt. A son of Major Donnelly 
was driving the car when the accident 
happened. The body was brought for 
burial to St. Louis, the funeral being held 
Monday, August 4. . 


ST. LOUIS BRIEFLETS 


A Leather Observation and Other 
Interesting Reports 

Fred C. Church, head of the E. C. 
Church Shoe Company of St. Louis, 
who has been in the East on a combined 
business and pleasure trip, has returned 
to St. Louis. During his absence he 
surveyed the leather situation with 
especial reference to the coming season 
and while he reports himself fairly well 
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covered against his orders he regards 
the conditions as the most uncertain in 
his long experience with no immediate 
prospect of a change for the better. 

‘The final settlement of the affairs of 
the recent excursion of the St. Louis 
Shoe and Leather Club has been made 
and while the excursion was not so 
profitable as that of last season, the 
balance turned into the treasury of the 
organization was a material help to the 
club. The increasing membership and 
the active interest of the members in 
the club is putting it on its feet in hand- 
some shape and it now reports itself as 
operating on a safe basis with a satis- 
factory balance in the treasury. 

The Master Aluminum Heel Com- 
pany of St. Louis, which was among the 
first to introduce the aluminum heel 
into the shoe trade, has been obliged by 
‘tthe increase in its business to lease 
larger factory quarters at 1111 Ferry 
Street, into which it will move as soon 
as the building can be prepared for its 
use. Since inaugurating the business 
the company has added other specialties 
to its line which it is steadily increasing. 

C. L. Lund and Wylie Creel, presi- 
dent and vice-president of the Lund- 
Mauldin Shoe Company, have both 
been enjoying vacations early in order to 
return to the market in time for the big 
influx of market buyers during August. 
Mr. Lund has been taking his vacation 
with his family in Michigan, while Mr. 
Creel has been at Deer Park, Md. 

A. G. McGaghey, buyer of upper 
stock for the plants of the Brown Shoe 
Company, has been taking a three 
weeks’ automobile tour to the East, 
accompanied by friends. Mr. Mc- 
Gaghey, while in the East, will also look 
into the leather situation. 

During the past week the Hamilton- 
Brown Shoe Company reached an agree- 
ment with its employes regarding wages 
and working conditions which will cover 
the Winter and Spring season. The 
agreement was the result of amicable 
negotiations and there was at no time 
any problem of labor trouble growing 
out of the situation. The problems 
involved were taken up and disposed of 


with a view to reaching an adjustment 


fair. to both sides and this was accom- 
plished without difficulty. 


A NEW FACTORY 


Brown Shoe Company’s Charleston 
Plant, 3,000 Pairs Daily 


The new factory of the Brown Shoe 
Company at Charleston, Mo., has been 
completed and will be ready for opera- 
tion in a short time. The capacity of 
the plant will be about 3,000 pairs per 
day, women’s McKays being the type 
of output decided upon. 
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Detroit 


WINDOW DISPLAYS 


Attractive Fall Display—aAlso a 
Camp Scene 


The windows of the shoe stores of 
Detroit reflect the season of sales, al- 
though there are no very large sales 
being held this year. One or two stores 
have a surplus of Summer stocks, but 
the majority are well sold up and are 
merely cleaning up preparatory to the 
opening of the Fall season. In fact in 
one store, where men’s shoes are sold 
exclusively, Fall shoes are being already 
featured. 

J. T. Farrelly, the out-door store 
man, has a window display in the Jeffer- 
son Avenue store that is redolent of the 
cool and odorous woods. It is a camp 
scene. A tent is pitched in the woods 
and in front of the opening is shown a 
camp stove with a fire blazing merrily 
below it. The effect is realistic and is 
produced by placing an electric light 
below a few twigs to which are attached 
strips of red, yellow and white tissue 
paper. These strips are kept in motion 
by a hidden electric fan and appear like 
flames. Outing footwear and other 
lines are shown in natural positions in 


the window, which is attracting much 


attention. 
“DETROIT, 1920’ 


International Display Men’s Con- 
vention to Be Held Here 


A large number of the display men of 
Detroit attended the International Dis- 
play Men’s Convention in Chicago and 
succeeded in landing the 1920 conven- 
tion for Detroit. Among thore present 
were Charles Wendall, the J. L. Hudson 
Company, president of the Detroit 
Display Men’s Association; F. E. 
Whitelam, the R. H. Fyfe & Co.; R. W. 
E. Smith, A. Frazer, M. A. Winn, L. 
Schaparo, L. Rogers, G. Scott, A. 
Brenneman and F. McCormick. J. 
Wiley and L. S. Janes, formerly active 
in the Detroit Association, were also 
present. 


NEW STORE BUILDING 


Planned by G. A. indice—Also 
Resident Hotel 


G. A. Lindke of the Lindke Shoe 
Company, has had plans prepared for 
a large resident hotel and store building 
to be located at Peterboro and Wood- 
ward Avenues. Nine modern stores 
will face on Woodward Avenue, while 
there will be 70 suites of rooms. The 
lobby, dining-room and lounging rooms 
will also be located on the first floor. 
The building will be of fireproof con- 


_ Week,” July 16-21. 


struction throughout, the exterior in 
terra cotta and white enameled brick. 
The ever-present need for increased 
housing facilities in this growing city 
forecasts a prosperous investment for 
Mr. Lindke. 


SHOE DEPARTMENT 


Louis Siegel of Parisian Company 
Will Conduct Same 


The Parisian Company announce that 
a new store, under the management of 
Louis Siegel, for many years with 
Heyn’s Bazaar, will be opened as soon 
as alterations can be made to the store 
at present occupied by the latter firm. 
The new building being erected on the 
adjoining site for Heyn’s Bazaar will 
soon be completed, filling the gap left 
by R. H. Fyfe & Co., when they 
moved to their new building. The 
Heyn firm is believed to have made 
an agreement with the Fyfe Company 
not to handle shoes in the new building, 
but it is the intention of the Parisian 
Company to have a modern shoe - 
department. 


A NEAR-WRECK 


Summer Holiday Excursion and 
Two Lake Storms 


What was intended to be a holiday 
gayety really turned into a near-wreck, 
when J. J. Ertell and his brother Amos 
undertook to cruise with the pilot to 
Chicago in a new boat purchased by 
Harry T. Smith, R. P. Smith Shoe Com- 
pany, Chicago. They met two storms 
in Lake Huron which delayed them two 
days, during which time they were on 
short provision allowances. They were 
rescued by Boy Scouts of Bad Axe and 
sent to Port Austin, where, through the 
kindness of S. E. Wallace, proprietor of 
a large department store at that place, 
they were carefully looked after and 
suffered no lasting effects from their 
adventure. 


DETROIT BRIEFS 


Interesting News of Local’ Stores— 
Many Changes 


Ertell & Butler was one of the prize 
winners in the window contest con- 
ducted by the Scholl Manufacturing 
Company during “Foot Comfort 
The windows of 
this firm are always attractively ar- 
ranged. 

The Bilt-Well Boot Shop have in- 
stalled new window fixtures. These 
consist of plateaux, stands, foot-rests, 
etc., in natural walnut. The back- 
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grounds of this store’s windows are 
built with interchangeable panels‘which 
are changed weekly. In this way color 
is made to play a large part in making 
the windows attractive. ‘eo 


Feltman & Curme will open another 
store at 224 Randolph Street, Detroit. 
This will make the twelfth store, others 
being located in Chicago, Cincinnati, 
Indianapolis, Kansas City Milwaukee 
and Richmond. It is understood that 
this firm is branching out rapidly with 
the intention of having stores in all the 
large centers in a very short time. The 
Detroit store will handle men’s, boys’ 
and women’s shoes at $5 and $6. 


J. E. Wilson, the Wilson Shoe Com- 
pany; John Hodge, assistant manager 
the Walk-Over stores; Thomas J. 
Jefferies, Crowley-Milner Company, 
and J. J. Ertell, Ertell & Butler, repre- 
sented the Detroit shoe merchants at 
the Chicago convention. Clyde Goode- 
rich, Pontiac, and Amos E. Ertell, 
Michigan representatives of the R.P. 
Smith Shoe Company, the latter with 
headquarters at Detroit, were also in 
attendance. 


SHORT PARAGRAPHS 


Oscar C. Denzig, Shoe Merchant, 
Back from Overseas 


C. J. Sabine and William Ratz of 
the E. & R. Shoe Company, Inc., will 
motor from Detroit to Boston and other 
Eastern points in the former’s big 
Stutz in August. 

The Broadway Shoe Store, for many 
years at the one location on Gratiot 
Avenue, has been closed and the busi- 
ness wound up. The lease held by this 
firm having expired and being refused 
a renewal is the cause. Already the 
building is gutted and alterations are 
going on. 

Oscar C. Denzig, who was an officer 
in the 469th Engineer Corps which 
served in France, is again greeting his 
old customers at the Emerson Shoe 
Store, 10 Michigan Avenue. Sergeant 
Robin Ertell, son of James J. Ertell, 
of Ertell & Butler, formerly with the 
Emerson Shoe Store, has also returned 
from service in France. 

Manager Lang of the Newark Shoe 
Store at 105 Gratiot Avenue, has been 
transferred to South Bend, Ind. 


Brockton 


CONCERN PURCHASES FACTORY 


Will Be Established in a Plant 
Fully Equipped 


Wall, Doyle & Daley, Inc., have pur- 
chased the T. D. Barry No. 2 factory 
in this city and will occupy it for the 
production of their goods. They will 
improve the property and begin pro- 
duction in a month’s time. All the 
men interested in the new concern are 
well known to the shoe trade of this 
city. The building which they will 
occupy has been used for many years 
by the Barry company as an annex to 
the parent plant. The main building 
has three stories with another section 
two stories in height. This plant will 
enable the new concern to produce a 
substantial output. In fact, it is already 
completely equipped. The formation 
of the new concern in this city will not 
in any way affect Wall, Streeter & 
Doyle, Inc., of North Adams, which 
will continue in business as heretofore. 
The new concern is organized to care 
for increasing butriness at the North 
Adams factory. 

The firm’s members and_ officers 
are: John J. Daly, president; Albert 
Doyle, vice-president; James E. Wall, 
treasurer; William E. Doyle, assistant 
treasurer and manager. Messrs. Wall 
and Albert Doyle are members of the 
shoe manufacturing concern of - Wall, 


Streeter & Doyle of North Adams, 
Mass. Mr. Doyle has an extensive 
acquaintance among retail shoe mer- 
chants. William E. Doyle has been for 
ten years superintendent of T. D. Barry 
Company’s No. 2 factory of this city. 
Mr. Daly, whose home is in the neigh- 
boring town of Abington, iz a young man 
identified with the findings trade. He 
is a stockholder and director in the 
Beckwith Box Toe Company. 


WILL ENLARGE ITS OUTPUT 


Shoe Manufacturing House to Build 
Large Addition 


T. D. Barry Company, one of Brock- 
ton’s oldest and mo.t successful shoe 
manufacturing concerns, and for nearly 
30 years identified with the production 
of the Barry shoe for men, will immedi- 
ately build a large addition to its main 
factory on Court Street. The cost will 
bé approximately $150,000. The plan 


is to increase the daily output of the~ 


Barry plant from 4,000 to 6,000 pairs 
of men’s welt shoes daily and to add 
some 300 or 400 to the staff of employes. 
The improvements will include two 
wings on the main factory, each to 
be 150 feet long and four stories high, 
also a storehouse 100 by 50 feet and 
three stories high. New equipment will 
be installed to provide for the proposed 
increase. This is one of the largest 
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shoe manufacturing projects ever under- 
taken in Brockton. The fact that it is 
inaugurated by the Barry concern 
guarantees its fulfilment in every detail. 


BIG DEMAND FOR SHOES 


From Concerns in the United States 
and Also in Foreign Countries 


T. D. Barry Company was established 
27 years ago by the late Thomas D. 
Barry. Its present members. are: 
William A. Hogan and Charles L. 
Barry, the latter a son of the founder. 
Barry shoes, with the “Above All’ 
trademark, have become famous all 
over the United States and in foreign 
countries. The big addition to the 
plant is made necessary by a steadily 
increasing demand at home and abroad. 
When the addition is completed the 
manufacturing space will be greater 
than the Barry company has had in 


_both the No. 1 and No. 2 factories 


combined. There will be over 100,000 
square feet of floor space available for 
manufacturing purposes. Orders on 
the Barry books today assure the out- 
put of the enlarged plant to its full 
capacity. Always identified with Brock- 
ton, the Barry concern will develop 
its business on a greater scale than 
ever before, thus proving the confidence 
of its members in Brockton as the best 
place in which to make men’s welt 
footwear. 


NEW SHOE CONCERN 


Factory Secured for Production of 
Men’s Welt Shoes 


The Buckley Shoe Company, recently 
incorporated with a capital of $20,000, 
will begin manufacturing men’s welt 
shoes in this city about Sept. 15. 
Officers are: President, James F. Buck- 
ley; treasurer, Thomas B. Buckley; 
clerk, Mrs. Helen Garfield Buckley. 
It is proposed to produce about 600 
pairs daily at the beginning and increase 
as business develops. Messrs. James F. 
and Thomas B. are sons of John C. 
Buckley of Kelly-Buckley Company of 
this city. Mrs. Buckley is the wife of. 
James F. Buckley. The location of 
the new firm will be in the former 
Stacy-Adams Company on Montello 
near Ward Street. 


FACTORY PLANS PERFECTED 


Shoe Manufacturing Concern to 
Build Immediately 


The Liberty Shoe Company of this 
city, manufacturers of men’s fine welt 
shoes, of which Samuel Stone is presi- 
dent, have perfected plans for building 
a large factory in Brockton. In reference 
to this development President Stone 
says: ‘We have purchased two and 
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Style 700—Black Kid, 9 in. Lace Welt Boot, 

19/8 Ritz Heel, Exquisite Last, 

AA to C + - - = -.§7.00 
Style 701—Same in Brown - . . $8.00 


High Grade Shoes for Women 


G. E. Lippman Shoe Co. 


1627 Washington Ave., St. Louis, Mo. 
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“*Thé Welt Stitchdown 
that has made good.’” 


Button and Lace—In Stock 


No_ Nails — No 
Tacks — Smooth 
Thread -— Long 
Service—Built on 
Footform Lasts 
— They bring 
business and 


profits. 


Terms — Net 30 Days, 2 per cent 10 Days 
Order a Sample Pair or a Sample Dozen 


TRUITT BROS., Inc. 


Binghamton .. . «. New York 
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one-half acres of land on Court Street, 
near the railroad, where we will build 
a modern factory. Plans are now being 
drawn and contracts will soon be 
placed. The new building will be 
either of brick or cement, four or five 
stories high and 200 feet long by 42 
feet wide. Ground will be broken dur- 
ing the next few weeks and the building 
pushed to completion as rapidly as 
possible. We are now working at the 
full capacity of our present plant and 
need additional room for the develop- 
ment of our business. We intend to 
make The Liberty Shoe Company one 
of the leading concerns in Brockton 


and our new factory will be the first 
step in that direction.” 


INCREASE IN SHIPMENTS 


Substantial Gain in Shipments of 
Shoes from This City 


For the month of July Brockton 
shoe shipments total 62,506 cases. For 
the first seven months of the ‘present 
year shipments were 449,199 cases, an 
increase of 49,433 cases over the cor- 
responding period of 1918. For the 
past week the shipments were 14,787 
cases as compared with 14,393 cases 
the same week a year ago. 


Haverhill 


INCREASED RETAIL DEMAND 


For Shoes Is Reported By: Local 
Merchants 


So far from diminishing the sales of 
footwear in Haverhill retail shoe stores, 
the advance in prices has had just the 
opposite effect. Merchants report that 
many customers who formerly bought 
one pair of shoes at this season are 
now buying two and three pairs. In 
fact, in some instances, a supply for 
a whole family has been secured. As 
one merchant puts it: “This additional 
buying can only be attributed to a fear 
on the part of the public that they will 
be obliged to pay still higher prices for 


footwear this Fall and Winter than at’ 


the present’ time. From present indi- 
cations in the leather and labor market, 
I have no doubt that such will be the 
fact.” . 


THE BABY LOUIS HEEL 


Type of Construction Which Com- 
bines Style and. Comfort 


The popularity of the so-called 
Baby Louis heel is evident at present 
in the production of women’s turn foot- 
wear in this city. This type of heel 
is one which enables a woman to com- 
bine style and comfort in her foot- 
wear. 

Young women demand the extreme 
type of Louis heel. Older women like 
the shape of the Laquis heel, but object 
to its height. The Baby Louis heel, 
which is only about an inch in height, 
has the same graceful curve as the ex- 
treme high type. Thus the older women 
obtain the style in the heels of their 
footwear and at the same time secure 
the comfort which they desire. Wood 
heel makers in Haverhill are receiving 
large order: for the “Baby Louis” 
from makers of women’s shoes in this 
city and elsewhere. : 


PURCHASES BUILDING 


Prominent Leather House Will 
Enlarge Its Output 


Ellis & Hussey, manufacturers of 
cut soles, and one of Haverhill’s lead- 
ing houses in that line of production, 
have purchased a brick block on Essex 
Street adjacent to their present factory 
location. In the near future, the firm 
intends to utilize their purchase as a 
means of increasing their factory out- 
put. The building is brick and of three 


stories, adjoining the rear of Ellis & . 


Hussey’s present plant. 


WILL BEGIN MANUFACTURING 


Arthur W. Bradley Will Soon Enter 
Business for Himself 


Arthur W. Bradley, for several years 
associated with a Haverhill shoe manu- 
facturing concern, will, September 1, 
sever his connection with that house. 
The name of Bradley has been associat- 
ed for many years with the Haverhill 
shoe manufacturing business. Mr. 
Bradley’s father was formerly connected 
with the George C. How Company, a 
concern manufacturing women’s. high 
grade footwear. Mr. Bradley intends 
to enter the shoe business for himself 
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in Haverhill as soon as plans now under 
consideration have been completed. 


VISITOR FROM CANADA 


Member of Leading Montreal Con- 
cern Calling at Factories 

The Thompson Shoe Company, 
wholesalers at No. 10 Victoria Street, 
Montreal, Canada, was represented in 
this city last week by Mr. Thompson of 
that concern. He drove his car from 
Portland, Maine, to Haverhill for the 
purpose of calling at the factories with 
which his concern does business. He 
reports an excellent condition of trade 
with his house. While here he placed 
orders for several lines of Haverhill 
made footwear. 


FATHER OF A BABY GIRL 


Member of Shoe Manufacturing 
Coneern Receiving Many Con- 
gratulations 

Cards have recently been sent out 
to friends in the trade and elsewhere 
announcing the birth of a daughter to 
Mr. and Mrs. Frederick S. Marshall of 
this city. Mr. Marshall is a member of 
Emery & Marshall Company, shoe 
manufacturers, and the son of Sherman 
H. Marshall, head of this concern. 
The new baby is named Barbara Page 
Marshall. As she is the first girl to be 
born in the Marshall family in two 
generations the event is one of especial 
interest. 


NEW SCHEDULE OF WORKING 
. HOURS 

Now in Operation at a Majority of 
Local Shoe Manufacturing Plants 

Settlement of the hours of work in 
Haverhill shoe factories has been 
affected between the Haverhill Shoe 
Manufacturers’ Association and the 
local unions. A five-day working week 
of forty-five hours is now effective 
during the Summer months. In the 
Fall the weekly schedule will be on a 
five and a half day basis. About 
12,000 workers. employed in some 
70 shoe factories are affected by the 
schedule now in operation. 


Denver 


BIG FALL SALES 


Predicted—Present Retail Shoe 
Business Continues Good 

The shoe business, according to the 
local retail stores, continues good with 
a big call for Summer and sport foot- 
wear. A four-day street. car strike 
served, however, to break in on business 
in all-lines recently. Business started 


. in heavier than before the strike as soon 


es the cars started moving again. Shoe 
merchants in Denver and other parts of 
Colorado are predicting a big Fall sale 
of shoes. 

ANNUAL CONVENTION 
Mountain States Merchants to 
Meet September 16-17-18 

The second annual convention of the 
Mountain States Shoe Retailers’ As- 
(Continued on page 101) 
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Keep Your Customers Satisfied 


If their low shoes slip at the 
heel sell them a pair of — 


The Gilliam Neverslip Heel Protector 


will positively prevent all low shoes and pumps slipping at 

the heel. It has been tried out and proved right. THE 

GILLIAM NEVERSLIP stays there when it is put in the 

shoe. Unlike other kinds, it will not pull away at each end. 

Packed each pair in waxed envelope, 12 pairs to a carton— 

$1.65 a dozen pairs. $19.80 a gross pairs, less 5 per cent 
Siiesean trade on full gross orders. Colors: black, brown and white. 
July 14, 1913 ‘a Was Terms: 2 per cent, 10 days. Sells for a quarter and practically 
Eh doubles your money. 


BUCKLES— 


Our line includes all wanted kinds, metal enamelled, color effects — and 
properly priced. The style illustrated is an imitation beaded effect, strik- 
ing in design, brilliant in appearance, in colors, jet, steel and dark brown, 
$6.00 to $7.50 per dozen pairs. Prompt Delivery—Sample Dozens on 
Request. 


THE H. L. HYMES COMPANY 


19 EAST 17TH STREET - - NEW YORK, |, a 2 These buckles have a pests tongue 


on the —_ which allows for quick, 
We carry acomplete line of Findings Specialties, including Lambs’ pe Hey > ape es 
Wool Brushes, Polishing Sets, Tongue Pads, Heel Cushions, etc., etc. ae leas ran cir aoe 








Sell on Sight!’ . 


66 99 
UPiut-On 
Detachable Rubber Heels 
Dealers everywhere are mopping up big 
poets on this wonderful, quick-selling 
ne nay _— 2 ee te a customer, ex- 

IDE-AWAKE Shoe Manufacturers Prand the sale’s mede. “U: Put-On"" Heche add 


can improve the quality of their to the joy of walking, tend to increase exercise 
and promote health. e 


shoes, reduce plant and carrying charges, ge ag rere ee 


saving time and mone by usi cut sizes. Made in black, tan, gray and, 
g y by using white. Retail at 50c with iberal 


soles. ’ ; 4 trade discount. 

We make 142 different grades of Men's and < Your jobber can supply you 
Women’s soles. Within this range you will find Robert E. Miller, Inc 
your requirements. PS 24S RP 
11-13 Broadway 


Tanners Cut Sole Co., Boston, Mass. | aia wies 
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HIS;'PET HOBBY 


R. L. Cooper Wins Diamond Fob for 
Salesmanship 
R. L. Cooper says that his hobby is 
selling shoes and a diamond fob he is 
wearing proves that he was right ad 
at the top this past season. 


Mr. Cooper is now in Iowa with the 
Nunn, Bush & Weldon Shoe Co.’s line 
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R. L. COOPER 
Nunn, Bush & Weldon Shoe Co. 






of dress and superfine shoes and the 
dress line of American Boy shoes. 
Mr. Cooper is very enthusiastic over 
y the new line and says that he knows 
Iowa merchants are going to be en- 
thusiastic also. 
Both lines Mr. Cooper says are to be 
advertised nationally as well as to have: 
a splendid line of dealerage for the 
merchant’s display and advertising. 
Mr. Cooper has been on the road with 
shoes for twelve years, previous to that 
having owned a retail business in Storm 
Lake, Iowa. 






menting Tiine Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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A LIVE-WIRE 


J. F. Sullivan Showing Snappy Fall 
Shoes 


The Bleecker Shoe Company of New 
York has a live-wire salesman in the 
person of J. F. Sullivan, who started 
his initial trip for this house on Monday, 
August 4. 

Mr. Sullivan is covering all of New 
York City outside of the Metropolitan 
District and will show the Fall sample 


J. F. SULLIVAN 
With Bleecker Shoe Company 
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paramount idea was to turn out a shoe | 
that had comfort, quality and style 
combined. They succeeded so well that | 
these ‘Kinder-Garten’ shoes soon came | 
to be known as the shoe ‘with smooth 
inside, strong outside.’ All of -my 
customers recognize the big value of i! 
the ‘Kinder-Garten’ line and as a result i 
I have done a bigger business this season ii 
than ever before. They appreciate 
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G. W. JETER 
With Smith-Wallace Shoe Co. 





lines of the Bleecker Shoe Company. A 
great many novelty styles are included 
in his samples. 


AN ARKANSAS TRAVELER 


G. W. Jeter Also Covers Tennessee 
and Kentucky 


G. W. Jeter covers Tennessee, Ken- 
tucky and Arkansas. Mr. Jeter writes 
to the ‘‘Recorder’’: 

“When these sturdy little ‘Kinder- 
Garten’ Shoes were first designed by 
the Smith-Wallece Shoe{Company the 








* have learned to define ‘Kinder-Garten’ 


’ retail shoe merchants of the Southwest 






that the shoe with the strong outside, 
smooth inside, has made its way into 
many a mother’s heart and they will 
have no other, for many happy mothers 







as the first step in education and the 
last word in shoes. ”’ 






“BUSINESS EXCELLENT” 


William Mead’s Report from the 
Southwest 


William Mead, well, known to the 
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A Beautiful Home 


A beautiful home for the foot of 

the discriminating buyer of Meéen’s. 
Footwear—that is a fitting de- 

scription of the LUNDIN Shoe. 


Glance at the superb Dress Welt 
illustrated below—a home for the 
foot of which the most fastidious 
man may well be proud. LUNDIN 
Shoes are honestly built, of honest 
Materials; and honest Value goes: 
into every pair of them. Besides, 
their Styles are right. 


The LUNDIN Shoe is right all 
through. 











LUND-MAULDIN Co, 


MANUFACTURERS ° 
St. Louis, 
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and Far West, as a “‘shoe hustler” with 
the Smaltz-Goodwin Company’s Phila- 
delphia line of women’s fine welts and 
turns, covers 32 towns in the United 
States. He stated recently to a “Re- 
corder” representative that business 
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WILLIAM MEAD 
With Smaltz-Goodwin Co. 


throughout this territory is excellent— 
that the country is in a highly prosper- 
ous condition and that he has taken 
more orders for next season than ever. 
Besides the United States, Mr. Mead 
makes trips every three months to Cuba 
for the purpose of selling one big account 
there—the firm of G. J. Perrello & Co. 


SEMI-ANNUAL CONVENTION 


Ault-Williamson Shoe Company’s 
Salesmen Meet 


Much’ good was accomplished at the 
semi-annual sales convention of . the 
Ault-Williamson Shoe Company, Au- 
burn, Me., which was held at the factory 
July 28, 29, 30 and 31. The following 
salesmen were in attendance: G. A. 
Campbell, E. E. Davis, J. T. Carroll, 
P. R. Howard, Gordon McDaniel,.A. J. 
Minshall, W..C. Olds, W. L. Ramlose, 
O. L. Rappelye, E. F. Smith, Fred 
Snyder, C. A. Bergh, H. N. Greene of 
California, and A. J. Eastman of Texas. 

The salesmen are starting out full of 
enthusiasm with the most attractive 
line of black kid specialties they have 
ever shown. Much credit is due these 
salesmen for the wonderful growth of the 
firm they represent. ‘Constant Com- 
fort’’ shoes are now being sold in every 
state in the Union and the business con- 
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tinues to grow rapidly. Charles Ault, 
treasurer, and C. R. Williamson, presi- 
dent of the company, were former shoe 
travelers and are personally acquainted 
with many of the merchants throughout 
the country. 

The Ault-Williamson Shoe Company 
have added new lasts to their line this 
season and have made many improve- 
ments that will have a telling effect on 


* their “boys” who hit the trail about the . 


middle of August. C. R. Williamson, 
president, is most enthusiastic over the 
prospect of a splendid business for next 
‘season; as a survey of the country 
reveals the fact that while prices are 
high a prosperous condition prevails 
and the people are constantly demand- 
ing better merchandise regardless of 
cost. The salesmen will carry with 
them the exclusive black kid line of 
turn shoes manufactured, the policy of 
the company being to continue this 
grade of shoes. The factory is being 
enlarged to take care of the increased 
business booked. 


SOUTHWESTERN INDIANA 
F. Priesmeyer Finds Conditions the 
Best Ever 


F. Priesmeyer is covering Southwest- 
ern Indiana for the Smith-Wallace Shoe 
Company. 











F. PRIESMEYER 
With Smith-Wallace Shoe Co. 


Mr. Priesmeyer has been selling shoes 
on the road for nineteen years and re- 
ports that he has never found condi- 


‘tions as favorable for the seller as they 


have been during the last eighteen 
months. 
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‘Some merchants,” writes Mr. Pries- 
meyer, “anticipated lower prices as the 
result of the signing of the armistice and 
again from the signing of the Peace 
Treaty.. This condition of mind is now 
of the past and merchants who con- 
tracted early for their seasons’ needs 
have been the wise ones. 


DENVER 
(Concluded from page 97) 

sociation will be held in Denver at the 
Albany Hotel, September 16, 17 and 
18 this year. The convention last year , 
was well attended, but the outlook is 
that this year will far outdo the 1918 
convention in the point of attendance 
as well as in other ways. The list of 
speakers has not been announced as 
yet, but assurance is given that they 
will be men of wide experience in the 
business world and they will bring with 
them to the Denver convention a mes- 
sage that wiH be well worth while. 
Entertainment features are also being 
planned and those attending the con- 
vention will find their time well spent. 
A diagram of the exhibition room has 
been drawn and. manufacturers and 
other exhibitors have already taken 
space, which is going fast. It is thought 
that all exhibition space will be alloted 
long before convention time. Denver is 
the starting point for the traveling shoe 
men and many of them aim to start on 
their Fall tours just after the conven- 
tion and so they figure that the exhibi- 
tions of shoes that the manufacturers 
display at the Mountain States’ Shoe 
Retailers’ Convention will give them a 
good send-off and will aid them in 
securing orders. It is hoped that 
Idaho will enter the association at this 
year’s convention. 





“FISHER” 
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The New Improved 
“|= W.” 
SHOE STRETCHER 
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Be Sure to See 
Kinder - Garten 


Samples 








$2.00—5 to 8 
B—3256 Black Overweight Kid 
B—3356 Gun Metal 





$2.50—81% to 12 
B—3255 Overweight Kid 
B—3355 Gun Metal 


Salesmen Now 
on Road with 
Kinder - Garten 
Welts ana Turns 





$2.90—12)% to 2 
B—3261 Overweight Kid 
B—3254 Gun Metal 








The above shoe is just one of the many typical 
values that comprise the famous KINDER- 
GARTEN Line of Children’s Shoes. All solid 
leather shoes—Smooth Inside—Strong Outside. 


It’s a popular price line—the kind that is easiest 
to sell. 


There is a KINDER-GARTEN salesman in 
your vicinity—RIGHT NOW. Drop us a line 


and Jet us arrange to show you real merchandise 
with big selling possibilities. In the meantime 
send for KINDER-GARTEN Catalog of 50styles. 


SMITH-WALLACE 


SHOE COMPANY 


(ESTABLISHED 1846) 


Adams & Market Streets, Chicago 
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Our new Catalog B will show you many of our 
original designs and actual windows of shoe stores. 
Every merchant should have it. Write for your 
copy TODAY! 


Bring Your Windows 
Up-to-Date! 


Get fixtures that have the same snappy 
appearance’as your shoes. New style shoes 


do not match with old style displays. To 
sell shoes profitably, you must display them 


properly. 
THESE MODERN SHOE FIXTURES | 
AFFORD MAXIMUM DISPLAY 


Watch the most successful shoe merchants, and you 
will see how closely they watch their windows. Trimmed 
with fixtures such as we design, your windows are bound 
to be distinctive and attractive. 

No matter what style of fixture or trim you desire, you 
will find it in this line. New, original creations—finishes 
in walnut, mahogany, ivory, gold, etc. We are shoe 
window experts—let us give you our suggestions. 


The Decorators Supply Co. 


2547 Archer Ave., CHICAGO 
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Our Misses’ and Children’s 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED 


IN-STOCK 
SUMMER and FALL 


No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25 
No. 56. Sandal, sizes 6-8, $2.10; 844-11, $2.35; 1114-2, $2.75 
SEE CATALOG No. 15 


No, 53 WELT 
L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 


BROWN ELK BLUCHER OXFORD 




































Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 





Henry C. Lytton & Sons (‘‘The Hub”’), Chicago, 


The Boot and Shoe Recorder maintains a Furnished with 
Patent and Trade-mark Department fully American Interlocking Shoe Store Chairs 
equipped to promptly handle your applications ‘tee tas toes ea 
for Registration of Trade-marks in all Foreign “The Shoe Store Beautiful ” 
Countries, as well as in the United States. It will help you to solve your seating problems in the 


most practical, satisfactory and economical manner 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South AMERICAN NEAT ING [ONE ANY 
St., Boston, Mass. / 
CHICAGO, ILL. NEW YORK 
1016 Lytton Building Room 601, 119 W. 40th Street 














































Stock No. 107 
White Reignskin HAND SEWED 





FULL LOUIS HEELS 






Stock No. 109 


Fees Ses Cleon. Brooklyn’s Super Made Turn Pumps 
IN-STOCK — NOW 
Sizes: AAA, 4 to 8; AA, 4 to7; A, 3% to7; B, 3 to7; C, 2% to7 










, 8 SS, PS ree eer ie cee co ee $6.50 
ee ee ET a ee © ee eee ee Foor reyes > $6.50 
| PI Pe ree eee $7.00 






SEND TRIAL ORDER 


MiLady Shoe Company 


Shoe Makers and Distributors 64 Reade Street, NEW YORK CITY 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





“Recorder” rates for space less than one-eighth . 
page per issue: 


OSITIONS WANTED—Three cents per word for each 
alan tee tat oe Sed it ie, Ee 
ive cen we or ji 
52 times quscunt aceanted One Deliag.” Ade ender thie i will be received 


$2.00 
4.00 
6.00 
8.00 


26 times 
$2.50 
4.75 
7.00 
9.00 


7 times 
$3.00 
6.00 
9.00 
12.00 


13 times 
$2.75 
5.25 
7.75 
10.00 














Payment in advance is required, except when regular advertisers, as amounts are too small és open accounts 








SALESMEN WANTED 


ALESMEN wanting to sell on commission the 
strongest line of work shoes and outings in the 
following territories: Arkansas, Nebraska, Dakotas, 
New Mexico, Southern Missouri and Northern 
New York, will do well to write at once giving 
references, to Michigan Shoemakers, Rockford, 
Mich. 
ANTED—Salesman calling on retail shoe 
dealers in Southern States to carry line of 
arch supports and appliances as side line. Address 
B426, care Boot oe Shoe Recorder, 207 South St., 
Boston, Mass. 
ALESMAN wanted for Greater New York and 
Southern New York State by manufacturer of 
arch supports and foot appliances. Specialty man 
with experience preferred. Address B427, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 
EXPERIENCED RETAIL SHOE SALESMAN 
WANTED—By large general line shoe store 
in New England. Shoe store references required 
on application to obtain satisfactory consideration. 
Address B428, care Boot and Shoe Recorder Pub. 
Co., 207 South St., Boston, Mass. 
ANTED—Shoe salesman. Must_have good 
e ience in women’s trade. State salary 
and full ticulars in first letter. Walk-Over Boot 


Shop, Toledo, O. 




















WWANTED—High CLASS ‘shoe salesmen 
to carry as a side line our ladies’ 
SPATS and BOOT TOPS, also jersey and 
canvas leggings’ on commission basis, 
territory open WESTERN—NORTHERN— 
SOUTHERN—and CENTRAL states, we 
pay full commission on all mail orders, 
apply IDEAL LEGGING CO., 37 So. 
Wabash Ave., Chicago, Ill. 





GOVERNMENT SALE OF RUSSET SHOE LACES, 73,600 single gross—40”, 2 ply, 80 strand. Sealed 


Bids will be opened 10 A.M., September 3, 1919, at Zone Supply Office, Army Su 
Particulars, special bid forms can be obtained at a Oni 


bove Office or Zone Supply 


y Base, Boston, Mass. 
ices, attention Surplus 


Property Officer, following Cities: New York, Philadelphia, Baltimore, Newport News, Atlanta, Jei#fe - 
ville. Ind., Chicago, St. Louis, San Francisco, San Antonio, Omaha, El Paso and New Fanon Refer to 


S. P. D. No. 2449 C. E. 


SALESMEN WANTED 


FOR SALE 














SALESMAN 


WE WANT A HIGH-CLASS SALESMAN 
WITH AN ESTABLISHED TRADE TO 
SENT US _ EXCLUSIVELY IN 
IA AND NORTH AND SOUTH 
NA, AND ONE FOR VIRGINIA 
AND WEST VIRGINIA, WITH A LINE 
OF CHILDREN’S STITCHDOWN SHOES, 
| EGGINETTES 





T. ADDRESS . 
CARE BOOT AND SHOE RECORDER, 
127 DUANE ST., NEW YORK. . 














POSITION WANTED 





One Salesman 


With an established shoe trade to carry a 
erackerjack line of Overgaiters. Liberal 
commission. Address B436, care Boot and 
Shoe Recorder Pub. Co., 207 South St., 
Boston, Mass. 








SALESMAN WANTED 

Calling on highest class trade, wanted to 
represent an established jhiigh grade line of 
men’s and women’s yelts; exclusive 
agency or as side line. A liberal com- 
mission will be paid a man with ability 
and energy who can furnish excellent 
references. Address B429, care Boot an 
Shoe Recorder Pub. Co., 207 South St., 
Boston, Mass. 








Salesmen Wanted 


Large manufacturer of medium 
grade Boys’ shoes, carrying short 
line in stock, desires representa- 
tion in Ohio; also New York State 


(not city). Old established con- 
cern, strong line, commission 
only. Address B421, care Boot 
and Shoe Recorder Pub. Co., 207 
South St., Boston, Mass. 











MAN thirty-two years of age, thirteen years 


FOR SALE 


FOR SALE—About 300 dozen khaki canvas 
leggins, front lace and side lace, properly 
reinforced, costing from $13.50 to $18.00 per 
dozen. Owner now engaged in other busi- 
ness and will make a big sacrifice to any one 
purchasing these leggins. For other in- 
formation address Arthur F. Herden, Ft. 
Smith, Arkansas. 

















HELP WANTED 


WANTED—Two experienced, single men, in dry 
goods, notions, gents’ furnishings and shoes; 
must be salesmen, quick and of initiative 
ability, good stock keepers, who will work for 
promotion. Good salaries to right parties. Give 
reference from present employer, with application, 
and — e . Preference Southern birth. 
Address, Powhatan Coal & Coke Company, Pow- 
hatan, McDowell County, West Virginia. 
ANTED—Experienced man with executive 
ability to take charge of order d it in 
shoe rae See 1,500 pairs men’s fine shoes 
per day. opening for right man. Address, 
statin, — lence, B422, care Boot and Shoe 
R er . Co., 207 South St., Boston, Mass. 











buyer and manager in retail shoe b is 
open for similar position or will buy interest. V. 
R. Wakefield, Howell, Mich. 


ASSISTANT buyer and manager in shoe depart- 
ment of large store doing $125,000.00 shoe 
business desires to locate, as buyer, with firm doing 
$35,000.00 to $75,000.00. Eleven years’ — 
ence. Capable, energetic. Can handle help. 
Know how to merchandise and advertise. Use big 
store methods and can get results. Address B431, 
care Boot and Shoe Recorder Pub. Co,, 207 South 
St., Boston, Mass. 


NDUSTRIAL RELATIONS MAN—Fourteen 
years’ experience with shoes; past 4 years spent 
in special study at eager A and in study of and 
ig eee with problems of labor and personnel in 
7 factories, desires to connect aeergeee | with 
large shoe manufacturer as assistant and having 
supervision over all problems relating to the rela- 
tions of employer with. employee. Thirty-four 
ears of age, married, now employed. Address 
432, care Boot and Shoe R ler Pub. Co., 207 
South St., Boston, Mass. 














LINE WANTED 


UNITED STATES Army man, just out of ser- 
vice, wants good line of women’s, misses’ and 
children’s shoes. Ten years’ selling experience 
in Virginia, West Virginia and Maryland. Address 
Julian L. Tubman, Lock Box 392, Cambridge, Md. 


FACTORY line wanted for Maryland, Virginia, 
West Virginia, Delaware. ‘ourteen years’ 
road experience. Nothing but well known line 
considered. Address B433, care Boot and Shoe 
Recorder Pub. Co., 207 South St., Boston, Mass. 


LINE WANTED FOR IOWA—Having worked 
this State 4 years. Well acquainted. Nothing 
Commission 











but well known line considered. 

is. Drawi account. Address B434, care 
Boot and Shoe Recorder Pub. Co., 207 South St., 
Boston, Mass. 





REAL LIVE WIRE would like to connect with 

wholesale or jobbing shoe house. Can furnish 
best of references. Have had seven years of experi- 
ence. Address B437, care Boot and Shoe Recorder 
Pub. Co., 207 South St., Boston, Mass. 





AGENCY WANTED 











HELP WANTED 


SALESMAN for New Jersey, to sell a ladies’ 

specialty line, also a 
Indiana. Address B430, care Boot and Shoe Re- 
corder Pub. Co., 207 South St., Boston, Mass. 





salesman for Ohio and - 


AGENCY FOR GERMANY 


Old established house with excellent con- 
nections in Germany is looking for the 
agency of a first-class manufacturer of 
ladies’ and men’s shoes. Address J104, 
care Boot and Shoe Recorder, 127 Duane 
St., New York City. 














BOOT AND SHOE RECORDER 
WANTED TO PURCHASE 


Aug. 9, 1919 
FOR RENT 


GPACE to rent for shoe department in old estab- 
lished department store near New York, 30,000 
poeatetien. Fine chance. Address B435, care 

t and Shoe Recorder Pub. Co., 207 South St. 4 


MISCELLANEOUS 














Every Shoe Store Needs 


Boston, Mass. 








MISCELLANEOUS 





MAIL ORDER HOUSE wants to hear from shoe 
jobbers or manufacturers who will fill orders as 
received. Central Sales Co., 599 Ninth Ave., New 


York. 





We Will Buy Your 
Small Sizes 


Every shoe store accumulates 
more or less small sizes of 
women’s shoes. 

We buy and pay spot cash for small 
sizes, broken lots, discontinued num- 
bers, odds and ends, etc., of all 
classes of footwear whether old- 

fashioned or up-to-date styles. 


We also are in the market to buy for 
spot cash entire or parts of stores 
and stocks of boots, shoes and rub- 
bers and will pay highest cash value. 


Write—Telephone or Telegraph 
The London Exporting Co. 
315 and 317 Church St. 
NEW YORK 

Phone Canal 861 





We Buy for Cash 


Manufacturers’, Jobbers 
— Surplus om of ibe 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us partieulars of 
what you have for sale. 


Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 











; a pair of 
< “MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 
/ NIPPERS 











OOK 


8 “EN TIRE STOCK 
FOR SALE” 


is the message 
that interests us 


We buy for cash, wholesale, retail or job- * 
bers stocks of shoes; men’s, boys’ and 
children’s clothing; men’s and ladies’ 
furnishings; ladies’, misses’ and chil- 
dren’s wearing apparel; dry goods; cot- 
ton and dress goods. No proposition so 
smallastoescape our attention—noneso 
large as to be beyond our control. | 
References:—C cial Ag 


Call, write, phone or wire 
HERMAN DORNBUSCH, Appraiser 


David W. Biow Co. 


520 Broadway New York City 


COMODO 








OOCO@ COOOOOOOOQOOG@OOVCOKK) 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


“*Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

“MANCHESTER” 
curved jaw when order- 


YaHDAIHN. 


Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chtesen Sica 
Boston, Mass. 323-325 “W. Lake St. 

















WAN TED FOR EXPORT 


low Sellers 
YOUR Dincontinued Numbers 
Entire Stocks 
FOR 
NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


CASH 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will _ value for your entire or surplus 


stock of 
Leases having a short term to run taken 
over. Established 25 years. 


I.. OLENICK 


413 Broadway, New York Tel. 9531 Canal 


Milbradt Rolling 
Step Ladders 


2410 No. 10th St. 
ST. LOUIS, MO. 

















Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Lar Short 
Q Sate agg 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 





ans bled quick and highest cash price 
retail and whol ands of shoes or 
a other merchandise. 
tity no object. 
gs day our specialty. 





naliiiion Bro ge SYNDICATE 
FRANK WALKER, Proprietor 
610 Aicedinens Brooklyn 
Phone, Stagg 1757 





WE PAY MORE 


for your shoe stock because we can retail them 
in our different stores at prices. Also 
interested in and administrator stocks 
where leases can be terminated. 

SMITH SHOERIES 


Main Office Johnstown, Pa. 

















CASH PAID 


for shoe stores or surplus me ot of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 
Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 








Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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INDEX TO “WHERE TO BUY’’ 








BOOTS AND SHOES 






Alden, C. H., Co., Abington, Mass......... 26 
Assos. M. N., "Shoe Co. .» No. Abington, 

Bokar's Shoe Co., The, Haverhill, Mass..... . 70-81 
Bancroft-Walker Co., Haverhill, Mass...... 70 
Barry, T D., Co., Brockton, Mass......... 86 
Bass, Geo. E., Shoe Co., Wilton, Me........ 94 
Berlow, Elias, New York cess a 
Bluestein Bros., Boston.......... 81 
Blum Shoe Mfg. Co., Dansville, N. 80 


Bradley & Metcalf Co., Milwaukee : 
Cambridge Rubber Co., Cambrid . Mass. 87 
Carter, J. W. & Co., Nashville, enn., and 

















RE RES 2 PTS 28 
Clapp. | win, & Son, Inc., East Weymouth, os 
Cohen, Samuel, Boston................++- 4 
Collins & Staples, Haverhill, OS 80 
Concord Shoe Co., New York eae 80 
Crossett, Lewis A., Inc., No. Abington, Mass. 69 
Dalton Co., Brockton, Mass.............- 73 
Diamond Shoe Co., New York City........ 86 
Dodee. Nat. D., Shoe Co., Newburyport, 4 
Duane | Shoe Co., New York City.......... 70 
Edmonds Shoe Co., Milwaukee............ 62-63 
Edwards & Co., J., a owed 4th Cover 
Eigner Shoe Co., Bosto SARE, er 80 

lam; F. S., Shoe Co., Reshatien. } ere 66 
Evans’ Son Co., L. B., apg weronh eee aman 103 
Fiske Shoe & Leather C toi ° 86 
Fox, F. J., Rochester, Mi Meswan . 66 
Freel d, H. HL, R hester, N. Y.. . 66 
G C., hester, N. Y.. 66 
Soouen Py Read Co., Lynn, Mass 31 
Harney Shoe Co., ee ynn, M 29 
Hartman Shoe Co., ‘Haverhill, Mass........ 85 

farsh & Chapline Shoe Co., Milwaukee.... 62 
Johnston & Murphy, Newark, _* er 82 
Juvenile Shoe Corp. of America, St. Louis, 





De ih dsccceudindeasces- cones ront Gove 
Kalt Zimmers Mfg. Co., Milwaukee, Wis. . 72 


Keith, P. B., Shoe Co., Brockton, Mass..... 94 
Kelly, John, "Inc., Rochester, Mer awakened 88 
Kleine, Henry & Co., Chicago............. 81 


Knipe Bros., Inc., Ward Hill, Mass........ 86 





Knox Shoe Co., Milford, Mass............ 82 
Levinson Shoe Mfg. Co., Inc., Rochester, 
PN stisbae Vike Cake tina akacktearek one 66 
Lippman, G. E., Shoe Co., St. Louis, Mo. . 96 
Lund-Mauldin Co., St. Fe aie ans hea a 100 
MacMaster, J. J., Rochester, N. Y......... 66 
Marshall, C. S., Co., Brockton............ 67 
Marston & Tapley Co., Danvers, Mass. . 86 
Martin Co., A. H., Rochester, » # 66 


Mayer, F., Boot & Shoe Co., Milwaukee... . 
Mc ‘lroy Sloan Shoe Co., St. Louis, Mo. . 96 
a” weed Barton Shoe Co., Kansas City, 


PIER Ae ER eee es Fre 15 
Mi Mx Shoe Co., New York City......... 103 
Mitchell Caunt Co., Lynn, Mass.......... 90 
Nettleton Co., A. E., Syracitse, N. Y....... 82 
Negeum Anderson Shoe Co., Rochester, os 
Noyes-Norman Shoe Co., St. Joseph, Mo. 64 
Nu Baby Shoe Co., E. Lynn  — ESET 81 
Nunn, Bush & Weldon Shoe Co., Milwaukee 62 
Ogden Shoe Co., Milwaukee.............. 62 
Parker, Holmes & Co., Boston ...........- 1 
Reece Shoe Co., Columbus, ee ee 87 


Regal Shoe Co., Boston.................. 20-21 
Rice & Hutchins, Inc., = 34 
Schindler, = B., Shoe 
gad eae pipeline parr 
Smith-Wallace Shoe Co., Chicago........... 102 
Smith, Wm. Sumner, Chicago. . veeKe tes 87 
Stacy-Adams Co., Brockton, Mass.......... 82 
pesteen | paee Co.,'The, So. Weymouth, Mass. 82 





Stone, K Importing Co., New York Ci wed 65 
Stylo ‘Shoe Co BM TD. ccacse cs 86 
Thompson Bros., Inc., oeshten, Mass. 82 
Timson Bros., Inc., Boston........... 80 


Tober-Saifer Shoe Cig Ms AEs a ccaccccce 80 
Truitt Bros., Inc., Binghamton, N. 96 
United States Rubber Co. .. New York Cit; 76 
Vinsonhaler Shoe Co., St. is, Front over, 80 
Weinbrenner, Albert H., Co., Milwaukee 62 
Welsh, Moss & Feehan YS Haverhill, Mass. 70 
Wescott-Whitmore Co. he, Syracuse, N. Y. 81 
Weyenberg Shoe Co., "Mileaabes 


Whitman & Keith y wy Brockton, 
——. Arthur A., Shoe Co., Miolliston, 
Williams, Clark’ Co.; ‘toaa? Mee....:..... 
ilson, Geo. J., Ine. ., Rochester, N. Y...... 66 
Wilson Process, Inc., The, Rochester, N. Y.. 25 


LEATHER AND OTHER MATERIALS 






American Hide & Leather Co., Boston...... 74-75 
Baker & Kimball, Inc., Boston - Laenhenae 83 
ond Cobb, Inc. EN Se ee 83 
Blumenthal, F, Co., New York _ ee 5 
Casko Shoe Fabrics Corp., ne — 
Castle Kid Company, Camden, N * eee 13 
Creese & Cook " a .10-83 
Fashion py ag ew York “Ci y. 67 
Henwood & Nowak, Inc., Teste pe aneeenes 70 
Hub Gore, Boston and New York Le edtowere 83 
Hunt-Rankin Leather Co., Boston......... 83 
ee OE 83 
Keystone. Leather Ng ., Philadelpbia...2d Cover 
wrence, A. C., Leather Co., SRR 
Levor, G., & Co., Inc., Gloversville, N 7. # 11 
New Castle Leather Co., New York City. . [17-18 
Pfister & Vogel Leather Co., Milwaukee. 62 
Ru ping, Fred, Leather Co., Fond du Lac, 
Standard Kid Mfg. Co., — ep ener 3-83 
Tanners Cut Sole Co., | ee 98 
Thomas, Lake & Whiton Co. “Kinston ne ey OS 12 
Trostel, Albert, & Sons Company, Mil- 
Ee aaa ee Yin COR i i atc 2 
Vaughan, Geo. C., Peabody, Mass......... 24 
FINDINGS AND SHOE STORE SUPPLIES 
Alterson & Co., L., 7 ae York City......... 85 
American Seati a ee 103 
Brown Durrell Ae Boston pe New York.. 65 
Crystal Fixture Co., ooo! err 68 
tors Supply Co., Chica, cedeue ae 
Emery & Beers, Inc. New Yor City Se Pe 22 
Federal Overgaiter Go., New York City.” 85 
Goodyear ‘| * & Rubber Co. , Akron, O..... 30 


H = H. L. 


Lockwood, Brackett & Co., Bosto 


» Company, The, New York 


peageen. James N., Co., Riccsede. Minn. 67 
adt Mfg. Co., yy >< “a enna 105 
Milles Rob’t, Inc., New York City........ 98 
Onken, Oscar, Co.. | TTA 85 
weity.- Lace Tipper Mfg. Co., New York oe 
Dh sins dnsihd atdiiseih et ee cheese concent asp 

Ramsay & Co., H. W., Boston............. 85 
U.S. Specialty Mfg. Co., Pittsburg, Kan. 72 
Win-Deco Displ isplay Service, Oe eee 87 
Whitcher, Frank ey 68-105 
MACHINERY, LASTS, MFRS.’ SUPPLIES, 

DRESSINGS, ETC. 

ees Shoe Repeicing Co., Boston........ 85 

Aristo Products, B: ym, N.Y..... 2.2.06 70 
Armstrong Cork Co., Pittsburgh, Pi banal 19 
Griffin Mfg. Co., Inc., New York City...... 84 


Rogers Fibre Co. a ja ee 33 
United Shoe Machinery Corporation, Boston 92 
— Shoe Repairing Machine Co., Boston, 








b ab aK ceeheti aah aman dd sages ine 32 
Wade & Co., A. R., Haverhill, Mass........ 70 
Whittemore Bros. Corp., Cambridge, Mass.. 64 

MISCELLANEOUS 
American Sieemebing Pub. a het a datos 72 
Atlantic Punting A 4 a Maik aides 6.0 84 
Biow Co., David W., New York ds kwas 105 
Boot and Shoe Workers’ | Boston. 71 
ylston National Bank Bosto: 

Brooklyn ing at ay Brooklyn 
Calderwood & NS i 0 0.4 seo 5.0 hoes 
Devonshire Multigraphing Co., Boston 
Edwards. T. J., eee 
Everett " Tee 
Glauberg & Co., New York ig a 


Goodrich, B. ) ub! 

Hooper Printing Co., “Boston. 
Hotel Morrison, Chicago 

Kalter aiere. Co., yO York City. . 








10: 
London Exporting a The, New York City: 105 
; Purchasing 


New York ation, 


New York 
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THE LATE NEWS PICTURES AND DESCRIPTIONS 
FROM PARIS ANNOUNCE VERY SHORT SKIRTS. 
LONG SKIRTS WERE ORIGINALLY INVENTED BY A 
SPANISH QUEEN WHOSE FEET WERE UNSIGHTLY. 
WE WONDER IF THE EXCELLENCE OF MODERN 
FOOTWEAR PROMOTES THE UPWARD TREND. 
FOX SLIPPERS, PUMPS AND OXFORDS ENLIVEN 
A SHOE DISPLAY —THEY ALSO ENLIVEN THE 
MIND OF THE CUSTOMER. FOR THE WOMAN 
WHOSE HOBBY IT IS TO BE PERFECTLY SHOD, 
OR FOR THE CAUTIOUS BUYER WHO MUST BE 
ASSURED UPON EVERY POINT OF COMFORT AND 
CONSTRUCTION, FOX FOOTERY IS THE ULTIMATE 
AND ABIDING CHOICE. 


VIVACIOUS COLORS AND DESIGNS CHARACTER- 
IZE THE STYLES FOR FALL. DEALERS ALL OVER 
THE WORLD ARE PROFITING FROM THE ATTRAC- 
TIVENESS OF FOX FOOTERY STYLES. 


CHARLES K. FOX, Inc. 


Haverhill, - - - - =- Mass. 


CHICAGO: Great Northern Bidg. BOSTON: 54 Lincoin Street 
NEW YORK: Marbridge Bidg., Broadway and 34th St., Rm. 632 
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WHAT IS **3 W’s LENOX” 
HAT IS ‘3 W's ? 
A TRADE NAME that has stood like adamant for everything that is honorable in Children’s Shoes 


for twenty-five years. Today: Brown Genuine Glazed Kid in Pony Cut Lace Boots at our prices 
are GOOD VALUES, and they are dependable and good because they are 3 W'S LENOX. 


All Size Runs—Infants’ to Women’s—In Stock—Ready to Ship. 
We think you would have difficulty in finding these styles elsewhere at these prices in colored kid 
skin. 











No. 8640—Growing Girl's English, 24 to 7. 
C, D.and E $5.2 

No. 8641—Young Woman's Low Heel, 8” Top. 
2% to 8,C, Dand E $ 


No. 7770—Misses’ English, 1144 to 2, D and 
E $4.00 


No. 77674%—Children's Spring Heel, 844 to 

JR” | eRe 

No. eatin avd Spring Heel, 5 to 8, D and 
.00 


No. 7566—Infants’ Wedge Heel, Turn Pony, 3 
SS eS ere $2.50 


No. 7766 
No. 7767 
No. 7768 











No. 7770 


Neat Perforations, Fair 
Stitched McKays, Natural 
Bottom Finish on Good Sole, 
Flexible, Brown Leather 
Facings, Good Laces, Made 
in our Philadelphia Factory. 








Terms—2 per cent discount, 40 days—net 60 days. 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 
| 35 South Second Street : - 
iL | 

















Philadelphia 
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Increasing Good Will 


No business can continue to be, much less to grow, without good will. 
: - it is the unseen foundation upon which all healthy business is 
ult. 


In periods of advancing prices, our policy has always been to take 
orders for the quantity of our raw skins on hand, and to arrive, at a 
price based on the average cost, instead of on the highest prevailing 
market price. 


SITIT LU UL TLE Led 


In fact, we have orders for thousands of dozens for future delivery 
taken months ago when raw skins were from 30 to 50 per cent lower 
than today’s prices. 


The price of a grade of Standard Kid may be forced up or down by 
market conditions, but the quality never. The return in good will 
justifies the policy we pursue. 


We can accept orders of limited quantities for delivery after Septem- 
ber of all colors except black. 


COLOR 18—FIELD MOUSE 
‘COLOR A—HAVANA BROWN 


are in popular demand for Fall. Standard Kid is guaranteed to be 
colored through with pure dyes. It is not coated with a pigment or 
paint finish. 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored Glazed Kid and Patent Kid 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDC. 


Factories, Wilmington, Del. 


AGENCIES Geo. A. McGaw 
¥S Chicago, Ill. 


TUT UTI Lt UST ST 


CEN LLESTSNeES TSN TPM TTT TOTTI Me MEET TERETE ET rT eet 





COLATAT*AN {AEA PaSTgTALCAVAY|TA07 “UvAuites ivleIeleLg]O>TLULe 


I. Louis Popper A 
Cincinnati, Ohio $ Pierre Blouin 





F. W. Bailey & Co. « \Y Quebec, Canada 
St. Louis, Mo. > 


' KID 
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RCH PRESERVER SHOES have 
A been received with rapidly in- 
creasing enthhusiasm—the 
sales today being greater than ever 
before. Dealers everywhere are re- 
porting delighted customers and 
repeat sales. 


And now for the coming season we 
are going to give our dealers more 
substantial selling co-operation 
than ever before—sending the mes- 
sage of healthy, vigorous feet to 
over three million American wo- 
men. It will be the greatest season 
Arch Preservers have ever enjoyed. 


The advertisement shown here is 
one of a series which will begin in 
September, in the following maga- 
zines: Ladies’ Home Journal, Pic- 
torial Review, Vogue. 


Are you ready to receive your share 
of this business? Can you not 
realize the business building possi- 
bilities in these excellent shoes 
which combine healthfulness for 
the feet with style and beauty? 
They are so good in appearance 
that they satisfy the most fastidi- 
ous buyers. 





Our salesmen who are just starting 
on their Fall trips are very anxious 
to show you the Arch Preserver line 
and explain personally its many 
selling advantages and why Arch ; ; 
Preserver Shoes today are being ; : Pore. ns 
handled by so many of the leading ed aon, oun 
shoe merchants. "Cary “eh-srag, oO, 


The Selby Shoe Co. 


Dept. A. 
Portsmouth, Ohio 
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THE oF. B. & C.” 


Manufacturing Chain 











F. Blumenthal Company 


Wilmington, Delaware 























ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. | 






Output: 








QUALITAS PATENT LEATHER CORPORATION 


Wilmington, Delaware 
All classes of Patent Leathers 
















Febeco Leather Corporation 
Wilmington, Delaware 
All varieties of Side Leathers | 





Delton Manufacturing. Co. 
Wilmington, Delaware 
All varieties of Shoe Dressings 


ualitas @ghden [ciCgor 
Patent Ve jan > REGISTERED TRADE MARK 
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THREE OF A KIND 


—and that kind the best. 


These three Griffin Shoe Dressings will appeal 
to your customers—will give entire satisfaction. 


You ‘can recommend each one of them and feel assured that they 
will live up to every good word you say. 

We have “A Dressing for every shoe” — write us for fullest 
information. 

All goods shipped F.0.B. New York on orders of 100 lbs. or over 
(which would take in one gross of the small or large Peuerwhite, 
large Kidine or one gross of the Lotion Cream 2 ounce size) we 
make an allowance of 75 cents per 100 lbs. If the rate to your 
city is less than this we would pay the entire charges. If more, 
this allowance will be deducted from the actual rate. 


SSS 


aa 
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wie Lee 
ite ki ; For all white shoes except kid. oroug! ar! wn, 
2 y 4 a ree} nergy > elenner, not a whitewash. 334 oz. size Cleans, softens an¢ \ 
Small (se. i .) $13 75 ¥ $1.20 folding top carton, $13.75 per gross, Contains no injuri s 
d ne) en eS Der ese per «$1.20 per dozen. 5 ox. size, neck box, leather what, cold cream ‘ 
a 32.00 ger Genen $22.50 per gross, $2.00 per dozen. 3 oz. size, $20.00 per gross, $1.75 per doz. 
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NUBUCK 


HIS name and the quality 
that it represents are insepa- 
rable. 


The name carries to manufacturer, 
dealer and wearer the assurance of 
definite quality and is conditioned 

upon the faith of the makers in the 
product. 


Look for the Name. 





Nubuck was originated and is tanned 
exclusively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 


WEILDA 






































These Manufacturers Apply 
NeOolin Soles the Right Way 


There is a right way and a wrong way of applving Nedlin Soles. 


The right way—-conceived, tested and perfected by Goodyear 
in co-operation with the leading shoe makers—-now has 
been adopted as the standard method of application by more 
than one hundred shoe manufacturers. 


As a consequence, their spring styles of NeGdlin-soled shoes, and 
some of their fall styles as well, carry the new guarantee tag. 


This guarantee provides for the replacement of any Nedlin Sole 
that fails to outlast a leather sole, or that cracks or rips at the 
stitches, without cost to the shoe buyer, the shoe dealer or 
the shoe maker. The retailer makes the adjustment, Goodyear 


pays the bill. 
Sucha warranty can have no other basis than the inherent good- 


ness of all Nedlin Soles and the uniformly satisfactory results 
effected by the adoption of this standard method of application. 


Obviously, a guarantee of this kind would be most impractical 
were there any defects either in the Nedlin Sole or in the 


standard method of application. 


Goodyear Wingfoot Heels are the Dealers can take immediate advantage of this new guarantee. 
walking mates of Nedlin Soles. This warranty covers the fall styles of Nedlin-soled shoes 


They also are guaranteed—to out- 
last all other heels, rubber or made by many manufacturers. 


leather: And they are so depend- 
abl ‘ ly 1 pair in 352,000 = . * 
oe a The Goodyear Tire & Rubber Company, Akron, Ohio 


is returned for adjustment. 


1 


Neolin Soles 


Trade Mark Reg. U.S Pat. Off. 
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WHITE BUCK OXFORD 


FROM OUR “OUT O’ DOOR?” LINE 


FOX AND STAY 
VAUGHAN’S IVORY SOLES 


EIGHT EIGHTHS 


DONN D 


PATENT WING TIP, 


IVORY ENGLISH HEEL 


SARGENT CoO. 


SALEM, MASSACHUSETTS 


195 ESSEX STREET 


BOSTON OFFICE 


407 BRIDGE STREET 


FACTORY 






















This sole withstood 270 
days of hard usage. 
Outwore 4 sets of heels. 

















OOD that is cut for hardest wear 
is cut crossways! The grind then 
comes on the exposed ends of the fibre 
instead of the length, and the 


Wear Goes Against the Grain 


This is the principle on which the 
Firestone Fabric Soles are built. It is 
the “on-end-construction” and the wear 
comes on the exposed ends of the fabric 
instead of across it. This means a service 
extra strong, a wear extra long with 
Firestone Fabric Soles. 


These soles have come through tests 
made under the most drastic conditions. 
Not only technical factory experiments 
but actual wearing tests—miles and 
months of trial. 


All the testimony is the same—Firestone 
Soles are flexible, non-skidding and water- 
proof. Cooler in summer and warmer in 
winter because they are non-conductors— 
this feature appeals strongly to everybody. 









_ *” "FABRIC SOLES 


can be nailed or stitched on—easy to apply 
and on tostay. It will be to our mutual 
advantage that you write for information. 





FIRESTONE TIRE & RUBBER COMPANY 
Firestone Park Akron, Ohio 
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Reorders Are What Count 


ONTINUED reorders S° we are perfectly 


are the surest of all certain that the trade 
proofs that thegoodsplease all over this country like 
the customer. our 


MARY JANES 








There’s no mystery about the demand we're receiving for 
our MARY JANES—simply that we make them extra 


good looking and extra full of value. 


Better tell your jobber now to book your order. We are 
. doubling our output, but this extra capacity promises to be 
kept running full. 


Lyons and Hershenson, Inc. 
Chelsea, Mass. 


Boston Office 207 Essex Street 


w 
g 
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Wherever there is a White Shoe 


there is a customer for 


The WHITE CLEANER 
“It Keeps White Shoes White.” 


There are two sorts of customers—those that come 
back for more and those that don’t! 


Every “ Blanco” sale you make 
means a satisfied customer. 








“Blanco” makes friends because it does its work 
well—because it is so easy to use—because it Is so 
convenient—in fact, because it is in every way 
satisfactory. 

It is worth while stocking a line that sells itself, sells quickly, 


and keeps on selling. 


Order your stock to-day. 
All jobbers have it. 


Sole Manufacturers 


JOSEPH PICKERING & SONS, LTD. 


SHEFFIELD, England. 
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IT WILL NOT SCUFF 


yee can give your customers the same lustrous finish, 
comfort and long wear that make glazed kid so popular 


by specifying NOVILLA KID in your orders— 


NOVILLA KID removes the one objection to glazed kid 
in that “IT WILL NOT SCUFF.” 


Also you can sell NOVILLA KID shoes at more popular prices. 


CASTLE KID COMPANY 


Originators and Sole Producers 


CAMDEN - : - - NEW JERSEY 
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Public Sale of Surplus Sheepskins 


Jerkin Leather 
U. S. Army 


under direction of Surplus Property Division 
Office of Director Purchase and Storage 
Cleared by Director of Sales 


Approximately 16,000 dozen 
to be held at 


Zone Surplus Property Office, Army Supply Base 
Boston, Mass. 


Starting 10.30 A. M. August 19, 1919, and. continuing daily thereafter at 10 A. M. until 
stock is sold. 
Including Grades 1. 2. 3. 


Tannage consists of the leading tanners of the United States. 


CONDITIONS OF SALE 


The acceptance of the bids will be determined 
at the time the offer is made and all Sheep- 
The highest bidder to be the purchaser, and pony Prenat Medica i era 
if any dispute should arise between the bidders : 

for any lot, it shall be decided by the 
Auctioneer. The Government reserves the 
right to reject any or all bids. 


Bids to be made at an advance of not less than 6. 
one-half of one cent per square foot. 


The Government carries no insurance and all 
Sheepskins left in the Government Warehouse 
fifteen days after purchase will be at the risk 
os is ue eta a of the purchaser. 
eepskins wi o tannage. ° 
Bid ail phe arte ae oy rt 1,000 . Terms cash f.o0. b. Warehouse, Army Supply 
Base, Boston, Mass. 


dozen (unless quantity is below that amount), 

which bid will carry an option for the entire A deposit of $1,000 (certified check or cash) 
tannage of lot offered which must be immedi- will be required before participating in the 
ately exercised. bidding, which deposit will be returned after 

th le h losed, if no ds h b 
Sheepskins will be sold according to marked Pat et orion rises ta 
A made to the depositor. 
footage as accepted by the Government. No 


claims will be allowed after removal. Sheepskins can be seen and inspected ten days 


prior to sale upon application to Zone Surplus 
Property Officer, Army Supply Base, Boston, 
Mass. 


Sale without recourse as to quality, grade or 
designation. 


ADDRESS ALL COMMUNICATIONS TO 


ZONE SURPLUS PROPERTY OFFICER 
Army Supply Base, Boston, Mass. — 
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What Counts Most With You? 


If Quality, the Answer Is 


“Rueping Upper Leathers” 


Calf, Kip and Sides 
in Black and Colors, Smooth and Boarded 
Splits for All Purposes 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 


—BRANCHES- 
Cincinnati Milwaukee 
Chicago St. Louis 

Nor:hampton, Eng. 
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_ PEOPLE 


Make nothing but 
National Cash Registers 


HEY work with the best materials that we can buy. 
They are well organized. They are carefully trained. 
Their working conditions are good. 




















They are making a machine that is the result of 35 years 
of study. Into this machine we have put thousands of 
suggestions from merchants all over the world. 


These 6,800 workmen are doing their work so well that 
we are making and selling more than 325 registers a day. 





The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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by Castle Havana Brown lashion Plate 


GROUT RUG 


EW Castle Leather Company Havana Brown Kid, 

8'4-Inch Lace Boot, Plain Vamp with Wave Throat, 

_ Narrow Toe Last, Leather Louis Heel with Aluminum Plate, 
Welt Sole, Blind Eyelets. 


Made and Exhibited by 


ROTH SHOE MEG. CO. 


CINCINNATI, OHIO. 


Judge It by Its [sers™ 
New Castle Leather Company 


NEW YORK 


Boston - Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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NS Wy, Applied for 
Z e fer tho Growin S Girl. 
—y = Seven and Nine Dollars 
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rootogs 


Reg.US.Pat.OFf. 





Ready for De livery 
Distributed at Factory Prices by 


SAMUELS SHOE COMPANY 
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Another Graham Special 
“THE PIONEER SHOE’’ 


First choice of the Farmer, Miner, Oil Man or any outdoor 
worker who desires Service and Satisfaction in footwear. 


< ~- 


Showing construction of the 
**Pioneer Line”’ 


CARRIED 
IN 
STOCK | 


No. 076—Hea smoked elk, two full oak 
soles, natural ttom finish. Grain leather 
insole. Brass standard screw fastening. 


No. 075—Same in brown. No. 077—Same in 
black. 

No. 046—Chrome waterproof or “tough 
leather” upper, two full oak soles, sewed in 
leather counter. 


Prices quoted on request. 


“GRAHAM SERVICE IN BUILDING A BIGGER 
SHOE BUSINESS FOR THE RETAILER” is the 
title of a new book just off the press. It is a shoe catalog- 
plus, as it contains many helpful suggestions for any 
shoe departnrent. 


IT IS FREE 


GRAHAM-BUMGARNER COMPANY 


MANUFACTURERS 


Parkersburg, W. Va. 








ADVENTURES OF BARBARA WELT 



























































TATA TOTAL TD 







“T want to know more about this welting that you advertise, Bar- 
bara. How does it differ from any other in quality?” 


“It’s just this, Annie. We use nothing but the finest of Double 
Oak Shoulders and high-grade Belting tannages that can’t help 
yielding good welting.”’ : | 
“And do I understand that you strip this up into welting just as 
you get it, Barbara?” 


“By no means. We have one of the finest and most perfectly 
equipped currying departments in the country. The leather is milled 
and drummed and scoured and stuffed and given every possible care 
and attention to make it mellow and tough. That’s the constant 
aim, Annie, mellowness and toughness combined—and it can’t be 
obtained without long, careful currying. 


BROCKTON RAND CO. 3°°5""% 
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[Srrect Dodg e 
For All Occasions 


IN STOCK 


Baby Louis Heels 


The Live Shoe Merchant 
will be sure to have some 
of these on his shelves to 
perform the complete 
service that his patrons 
demand. 





Stock No. 160—Patent Leather 
— 14-inch baby Louis 


Sizes AA, 4-7; A, 314-7; B, 2%-7; C, 2%-7. 


Through typog:aphical error, cut of our No. 253 Oxford appeared in place of 
the above illustration, in this space, August 2, 1919. 





We are resuming our former policy of accepting 
single pair orders. The charge will be twenty-’ 
five cents per pair on two-pair lots or less. 














Prices and Deliveries Not Guaranteed 


’ Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Philadelphia Chicago San Francisco 
600 Denckla Bidg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bldg. 

Philippine islands 
304 Roxas Bldg., Manila 


Boston New York 
183 Essex St. 851 Marbridge Bldg. 


Montgomery, Ala Kansas City. Mo. 
20 Galena Ave. 537 Ridge Bldg. 


All goods sold F. O. B. Newburyport; terms, net 30 days. 
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TSrrect Dodg e 
For All Occasions 


IN STOCK 
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Plain Operas 


Our Patent Leather and 
Dull Calf Operas with . 
Full Louis WoodHeels are Ig inch Leather Cuban feel” 
‘ P $5.00 
our top grade and the best 
shoes we know how to 
make. Our Silver and 
Gold Cloth Shoes are Stock No. 251—Patent Opera, 
. . 2 1/8-inch full Louis heel. 
proofed against tarnish- Pri $6 
ing and have the repu- 
tation of standing up. 
? _ wo Oy these — Stock No. 217—Samein silver. 
in stock we mean it. We P $0.00 
: Stock No. 266—Samein Velvet, 
can ship NOW. in A, B, C only. 


Sizes AA, 4-7; A, 314-7; C, 2%-7. 
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We are resuming our former policy of accepting 


single pair orders. The charge will be twenty- 
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five cents per pair on two-pair lots or less. 
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Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 


183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bldg 
Great Northern Bidg. 


Kansas City, Mo. Philippine Islands 
537 Ridge Bldg. 304 Roxas Bidg., Manila 
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Montgomery, Ala. 
20 Galena Ave. 


BARA 


All goods sold F. O. B. Newburyport; terms, net 30 days. 
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Process Patent Patented 


Aug. 19, 1913 — Jan. 12, 1915 


Patented 
Jan. 12, 1915 


VuLco-UNIT 
Box TOE 


The box toe you 
ean trust 


It always keeps its shape because 
moisture or heat from the foot 
cannot soften it. 


The hardest kind of service will 
not break this box toe down. 


The best shoe factories everywhere use them. 
Accept no other from your shoe manufacturer. 


BECKWITH Box TOE CoO. 
108 Lincoln St., Boston, Mass. 


G. W. KIBBY & CO. — AGENTS — GEO. A. SPRINGMEIER 
Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio 


anc ICC Broo ooo ooo ooo 6662625 -2525252525626 26262000 IIIc 
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No Vacation [This Year! 


DIAMOND. POINTERS 








As Long as They Last 








Our stock department has 
served heroically this season. 
With thousands of cases on 
hand a few weeks back, many 
retailers took advantage to 
fill in without paying future 
prices. 


While we don’t like to urge 
buying which might tend to 
unhealthy speculating, we are 
ready to furnish stock mer- 
chandise at prices that are 
about a dollar and a half 
lower than Spring quota- 


tions. If you need some- 


thing, 

Say It Quickly — 
Did you get a copy of our 
new catalog? We'll send 
another gladly. 


If you want to make sure 
that our representative will 
call, write today. 














Who would have a heart to rest easy, away from the field 
of action, while conditions are changing over night? It 
takes persistent watching besides wisdom and resources 
to keep from being left in the rear. 


Every one of us would cramp thirty hours into a day if 
it did any good. And, mind ‘you, prices of leather are not 
the only source of worry. After you have your materials 
you must wait patiently to see what your factory, in years 
gone by working at greater speed, can do now while labor 
is ill at ease. 


If ever things were unusual and difficult of adjustment 
they never approached our present problems. For that 
reason we are explaining the predicament giving rise to 
higher prices. Frankly, if it’s a question of price we know 
from what we have already seen that our slogan: “As 
good as any and better than most,” may easily be changed 
to: “Better than all.” But that doesn’t bother us. 


‘From past experience you know you get the best that’s 


in us and it’s mighty good—too. 


Only we hate to see everything go up so sharply, necessi- 
tating cyclonic changes in selling plans. The man serving 
your state will be along soon. His prices and styles are 
the kind that will take as big with you as they have with 
some of the country’s biggest buyers, who made a special 
early visit to protect themselves on our product. 


BE READY 
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UNBRANDED UNION MADE 
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National Advertising 


“Mabel Svormand 
The World Famed Goldwyn Star 


“Wears Uweedies 





/ 


f 








Courtesy of Goldwyn Studios 
Photo by Stad4 LA. 


I just love these 
Blove fitting Tweedie Boot Tops 
They are so distinctive, snappy 
and individual looking. 


© fvcedie 
Boot Tops 


ull 
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Will not 


away from 
or toe 
ight! 
ig oe, 
The trade mark 
sewed into 4 


air stamp s the 
genuine Riedie 

















Send for this window card —no 


Send for 
Shis DBeautifil 
‘Window Card 


One of the most popular Movie 
Stars in the world, one who has 
been before the camera long 
enough to be recognized instantly 
by audiences everywhere, has 
seen the advantages of Tweedie 
Boot Tops and wears them when 
in street dress and in pictures. 
She has been so charmed with 
their fit, style and finis that she 
has given us a voluntary testi- 
monial and has even permitted 
us to use her photograph for ” 
vertising purposes. 


charge. Simply cut off the 


lower left-hand corner of this pag, pin it to your letterhead and 


%, 
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% 
J 
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Pin 

this to 

your letter- Me, 
head for FREE %, 
Mabel Normand “, 
Window Card. 





mail it so that we can send you one of these striking photo cards 


of Mabel Normand. 


Tweedie Boot Top Company 


15th and Olive Sts. 


St. Louis, Mo. 








Full Sage Advertisments 
. September - October-November 


We are striking the Fall season early. By the time your Fall stock 
of Tweedies is ready for distribution, every reader of this large list 
of great national publications—magazines which have a heavy 
circulation right in your community—will know about Tweedies, 
will begin looking for Tweedies. You want to be sure that they will 
find them in your store. 

Don’t fail to have a stock complete enough to take care of this 
trade. The shoe dealer who carries Tweedies, displays them in his 
window, lets the people know that he has them, is sure to reap a 
multiplied profit in quick turn- 

overs, heavy sales, and estab- 


li . 
ished demand WEEDIE 
Boolop 


REMEMBER—NONE FIT SO WELL 
WITHOUT THE TWEEDIE LABEL. 








Tweedies appeal to the Best class of 
trade, the best dressed women and men. 
To have Tweedies in stock will bring 
you new customers, and will make your 
store recognized asa style authority in 
footwear. 


The Tweedie label is advertised—women 
will look for it. Patents—May 7, 1918, Sept. 21, 1915 


cad by Six l“hilhon Women 
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For Spring 
and Summer 






of 
1920 


WED VST V/A 








The superlative white leather 
for distinctive white styles. 









The chrome tanned washable white, 
that is pure white, stays white and I 
is easily kept white. i 


7 ASK YOUR NEIGHBOR ! 


G. LEVOR, & CO.Inc. 


TANNERS OF CABRETTAS 


NEW YORK GLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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about dealing with a reliable 

firm. Insist upon placing 
your orders with one that has a 
reputation upon which it can base 
its promises. You will then play 
safe. Unless your manufacturer 
owns the leather at the time you 
buy, you cannot be sure to get the 
shoes ordered at the prices quoted. — 


It stands to reason, as the leather 
market is ever advancing and so 
their prices will have to jump in 
proportion. 


(J ivo again we caution you 


- We are almost ready to announce 
our New Spring Line of ladies’ 
footwear. It will occur in August, 
so watch for it. 


Any information regarding the dis- 
play of these shoes will be furnished 
upon request. : 


Your Shoes! 
9 


7) 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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A smooth finish Ruby Red 
—the accepted Fall style— 
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Also in boarded finish if desired 


J. S. Barnet & Sons, Inc. 


Tanneries at Salesrooms 


Lynn, Mass., U. S. A. 75 South St., Boston, Mass. U. S. A. 
NEW YORK OFFICE, 154 NASSAU STREET 
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St. Louis Representatives Ohio Representatives 
W. P. ERHART LEATHER CO. THE TAYLOR-POOLE CO. 
206 Leather Trades Building 410 E. 8th St., Cincinnati 
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Government 
Standard 


_ The 
el-Til 
Tip 
Ts toe of a child’s shoe is a main point of contact. 
Next to the sole, it receives the hardest wear, and 
the tip should, therefore, have extra wear-resisting 
quality. 
The “Tel-Til-Tip” fortifies the toe where the shoe gets 
the hardest knocks. Examine the above detailed draw- 
ae ing and you will get the idea in a moment. Tough, 
=ForGirls ‘ thick chrome leather is used, but it is tapered down to 
U ESTER regular thickness where it is sewed to the vamp. 
= This famous “Tel-Til-Tip” is not an accessory—it is 
5 For Boys built into the shoe at the factory and there is no danger 
B ROWN of its separating from the sole. 
: The “Buster Brown” shoe above illustrated is our No. 


_ 
— 


“of 2 to 16 F-120 for Girls—our No. K-365 is a similar shoe for Boys. 
SHOES Both have the “Tel-Til-Tip” trade-mark printed on the 
aa sole. It is the buyer’s guarantee of the genuine. 


F-120—Misses’ “Buster Brown’? Gun Metal K-365—Boys’ “Buster Brown’? Gun Metal 

7 inch Lace, “Tel-Til-Tip,” Single Sole, Me- Blacher, “Tel-Til-Tip,” Single Sole, 1 inch 
dium Heel, Welt, Footshaping 16 Last, B, C Heel, Welt, Cadet Tost, D and E Widths, ° 
and D Widths. Sizes 1134-2. Sizes 244-6. 

Same, C and D Widths, Sizes 844-11, Spring 

Heel, 634 inches high. Same, E Width, Sizes 1214-2 and 8-12. 

Stock these two numbers and you'll profit by thej good service 
they'll give your customers. This is a “tip” you ought to follow. 
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Manafacturers 
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Yes, provided you get 
the work out quickly without the: tre- 
mendous cost of hand work. : 
By the use of Goodyear Welt Shoe Repairing 


Machinery you do satisfactory work, and that kind 
of work is the only kind that will bring you more 
business and big profits. 
It is easy to get Goodyear Shoe Repairing Machinery. 
Drop us a card to-day and we'll tell you how to 
make good dividends in your repairing departments. 
Write to have plan sent you 
United Shoe Repairing Machine Company 
4 ALBANY STREET, BOSTON, MASS. 
"Ee. “Sao “7 .."eee Fe Brn Sm 
276 Mon Sry a ee say my me oe 221 No. 13th Sereet 22 Ficeuaey Stees 
"30 Buclid Arcade 87 Main Seeee_ 236 No. High Seret 16 No. 2nd Serie 216 Cura See 

301 Prec. analy oe Ren Pa. 
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A Successful 
Seller in the 
Best Stores 











JJ L 


Stock No. 981 
._ New York Last 
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A MAN’S tan Crystal grain with 

high quality leather sole, leather 
counters, full size fleeced lined tongue 
and leather top face. It is in stock 


in A, B, C and D widths. 


This last is often referred to as an 
English walking last.. It is exception- 
ally good for Metropolitan trade. 
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Write for prices and discounts. 


Ii 


The J. W. Carter Chicago Co. 


Chicago, Illinois 
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Established 
reputation 
assurance 









People acquire the habit of believing in 
that which has always been dependable. 





Educator Shoes enjoy the reputation among 
the people of always having given satisfaction. 






When the question of the price of shoes is 
involved in a sale, people are prone to ad- 
here to the goods they know. 








More people wear Educator Shoes than any 
other make. Why? 









Established reputation 
assures satisfaction 






Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 






























